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Number. 1 


The National Verdict—“Let There Be Style in 
Men’s Shoes”’ 


issue, an overwhelming decision in favor of 

Style in Men Shoés is given by the National 
court of industry. Here is the important policy 
outlined: 

Attention to that subtle sense of the ac- 
cumulative preferences of men of taste, 
judgment and refinement—that sense 
which considers dress as an expression of 
the personality of the wearer. A develop- 
ment of smartness in dress for all occa- 
sions. A variety of lasts and a diversity 
of leathers to permit of a man’s wardrobe 
being greater in expression than One Pair 
of shoes. An assortment of styles suffi- 
ciently large to allow ample latitude for 
personal preferences after all other con- 
siderations are covered. And to make it 
no longer a handicap to do business in the 
face of the competition of feminine foot- 
wear now enjoying full favors with the 
pocketbooks of the nation. 

The “Recorder” in assembling the verdicts of 
judge and jury says: Never in the history of the 
“Recorder” has there been such a response to a cam- 
paign of education linked up with the thought—“‘a 
stimulation of style in men’s footwear.” Shoe men 


[: the case of Style vs. Staple, full report in this 


have written as if carried away with the fervor of a 


crusade against the sloppy foot-coverings of mankind. 
A Billy Sunday of Industry could bring out no 
greater group of penitants, testifying to their past 
shortcomings and now singing ‘“‘brighten the corner of 
the old shoe store.’ We can see the cobwebs swept 


from brains as well as stores. We can see a new zeal 
and a great awakening. The heat and vigor of ‘the 
testimony presented in this issue simply carries away 
the doubts. You know, right inside, that the situ- 
ation cannot go on with sales averaging twenty pair 
of women’s shoes to the one pair of men’s shoes sold. 
Preposterous figuring you may say—but look at the 
handful of factories out of 1,400 which canstrictly call 
themselves men’s factories exclusively Look again 
at the production sheets of the nation showing ap- 
proximately 93 per cent work on women’s shoes and 
but seven per cent on men’s. Look, too, at the census 
figures and see if the number of men and women do 
not about tally. Well, what is the answer? If it 
isn’t Style, why then wrap up your men’s department 
and drop it into the long forgetfulness. It won’t pay 
to run it on one pair per man with repairs on the 
side. ; 
Just before giving the verdict the “Recorder” as 
presiding judge had one of those flashes which often 
enliven a long @ase in court. Some one brought out 
the ‘“‘cost of shoes.”” The Judge, who has occasionally 
stood on a platform before merchants, held up to the 
Court of Industry a smart pair of oxfords, and said, 
“Here is a pair of shoes costing the customer five 
hundred dollars, and as good shoe men as you are I 
defy you to tell me why they are worth it.”’ The chal- 
lenge rankled the great body of shoe making and mer- 
chandising experts; they grabbed the shoes and 
examined them most carefully. All sorts of answers 
as to anatomical correctness, etc., and even one sharp 
reply, “it ain’t possible to put more than twenty-five 
(Continued on page 36) 
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1921 Easter Business Resume 


A Country-Wide Survey of Men’s and Women’s Styles and a Comparison with 
1920—Reports by Wire 


leading shoe stores of sixteen big cities shows 
that the average merchant has greatly prof- 
ited from the early season and the novelty styles 
shown, especially in women’s lines. There is every 
indication that post-Easter business will measure 
up to still greater proportions. The only drawback 


; SURVEY of 1921 pre-Easter business in the 


Along Fifth Avenue in Easter Week 


so far has been the failure to get the new merchan- 
dise in demand by the public. It has been well said 
that there is no limit to the amount of business which 
would have been transacted from shoe manufacturer 
down to retail merchant, if the new Spring patterns 
could have been obtained. And price seemed to be no 
object, although shoes averaged about 25 per cent 
less in price this year than last. Straps styles, per- 
forations, ball straps, combinations, the new shade 
of tan, suedes, satins, kid, calf, and bucks in all types 
of heels were in big demand and every prediction is 
that they will remain in popular favor right up to Fall. 
This promises to be a big white year. 


New York Is Heard From 


New York, March 22—Medium and low priced shoe 
stores report pre-Easter volume in money and pairs ahead 
of last year. Exclusive Fifth Avenue shops running about 
even. Straps, with Louis, baby and military heels in about 
equal proportion, are leading in sales. Gray ooze, buck, 
and suede are favorites by themselves and in combination 
with black or brown calf. Buttons supplant buckles on 
straps. Dark shades, mahogany to nut brown, are best in 
women’s. There is a tendency toward lighter shades in 
men’s shoes. Combination leathers stronger in women’s. 

Men are buying mostly Norwegian, Scotch and English 
grains and calfskins. Brogues are good. Also saddle and 
ballstraps. In high grade shoes there is a tendency toward 
plain toes or with punched medallions. Stitched heel seats 
are growing. 

Shoe departments of big stores find $10 the popular price. 
Slater reports $18.00 on women’s shoes. Other Fifth Avenue 
shops $12 to $15. Cammeyer’s 34th Street says $10 is 
leader and average. 

Men all say that they want something $10 or under. 
Business in men’s shoes is picking up, but has to be stimu- 
lated by special sales and ads. Saks & Co. doing well at 
$7.85, for which they offer cordovan and calf in brogues. 
Hutchinson’s men’s department and Franklin, Simon & 
Co. have no difficulty with $10 to $15. 

The best call is for men’s black shoes in fancy patterns. 
Heavy soles are in big favor for Spring. 

London Shops, and John Ward’s report exceptionally heavy 
men’s business, all on fancies. 


Boston Reports 

Boston, March 23—Pre-Easter business this year exceeds 
that of last year, both in number of pairs sold and in dollars 
and cents. This is accountéd for by the fact that women are 
buying heavily on the novelties offered by the shoe stores 
and shoe departments throughout the city. This seems to 
be a millinery footwear season, and it has started advanta- 
geously ahead of time, both on account of the warm 
weather and the early date of Easter. 

In women’s shoes the favorite is the strap effect, in welts 
and turns, button or buckled fastened. The welts carry 
Cuban, military and low, one inch walking heels; the baby, 
Junior, and full Louis are favorites in the light turn effects. 
It seems to be about a 50-50 proposition between the baby 





zs Ss = @2@ eos as es = = 


Mar. 26, 1921 


French and the full Louis heels. The new, medium, shade 
of tan is much in demand, in calf as well as the suedes. In 
the suedes, three of the popular gray shades are almond 
gray, silver gray, and taupe. Combinations in strap effects, 
both as to different kinds and shades of leather trimmings, 
are in vogue. And as to perforations, there never were so 
many, they appear on ball straps and tips, on the quarters, 
on the edges of the shoe, and on the straps. 

The best selling price in men’s shoes is $10; in women’s 
shoes, the best selling price averages $12.00, with many 
novelties selling in good volume at the higher grade stores 
at $15 to $18; in fact, price seems to be disregarded by the 
woman of fashion, if the desired merchandise can be ob- 
tained. 

Men’s business is improving as a result of the new styles 
shown. The novelties in men’s footwear are moving very 
well. It takes men longer to become educated as to the ad- 
vantages of fancy patterns. But it will not be the fault of 
the retail shoe merchants if the new styles do not move 
much quicker in-the near future, as the shoe stores are doing 
their best to push the perforated and elaborated patterns. 

The volume sellers to men at the present time are the 
plainer types in black Russia calf or the dark shade of tan, 
8-8 heel. The perforated saddle strap effects on a slightly 
broader toe, and about an 8-8 heel, in black, and in the 
medium shade of tan, are being bought chiefly by the 
younger men. 

By St. Louis Special 


St. Louis, March 22—In St. Louis retail stores last week 
pre-Easter selling developed rapidly and heavily, with the 
result that Saturday business in most stores was reported 
as equal to or ahead of last year, but a chilly spell the first 
of the present week checked the buying to some extent al- 
though it picked up again with the warming up of the weather 
later. 

The demand in women’s shoes seemed to be broad, pretty 
nearly everything of an attractive character gaining attention 


from the buying consumer. The color most in request was’ 


gray, although in the high grade stores there was consider- 
able call on the new beige shade. All the women’s buying 
was on low effects, with the strap types in heaviest call, 
together with a few tongue goods. In the medium grades 
the military heel was reported as running fully 50 per cent 
of the selling, while in the high grade goods the new junior 
Louis was quite strong, although it has not overcome the 
lead of the military type. 

As to prices there did not seem to have been any material 
change in the general relationship of proportions in the 
prices paid. It was pretty generally reported that in women’s 
goods the desired type or style was taken without especial 
regard to the price. 

Men’s business was reported as only slightly better than 
it has been, coming mostly from the young men buying 
novelties with ball strap and perforated effects. The older 
men apparently did not buy except in accordance with 
actual needs and among such customers the stimulus of 
novelty was not at all apparent. Such buying as was noted 
was strictly utilitarian except in connection with the limited 
proportion of the young men referred to who have not been 
out of work. The aggregate of men’s business still shows the 
effect of business depression according to the keenest ob- 
servers. On the whole the grand aggregate of pre-Easter 
buying was regarded by the retail trade as quite satisfactory 
and as evidencing that the public is returning to the market 
with the exception noted among the men. 


A Chicago Resume 


Chicago, March 22—The people of Chicago are not on a 
buyers’ strike; they have possibly ceased to squander. 
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Two dominating factors are pleasing—style and attractive 
price. The volume of pre-Easter business has been a sur- 
prise to Chicago merchants who have new, attractive foot- 
wear priced at what seems reasonable to the stores’ clientele. 
Every State Street store and all better stores in outlying 
districts are ahead in volume as compared with last year. 
The stores suffering are the ones which did not recognize 
the depreciated value of their merchandise and sell it on 
that basis previous to February 18. Quality and styleful 
merchandise at right prices is meeting a good response from 
the public in every store. 

The biggest demand is for gray suede. Fawn suede and 
Russia in combination with fawn suede is a big bet. Black 
satin is in big demand in all stores. Brown and black suede 
good at present, but not expected to hold through the season 
as firmly as gray. Patent leather increasing in a number of 
the higher grade shops. Junior Louis heels are becoming 
more popular in turns. Russia calf oxfords, both with straight 
tips and with saddle straps, selling readily. 

For street wear welts have 12-8 to 14-8 heels in strap 
patterns. A Russia calf welt with 14-8 heel exceedingly 
good; the one strap effect is more popular in high grade 
shops. 

Easter business far heavier than a year ago. 

Otto Hassel says that the demand in men’s shoes is for 
doggy stuff, saddle strap, perforated quarters, punch tips 
and all that goes to make snappy footwear, together with 
values that the public will appreciate as in keeping with the 
time. . 

The outlook for both Easter and Spring business is un- 
usually good especially in popular priced merchandise. 

H. A. Meyer says that men are looking for stylish, snappy 
footwear of fancier pattern. There is a strong tendency 
toward medium shades of brown. Last week was a corker 
but this week bids fair to surpass it. 


A Milwaukee Report 


Milwaukee, March 22—Beginning with Monday afternoon 
and in some stores Tuesday morning, Milwaukee shoe 
merchants found their stores crowded with customers, 
chiefly women. Easter business this year will easily exceed 
a year ago, not only in pairs but in dollars and cents. The 
high light of the situation is that stocks in no class of shoes 
is very large. And in high priced stores, stocks are, in fact, 
low. Shoe men were heard cussing those who advised laying 
in lower priced goods and getting away from higher priced 
goods. For the reason that many customers walked out 
when they couldn’t get $15 shoes. Twelve dollars and fifty 
cents in every part of city is leading price; of course a big 
basiness is also done by cheaper houses at $6.00, $8.00 and 
$9.95. 

Tan oxfords appear to clearly lead in women’s shoes, with 
browns second and grays third. One and two strap pumps 
are going strongest. 

Men’s business picked up surprisingly well but not as 
much as women’s. French semi-brogues run first, with 
English last second. Tan calf is the big favorite in leather 
and medium dark shades are favorites. Saddle straps lead. 


Rochester Special 


Rochester, March 22—Retail shoe merchants of Rochester 
report unusually good Easter business. For women, gray 
suedes with Baby Louis heels in one and two straps are in 
greatest demand. There is also some call for black kid 
pumps with baby Louis Heels. Oxfords and pumps with 
ball straps are very popular. Prices in the leading stores 
range from $8 to $13, and contrary to expectations the 
public is invariably demanding the better grades. In men’s 
shoes, French lasts and tan oxfords with perforations on 
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the toe are in greatest demand. The most popular prices 
in men’s shoes is $10, but retail merchants report that it is 
no effort to sell higher priced shoes in snappy styles in volume. 
The Easter shoe business of Rochester is way ahead of 
last year and merchants are all confident that the present 
buying will continue. 


Cincinnati Wires 


Cincinnati, March 22—The pre-Easter buying at the local 
shoe stores without exception was in excess of last year. 
Business has been exceedingly good in women’s lines. A 
few retail merchants report their women’s business is twice 
as good as the corresponding period a year ago. Favorable 
weather conditions have been the means to an early and 
rapid movement of stylish footwear. A buying public is 
back again. . 

There has been considerable improvement recently in 
the men’s branch, so much so that the month of March has 
brought up the aggregate for the first three months of the 
year to a point slightly in excess of that of last year. The 
introduction of new style is generally conceded as an essen- 
tial factor to a greater impetus in the men’s business. 

During pre-Easter selling the tan Russia calf was the popu- 
lar leather. The lighter shades of leathers promise a grow- 
ing popularity, though the greater part of the business is 
still being done in dark brown leathers. This is more 
largely due, however, to the condition of retail stocks. Plain 
oxfords with wider toes have been the best selling patterns. 

Plain strap pumps have been the best sellers in women’s 
footwear. A wide range of styles and patterns have moved, 
but the plain ones and two strap effects have received the 


greatest call. Gray suedes in various combinations have 


moved well. 
The most popular prices in men’s lines with the local 


retail merchants have been from $8 to $10, while in women’s 
lines the range is from $10 to $12. 


San Francisco Reports 

San Francisco, March 22—Business is about the sameaslast 
Easter. Women’s styles all run to low shoes, pumps, oxfords, 
etc. Strap effects in big demand. Military heels are the 
favorites for street, baby Louis and full Louis are much 
worn. Gray and brown are favorite colors. Suede and 
buckskin popular for exclusive wear. Patent leather has 
resumed its popularity. Dull kid also popular in black. 
Almost all men wearing low shoes. Brogues are popular 
in both tan and black. Dark leathers favorites for city 
wear, especially for young men. White novelty shoes for 
men and women also in demand. 

Prices range from $8 to $10. More exclusive $10 to $14 
men’s trade picked up well when prices went down. 


Los Angeles Special 

Los Angeles, March 22—While Easter does not affect the 
shoe situation to any great extent in Los Angeles there are 
other considerations which tend to bring about an apprecia- 
able increase in the volume of sales over last Easter. Some 
stores report three times as many women’s shoes sold this 
Easter as last Easter. 

In men’s shoes however the increase was not so noticeable, 
although there has been an increase in number of pairs sold 
which takes care of the reduction in price. 

The most popular styles in women’s shoes are straps for 
both street and evening wear. The baby Louis and Louis 
heels are worn on the dressier models while sports which 
are only second in popularity carry the medium and straight 
heels. In women’s the best sellers range in price around 
$15 to $18 in the shops catering to the high class trade, 
while at popular priced stores they range from $8 to $12. 
The favored leather is suede. Gray leads. 
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Men’s styles most in demand are plain and semi-brogue 
oxfords in dark brown calf or kid at prices ranging from 


$2 to $12. 


Salt Lake City Special 


Salt Lake City, March 22—Although a few merchants 
report a good pre-Easter business, it has not been as good as 
last year, on account of the earlier Easter date and ina- 
bility of merchants to get shoes that are in demand. 

Men’s business has not picked up to any appreciable extent. 

Suedes and satins are selling best in women’s shoes, with 
suedes leading. Strap effects are still popular. There is a 
leaning toward single straps. High heels are in demand. 
also a rather heavy call for military heels. Medium priced 
shoes are in best demand for both womea and -men. 

Older men are showing a leaning. toward plain oxfords; 
young men are buying brogues; saddle straps have not ap- 
peared in this city yet. Brown seems to be the color for 
men’s shoes, but there is still a fair demand for black shoes. 





THE NATIONAL VERDICT 
(Concluded from page 33) 
honest dollars into a shoe.” Well, said they, what’s 
the answer? 

Just this, said the Judge, “a man paid five hundred 
dollars for these shoes because he thought they were 
worth it, and the case is actual, and the man is one 
of the prominent salesmen of New York city. His 
name you would all recognize. ‘He had been slipping 
in enthusiasm with the banging of the past year and. 
when he dropped in upon his custom shoe maker, he 
was mentally ‘down and out.’ This shoemaker 
friend said to him, ‘See here Tom, what you need is 
a pair of my new $500 shoes.’ The Salesman 
Jaughed until his spats turned inside out. But his 
curiosity got the best of him. The sage shoemaker 
then propounded this theory: ‘If you want to know 
the truth, the ailments of the human flesh come not 
from the stomach or teeth as some of the wise special- 
ists tell you—they come from the feet. Think it 
over—did you ever see a single thing in Nature which 
did not have a ground contact sustaining and benefit- 
ing it? The little pores of the skin beneath the feet 
are as delicately susceptible to the specially treated 
inner sole of my $500 boots as sap is to the tree. Now 
1 can restore Pep, and I do it through the Feet. It 
has taken me a lifetime to discover it, and when [ 
find a gentleman listless and mind-weary, who has 
tried everything else under the sun, why I just sug- 
gest my Shoes of Pep. If he wants the treatment, 
well and good. If not, nobody cares.’ 

“That Salesman Bought A Pair of Five Hundred 
Dollar Shoes. He says to this very day they were 
worth it.” 

Now, if you want Pep to put over this great am- 
bition of the entire industry, just let us make it 
possible for you to get a pair of these five. hundred 
dollar shoes. 

Just sprinkle a little pepper in your shoes tonight— 
tomorrow you will be all atingle and you'll show Pep, 
we'll warrant you. 
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Flashlight Taken at First Annual Banquel of Sole Leather Trades’ Association at United States Hotel, Boston, March 15 


Sole Leather Men Hold Annual Banquet 


Trades’ Association was held at the United 

States Hotel, Boston, Tuesday evening, March 
15. The original purpose of the elaborate dinner and 
reception was the presentation of prizes for the 
bowling championship of the teams made up from 
the following sole leather companies: Armour Leath- 
er Co., Howes Bros. Co., Tanners Cut Sole Co., 
Proctor-Ellison Co., Frank W. Hunt & Co., The 
George James Co., The United States Leather Co. 
of Massachusetts, and William F. Mosser Co. 

About 150 members and guests of the Association 
were present and the banquet was presided over by 
the president, J. D. Rollings of the Frank W. Hunt 
& Co. James T. F. McGarry officiated as_toast- 
master. The speakers of the evening were Everit B. 
Terhune, general manager of the “Boot and Shoe 
Recorder,’ who spoke on the business uplift, and 
Thomas F. Anderson, secretary of the New England 
Shoe and Leather Association, who took as his topic 
trade organization. Other guests called upon for 
impromptu remarks were C. A. Sawyer, Jr., of the 
Tanners Cut Sole Co., William Ellison, of Proctor- 
Ellison Co.; Merrill Hunt, of Frank W. Hunt & Co.; 
Joseph Shine, of William F. Mosser Co.; G. F. 
Reinhardt, of The George James.Co.; and J. D. 
Smith, of The Tanners’ Council. 

The following, taken from a page of the eve- 
ning’s program, should be of interest to our 
readers: 

Why is Sole Leather the least known of all Shoe 
parts? 


Tr first annual banquet of the Sole-Leather- 


For instance, how many of the salesmen 
canvassing the retail boot and shoe trade can tell 
you the kind of sole leather used in the shoes they 
sell and even if they do know the kind, it is only 
that it is hemlock, union or oak, and the best that 
can be bought. They know nothing of its wearing 
qualities or its special fitness for the particular cli- 
mate in which it is to be worn; nothing of its water 
resisting qualities; no reason for its being used in 
their particular line of shoes—they have no argu- 
ment to offer why it should wear longer and give 
better service than any other leather. It sums up 
to this one thing—they have not been educated in 
respect to the part of the shoe which gets all the 
wear. ; 

You ask these same salesmen what kind of upper 
leather is in their shoes and they are able to give you 
a selling talk that will make your eyes open. They 
can tell you who manufactured the leather, from 
what it was produced, the special features of this 
leather which will make it wear, stand up and look 
well, how special treatment is given to the leather 
to make it waterproof, etc., and endless things to 
its credit. They can tell you about the interior of 
the shoe, its special lining, its excellent innersole, its 
exceptional boxes and counters, but when it comes 
to the part where the wear comes they can only say 
that it is the best oak leather that can be bought. 

I ask you boys in the trade, “Should this condi- 
tion exist?”’ If not, what is the remedy? My answer 
is “Educate the public upon the part of the shoe 
where the wear comes.” 
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ON TRIAL 


In the Court of Industry. 


Presided Over by the Recorder 


The Case of STYLE vs. STAPLE 
Attorneys, P. R. Ofit and L. Oss 


before the Court of Industry to answer to the 
charge of misuse of one hundred million 
dollars in the year ending March Ist. 

A charge has been made of unwarranted assault 
upon Good Taste in the sum of one hundred million 
dollars lost to the shoe and leather industries through 
lack of intelligence shown by certain parties col- 
lectively responsible, the plaintiff Style being repre- 
sented by his attorney, P. R. Ofit, and the defendant 
Staple by Attorney L. Oss. 

The ‘Recorder’ as presiding judge has asked that 
this most unusual case be considered by jury, and 
what is more, several juries being needed to study 
evidence pertaining to branches of the trade affected. 
To that end panels have been sworn in of good and 
true men, to wit: 


r VHE great crime against good taste has appeared 


A panel of merchants from stores. Foreman 


Harry A. Meyer of Chicago. 

A panel of manufacturers from factories—Foreman 
Herbert T. Drake of Rockland. 

A panel of salesmen who travel—Foreman Charles 
F. Maxwell of Boston. 

A panel of leathermen from tanneries—Foreman 
Burt W. Rankin of Boston. 


Before the National Court 


On the date set for the trial it was brought out by 
Attorney P. R. Ofit that a trial of such moment should 
be before the Full Bench and the “Recorder”’ called 
upon its 13,500 subscribers to each and severally sit 
upon the evidence insofar as it was of direct import- 
ance to male adults in the forty-eight States, thereby 
necessitating a national court of the industry. 
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Complaint entered in behalf of Style was to the 
effect: 

A further policy of staples alone in serv- 
ice to mankind was in the nature of re- 
straint of trade. Fully one hundred mil- 
lions of dollars have been lost to Industry 
the past year through reason of extreme 
indolence, atrophy of mind and material, 
and factors known to the wearers of shoes, 
said wearers being usually sloppy footed 
through smug indifference of parties en- 
trusted with their welfare. The plaintiff 
prays that the Court will enjoin any fur- — 
ther sleep-sickness and will substitute 
instead a policy of attention to that subtle 
sense of the accumulative preferences of 
men of taste, judgment and refinement— 
that sense which considers‘ dress as an 
expression of the personality of the wearer. 
A development of smartness in dress for all 
occasions. A variety of lasts and leathers 
to permit of a man’s wardrobe being 
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greater in expression than One Pair of 
shoes. An assortment of styles sufficiently 
large to allow ample latitude for personal 
preferences after all other considerations 
are covered. And to make it no longer a 
handicap to do business in the face of the 
competition of feminine footwear now 
enjoying full favor with the pocketbooks 
of a nation. 


Verdict for Style 


Perhaps in no case ever presented to a Court has 
so much direct evidence been scored in favor of a 
plaintiff. Judges and jury agree that all the evidence, 
pro and con, be spread upon the Records. To that 
end, after decision was renderetl in favor of the 
plaintiff Style, such evidence appears to that end 
that all may participate in the benefits to accrue in 
1921, when a large proportion of the one hundred 
million dollars will be paid to those sponsors of style— 
responsible for the enunciation of a policy for an 
industry in its service to the Male public. 


Do We Want Style in Men’s Shoes ? 


The Overflow Jury of Merchants Present Evidence to the National Court 


of Good Business 


TAKE THE CREPE OFF 
Dead Ones Do Not Turn Over 
By H. A. -MEYER 
N.S. R. A. Style Committee, H. A. Meyer Shoe Co., Chicago 


Asa member of the 1921, N.S. R.A. Men’s Style Committee, 
the writer urgently advocated the national need of a greater 
interest in developing smart styles in men’s shoes. 

**Crepe’’ has its use in this world and when shoe mer- 
chants permit practically every shoe in their men’s 
stock to resemble a shroud, they can scarcely rely on 
much trade activity, for it is said, ‘‘Dead ones do not 
turn dver.”’ 

The stimulus of style, in men’s shoes, is in my opinion the 
one big factor necessary to bring the men’s shoe business back 
into real life and activity. Designers of women’s wear did 
not “lay down” after the war. They applied their creative 
ability to the utmost and developed such keen competition 
among women to keep up with them that the world’s most un- 
fortunate male, is the blind man. 


Build Smarter Shoes 


The style trend in men’s shoes is decidedly away from the 
long, drawn-out, narrow toes. This makes the building of 
men’s smart shoes a much greater incentive and advantage to 
shoe merchants. Moderately wide toes on good foot-fitting 
lasts will give men the comfort most of them demand and if 
each shoe merchant will carefully study the types of men’s 
trade to which his store caters he will to-day find himself 
able to select the right lines of men’s stylish shoes that will be 
a boom to his business and a profit to himself. 

One cannot buy men’s smart shoes with the same 


eare-free abandon with which an order is placed for 
staple black kids. In men’s shoes, smart styles do not 
necessarily mean ‘“‘freak’’ styles. Men will buy good 
looking, clean cut, ‘‘dolled-up”’ shoes, but the average 
man also insists on having foot-comfort and the mer- 
chant who does not recognize this fact is later on very 
apt to charge against “‘style’’ his own lack of judgment 
in buying. 


Medium Light Shade of Brown 


With few exceptions, my personal studies have been con- 
vincing that in the average men’s shoe department or store a 
lighter shade of tan than the mahogany or coco brown will 
sell to advantage. In our own business we have sold a lot of 
very light color tan shoes during the past Fall and Winter, 
and they are good sellers to-day. I think, however, that a 
medium light shade of brown would prove the correct color in 
the majority of stores. 


Price Is No Obstacle 


Based on present wholesale quotations, I do not think that 
the retail prices of men’s shoes will prove much of an ob- 
stacle in immediate retail trade. Shoes must get somewhat 
lower in price than they are now before men will buy them 
freely and easily again, but the ‘“‘water’’ has been pretty well 
squeezed out and a return to active trading on a new, normal, 
lower price basis will most probably not occur until complete 
liquidation has taken place all along the line of commodities 
and labor. 

Weare interesting men to buy “‘more shoes,”’ through 
making style develop a natural desire. The past few 
years have been sombre enough to test the fibre of most 
men. 
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During the war men wore quiet, conventional clothes be- 
cause the daily horrors of war actuated it. That is all over 
now. Men are glad of it. We are gradually coming to our 
sober senses again and with this return we are inclined to 
“doll-up” a bit, for the one grand and glorious reason that it 
Makes Us Feel Better. 


KILL THE ONE PAIR PER YEAR 
Develop Seasons for High and Low Shoes 
By D. J. YERXA 
The Eli Boot Shop Co., New Haven, Conn. 


I believe something strenuous must be done in order to in- 
crease the men’s business. I believe we should get away from 
the idea of low shoes for twelve months in the year, as one 
pair of heavy Brogue Oxfords will now last a man through the 
entire year. 

We should have at least two seasons—the season of High 
Shoes and the season of Low Shoes. This in itself makes a 
greater demand. 

I do believe a new shade of tan would help considerably, and 
that this shade should be very much lighter than we are now 
using. Even a medium light shade after two or three shines 
becomes dark, and then a man uses it for everything, whereas 
if they are light enough tan it makes this impossible, and you 
would force him to buy at least a black pair of shoes or a pair 
of semi-dress shoes. 


Lighter Weight Footwear 


I also believe that lighter weight footwear would 
help. We are using now so many Brogues and heavy 
types and styles of shoes that give such extreme wear 
we cannot expect to see our men customers very often. 

I do not believe the present prices are any obstacle to buy- 
ing. It is simply a question that people have been out of 
employment so long they have spent what money they had 
saved and cannot think of buying until they are back at work. 


SHOES FOR OCCASIONS 
Educate Men into Proper Shoe to Wear 
By R. H. WEBSTER 
Gould Lee ¢ Webster, Rochester, N. Y. 


It is with a great amount of interest that I notice your 
effort to stimulate the men’s end of the shoe business. 

There can be no doubt that the men’s business needs atten- 
tion. - I am inclined to the belief that the shoe men—manu- 
facturers and retailers— have in a measure brought the 
present condition upon themselves. All effort in the creation 
of styles seems to be expended upon feminine footwear; the 
men are taken for granted. 

Let us turn over a new leaf and create appealing styles at 
appealing prices and then educate men to wear shoes for 
occasion, through our advertising mediums. 


BIGGEST SEASON ON SPORTS 
To Last Well Through the Coming Fall 
By H. W. JONES 
The H. W. Jones Co., Ogden, Utah 


Regarding men’s styles, the trend seems to be toward the 
modified brcgue last with straight medallion tip instead of the 
heavy wing tip. Also, there seems to be quite a demand for 
this same style shoe in the soft box. 

This is evidently going to be one of the biggest seasons we 
have had on men’s sport shoes and I believe the demand for 
sport shoes will last well through the coming Fal). 
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As to a new shade of tan I do not believe this would induce 
men to buy another. pair of shoes merely to have the lighter 
shade, therefore as long as the dark and medium shades of tan 
are satisfactory I do not see the necessity of trying to create 
a demand for the lighter shades of tan, especially in men’s 
shoes, when they cause so much trouble to both the manufac- 
turer and the retailer. 


Get the Movies Interested 


As to the price, even reduced as it is today, I feel quite sure 
this is the main factor that is causing the majority of-the men 
to wear their shoes just as long as they possibly can. 

To interest men in “‘more shoes” I am marking men’s shoes 
on a particularly close margin of profit and advertising all 
solid leather shoes that assure satisfaction. 

The easiest way to force a style of any particular kind 
on the public is to get the motion picture actors to wear- 
ing same. I firmly believe that the present demand for 
men’s sport shoes was created by the way the motion 
picture actors adopt this style in their various acts. 


BROGUE EFFECTS TOO HEAVY 
More Snap in Men’s Shoes Needed 
By R. D. HAMBLIN 
The Shoe Market, Monmouth, IIil. 


We think some of the styles in the past, especially the 
brogue effects, have been too heavy in appearance. 

We are heartily in accord with anything that will increase 
trade in our men’s department, and in our store we cater to all 
classes of trade. 

Some of the high grade lines we carried during the war have 
been discontinued because of the excessive prices, which 
people would not pay. The situation is a little different 
now, and we feel we could now put in stock some of the 
high grade lines. 

We do not think a new shade of tan would help the condi- 
tion in men’s trade. ‘ 

To a certain extent price is a great obstacle even today. 

What we are doing to interest men in more shoes is to seek 
the manufacturers who can give us more “snap” in men’s 
footwear both in high and medium grades. 


THE YOUNG MAN IS STYLE CRAZY 


The Only Reason He Doesn’t Buy Shoes Is, We Have Not 
Had Styles for Him 


By VANCE SHOE COMPANY 
Gadsden, Ala. 


If the retailer expects to make his men’s business profitable, 
he will have to have more frequent style changes, just the 
same as in women’s shoes. In our opinion we should have a 
style to come out in oxfords to sell during the month of March, 
April, May and June. Then another to sell during the 
months of July, August and September. Then about two 
changes in shoes for Winter. The latter to come out say in 
December to be worn until the first oxfords are bought. 

The young man today will take to the stylish shoes just the 
same as the young girls, and the only reason we will not sell 
him more shoes is the reason newer styles have not been 
brought out. We would want these styles in the young 
men’s shoes, for it is the young man, 16 to 25, who watches the 
change in dress, and that is the young fellow that we want to 
cater to on style. 


Let’s Interest the Young Man 


New shades of tan would no doubt help to change the 
styles in men’s shoes, just the same as it has in women’s; a - 
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young man is not going to buy a dark tan shoe when the 
lighter shades are featured and vice versa. 


The price is still a great obstacle, even today, in men’s _ 


shoes, and we all know that we must still have further reduc- 
tions before increase in volume can be shown. There is one 
thing we must remember, and that is, the young man’s 
father is the one who pays for two-thirds of the shoes 
worn by boys up to the age of 20 years, and father cannot 
se these styles just like the boy does, and he may not be 
avle to understand why his son cannot make two pair of 
s'0es run him during the year, instead of having to have four. 
However, it seems that the girls have shown him it was 
necessary, and no doubt the young man can persuade him 
that it is necessary, since all the other young men have them. 
There is one feature that the merchant will have to consider 
ir styles for men’s shoes, and that is this. It will be neces- 
sary that he close out all present styles in men’s shoes before 
another comes out, if he expects to make it profitable. Men 
do not take to bargain sales like women, and if he is left with 
a lot of odds and ends in extreme style men’s shoes, they will 
not be as easy to dispose of as the same amount of women’s 
shoes. o 
To interest man in buying shoes, all efforts so far have 
failed. We have reduced prices, we have advertised these 
reduced prices and offered shoes that cost us $12.25 for $7.85, 
and the most general remark is, “I will wait until they get 
cheaper.” 

Let’s try a change in styles, since other efforts have failed; 
we are sure it can’t be any worse. 


NO MILLINE RY SHOES YET 
People Need to Conserve Their Money 
By C. R..CRULL 
Crull’s Shoe Store, Greenwood, Miss. 


We feel that what the shoe merchants need is less styles 
and more conservative styles. It would enable him to carry 
less stock and fill in, besides the public is not able to buy as 
many pairs and are not able to invest their money in extreme 
styles as they have been doing in the past four to five years. 
Price is certainly the obstacle during these stress times. 

Of course after conditions get back on a normal basis then 
we would be in for many and extreme styles. 

Conditions may be a little worse in our section than in the 
East, the people are not in shape to buy “‘millinery’’ footwear 
in this section. Our people need to conserve in every way in 
order to pull through these stress times. 

These statements may seem a little pessimistic to you; 
however, they are the facts and we are bound to consider 
them when laying our plans for the future. 


MEDIUM AND BROADER TOES 
We Are Getting Better Quality and Finish 
By HIGHLAND BROS. & GORE 
Clarksburg, W. Va. 


In answer to your letter of March 11, we are glad to state 
that we are interested in the style of men’s shoes and we would 
be glad to see our men’s department show the same activity 
our women’s side of the store does. Our opinion and experi- 
ence on the styles of men’s shoes are that the medium and 
broader toes are favored and will still continue for the future. 

In regard to colors, we find that the medium shade of tan 
is the wanted color and we do not know of any other shade to 
suggest that would cause any stimulation in the men’s buying. 


Better Quality This Season 


We find that prices and quality have been holding back many 
men from buying, and now that lower prices are a reality, 
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they are anticipating their needs again, and it is also interest- 
ing to note that the footwear we are receiving this season is of 
much better quality and finish than that received a year ago 
and that the majority of our trade does not object to paying 
a fair price if they can get shoes of quality and workmanship. 

We are of the opinion that if more low shoes are pushed it 
will also help to stimulate the men’s trade. For several years 
men have not been buying them, and have been buying high 
shoes and wearing them until they are worn out, and in many 
cases where they would buy two pairs, a low and a high, they 
have only bought the latter, and we feel that the best way to 
get more shoes sold is to get your stock in early in the season, 
put them in your windows, advertise and push them. 


MORE THAN COLOR—STYLE 
By H. B. KENNEDY 


Kennedy Boot Shop, Pittsburg, Kansas 


In answer to your letter of March 11, there ought to be 
more than just a new color. There ought to be some new 
styles that are entirely different, I think, to create a demand 
for men’s shoes. I don’t know what that could or ought to 
be, as we spend most of our time on women’s department. 


STYLE HAS BEEN NEGLECTED 
A Welcome to the New Tan 
By H. L. MAIN 
Hopkinton, Towa 


The styles in men’s shoes have been neglected in the past 
two years, so much so that there has been a falling off in sales 
in men’s shoes. 

A new shade of tan will do muck toward creating new busi- 
ness, as the shade of tan which has been on style is getting old. 
A new shade of tan would be welcomed by both buyer and 
seller. 

The price has much to do with the men’s line, as the men get 
along so their wives and girls may have the new styles. 

I am making a special effort to stimulate men’s shoes by 
featuring them in my advertising. 


REGULAR HE-STYLES NEEDED 
A Wider Toe with Lots of ‘*Dog”’ 
By I. B. HOWE 
A. H. Howe § Sons, Boston 


Our frank opinion on men’s styles is that a wider toe style 
shoe of a doggy appearance with low heels, saddle straps, 
coarse stitching or heavy punching in both high and low shoes 
will be in vogue. No feminine effects should be introduced 
into men’s shoes, such as combinations, light tops or millinery. 
A regular man’s shoe with style is what we think will interest 
buyers when the price is right. 

We believe a new shade of real tan leather without any 
semblance of having a pigment coating on the surface would 
certainly help. Real leather that you can look right into in 
medium and heavy weights would preach quality and dura- 
bility and stimulate sales. 


Turning the Tide of Sales 


A slightly cheaper price for reliable merchandise, not 
cheaper shoes, would also, we believe, stimulate business. 
Craftsmanship in the shoe, both as to leather and manufactur- 
ing at a slightly lower price than exists today, would we be- 
lieve turn the tide of sales into the other direction. 

Besides practicing the above ethics, we are trying to interest 
men in “more shoes” by educating them to provide themselves 
with the proper shoe for the occasion, meaning to have golf 
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shoes for golf and not to play golf in a pair of worn out kicks, 
to have dress shoes for after six, and not to wear business 
shoes with a dress suit. To have tennis shoes for tennis, 
yacthing shoes for boating, hunting shoes for hunting and so 
on. This proper condition of things was rather knocked out 
by the great war and the present disregard of shoes by men of 
all stations has lessened the sales of men’s shoes. We see no 
other way to get back to normal times and good business 
unless we educate the men particularly to wear the proper 


shoe at the proper time. 


WANTS LOW SHOE DAY 
Boots Out of Season May Ist. 
By ALBERT CARLSON 
Albert Carlson Shoe Company, Princeton, Ill. 


There has been too much sameness in men’s styles for the 

past several years. We believe a new shade of tan will be of 
help. 
We find that price is still an obstacle today, especially so 
with the farmer. To interest men in more shoes, we have 
added the new ‘‘French’”’ toe, in both black and brown, to our 
line, and find that the black is making a hit with the young 
fellows. 

We feel that there should be a nation-wide campaign, 
among shoe retailers, in regards to a low shoe day and a high 
shoe day. A man should be educated in regards to low shoes 
and high shoes, the same as he has been in regards to wearing 
straw hats. If he is wearing high shoes after May Ist, he 
ought to know that he is out of style or out of season, and if 
he is wearing low shoes after October Ist, he should also be 
made to know he is out of season again. 

We are for a “‘High shoe day”’ and a “‘Low shoe day” both 


for men and women. 


MORE PAIRS, SAME CUSTOMER 
That’s What Lighter Shades Will Do 
By OTTO C. HORNUNG 
Terre Haute, Ind. 


In men’s styles there should be more ginger and pep on the 
same lasts we are now using. 

Lighter shades in tan kid and tan calf would solve a greater 
part of the problem. We never did stop buying lighter shades 
on calf and kid in our higher grades as long as we could get 
them. Lighter shades in tan would mean more pairs to the 
same customer. 

The price has been the greater obstacle and is today. When 
we can retail men’s shoes in top grades around $12.00 men 
will buy more shoes, more freely. 

What we are doing to interest men in more shoes is selling 
shoes that cost $7.00 net for $10.00, and shoes that cost $11.00 
and $12.00 for $15.00, and itis a question on our minds 
whether or not this will stimulate buying. 


ADVOCATES MILLINERY GAME 
Losses at First—Great Benefit Later 
By J. J. SENSENBRENNER 
St. Louis, Mo. 


I believe the sooner we make a millinery game out of our 
men’s shoe departments the better off it will be for all of us, 
and while it may entail some stiff losses on our present stocks, 
in the long run it will be of material benefit. There is no 
doubt in my mind but that the new shade of Nut Brown, or 
even lighter tan, will help the men’s business considerably. 
We are doing everything we can to interest men in more shoes 
by creating new, ‘“‘doggy”’ styles in both oxfords and high 
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shoes, especially oxfords at this writing, in the way of Bal] 
Straps, Brogues and Perforations galore, and sincerely trust 
that for Fall even further millinery styles will be created to 
keep the interest of the men up at all times, so it will not lag 
far behind the women’s style game. 

Being a popular priced house we find that a $6.00 price 
seems to hit the men from every standpoint today. 


MARKED CHANGE EACH SEASON 
New Styles Needed in All Grades 
By J. C. FEDLER, JR. 

Boston Shoe Company, Louisville, Ky. 


We have, for some time past, given serious consideration to 
the men’s shoe proposition. 

“‘Style’’ will inevitably sell more pairs of men’s shoes when 
the men have been educated to take the same pride in the 
appearance of their footwear as have the women. 

We believe there should be a marked style change 
each season on young men’s shoes. It may be in color, 
or in design, or both—but its appearance must be dis- 
tinctively different and eminently preferable to the 
previous season’s style. 

Men who change the cut of their clothes and the style of 
their hats can be educated to change the style of their shoes. 

This involves a risk, but we get away with it in 
women’s shoes, and our neighbors get away with it in 
men’s hats. 

For Spring a ball-strap oxford in medium tan Russia with 
plenty of perforations looks a winner for young men at popu- 
lar prices. Price IS a great obstacle today, and to popularize 
a new style each season it must be available in all grades. 

As the situation stands today it is a question interesting 
more men in OUR shoes—not of interesting men in “More 
Shoes.” It can’t be done without a campaign of education 
or changing styles. ' 

We make our appeal to men through daily newspapers, 
personal letters and display windows, featuring value, service 
and style variety. The “value” and “service” features are 
the best pullers—but let’s have a ‘“‘style period” and the co- 
operation of National advertisers in educating men to look 
for something different each season. 


SOME CONSERVATISM, HOWEVER 
Don’t Let’s Go to Extremes 
By J. DAVIS 
Frankfort, Ky. 


We are of the opinion that a development of new styles in 
men’s shoes would improve this department. However, there 
should be some conservatism used and we should not go to 
extremes. There is no doubt but what a new shade of tan 
would be helpful to business. ‘ 

We believe that a reduction in price would undoubtedly 
develop business further as much complaint on high prices is 
yet heard. 

We are advertising men’s shoes in the newspapers and in 
the windows and by other ordinary methods. 


SWEETEN UP THE LINE 
Brogues No Longer a Novelty—Two-Tone Now 
By MAX BRODIE 
Criterion Shoe Company, Tucson, Arizona 


In reply to your favor of the 11th instant at hand, will state 
as being muchly interested in the period of men’s styles and 
which no doubt is a universal question or at least should be 
as too much stress is given to the women’s side of the house, 





921 


Ball 
trust 
sd to 
t lag 


orice 


n to 


hen 
the 


nge 
lor, 


the 





Mar. 26, 192] 


which is only natural, they being the “BIG BUYERS,” 
always looking for something new with the results that 85 
per cent of our sales of women’s shoes are “NOVELTIES.” 

The men’s department should have at least TWO styles 
on the novelty order with which to sweeten up the men’s 
shoes. Brogues are no more novelties with us; we are now 
featuring a dark chocolate kid vamp shoe having field mouse 
kid uppers with pearl buttons to match, another style is a 
Cordova calf vamp having a faun shade of nubuck uppers 
and pearl buttons to match vamp. 

By all means let us have a new shade of TAN for men. 
I’m satisfied they are getting tired of continually seeing the 
Cordovan shade, which shade of course was a big help to the 
merchants, being exclusive and no other shade to worry about. 


Is Educated on Prices 


We now have our trade educated to the fact that prices 
have dropped to their lowest level, that prices on all grades of 
merchandise have been stabilized and the market is firm; if 
anything we wouldn’t be surprised to see a slight raise; the 
fact that leather goods are down, satin and cotton have taken 
a raise; this information well grounded into the public mind 
through our newspapers and our general conversation has 
eliminated this muchly goat-getting question. 

One does not have to gain a man’s confidence to sell him; 
he usually has enough common business sense to see that you 
understand your merchandise and know what you are talking 
about and is easily sold; a man as a rule has his limit, but a 
suggestion of another pair,adding theremark: “Change often, 
rest your feet, and rest your shoes, in this way two pairs will 
outwear three pairs.” This will often give your customer 
food for thought and make a sale of an extra pair; in other 
words, be a better than a’ one pair salesman; this followed 
up with liberal advertising will soon show a wonderful in- 
crease in the men’s department. 

Through the traveling men as they come along, we learn 
of the depressions and activities along their line of territory, 
and all claim as we do that Tucson is the best city they have 
struck. 


FREAKS NOT WANTED 
Cut Out Any “‘Sissy’’ Types of Shoes 
By F. M. HUTCHINSON 
Hutchinson § Stickney, Athens, Ohio 


Yes, indeed, we are interested in a period of men’s styjes in 
shoes, for it is about time we shoe men awoke to the fact that 
we have been catering to the ladies, which is as it should be, 
but to the exclusion of the men’s line, which is not as it should 
be. 

We believe that we can get men more interested in footwear 
if we show them gentlemen’s shoes, not freaks, but toned up 
in a different way than they have been. 

We firmly believe a nut brown shade, instead of dark 
brown, will interest the men, and if we can build shoes on 
slightly broader toes, distinctly different from the much over- 
worked English lasts of the past several seasons, and yet not 
along the conservative lines of the generally accepted middle 
aged men’s lasts, we can interest the great bulk of the men 
who want to dress attractively, but not gaudily. 

The average man resents having anything of the “sissy 
type’’ offered to him, be it in either clothes or shoes, but if 
you can appeal to his good taste, and at the same time show 
him something a little different than he has been wearing, he 
is much easier sold than is a woman. 

We are fully convinced that the average man resents the 
prices he has to pay for shoes, and while men’s shoes are now 
on lower price levels, still they are not low enough to suit the 
average man. 
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Our opinion is that until we can get good quality men’s 
shoes to retail from $6.00 to $8.50 our men’s business is going 
to be slow, and while we are selling men’s shoes now for $10.00 
to $12.00, the sales are not easily made, and we hear much 
dissatisfaction expressed, not from the “‘cheap guy,” but from 
the average man who used to pay us $4.50 to $6.00 before the 
war without a murmur. 

We are doing lots of direct appeal advertising, mailing out 
personal letters and N.S. R.A. good-will circulars to our 
men customers, but we think a standard price appeal, within 
the limits above mentioned, that is from $6.00 to $8.50 would 
bring us more men’s trade, and unfortunately we have yet to 
find the line of really good shoes we can retail at these prices 
and give the men the same values we used to for from $4.50 
to $6.00. 


LESS ENGLISH LASTS 
All Men Now Wearing Same Last 
By JAMES P. WALTON 
Crawford Shoe Shop, Providence, R. I. 


My opinion is that the merchants of men’s shoes have stuck 
too long to the English lasts. The patterns and styles in 
general are the same in all stores, therefore there is no incen- 
tive to buy new shoes so long as the old shoes look fairly well. 

I believe a medium shade of Tan made up in a decidedly 
new pattern will help stimulate business. 

We are cutting down style on all lines where the sales are 
limited. The manufacturer says don’t buy patent stock; 
where then is your informal and formal dress shoe? Then 
again, cut out such styles as you have to educate your trade 
to buy and what is left for argument to induce more sales ? 
My years of experience in buying and managing proves that 
more pairs can be sold if you have styles and sizes worth talk- 
ing. You can not create enthusiasm in your salesforce unless 
you have the goods to back it. 


A CLOSER MARK-UP 
In Hope to Create Freer Buying 
By THOMAS S. CHILDS 
Holyoke, Mass. 


In our opinion new styles would influence the sale of foot- 
wear with the young men, like brogue lasts with perforations 
and heavy stitching. 

A new shade of tan would also help, providing it is the right 
shade, not too light. The price seems to be a great object to 
lots of men, especially those who are middle aged or over. 
They are still out of the market, making their old shoes 
answer. When good shoes are getting back to $7.00 to $9.00 
and the men feel sure that the bottom has been reached we 
will look for more liberal buying. 

We are trying to interest men in “more shoes’’ by personal 
advertising, sending them folders illustrating the new styles. 
We have also marked our men’s shoes at closer. margins than 
heretofore in the hope to create freer buying. 


LEADERSHIP THROUGH STYLES 
The New Creations Keep Wits Aworking 
By GILBERT HAHN 
Wm. Hahn ¢ Company, Washington. D. C. 

We believe that a continuation of the present demand for 
so-called novelty styles in men’s footwear will be a big help to 
the men’s shoe business. We have found it advantageous to 
try to be amongst the leaders in showing the newest in men’s 


shoes, whether it be brogues, ball strap patterns, new shades, 
new leathers, or a combination of several of these features. 
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We have found quite a little demand for a lighter shade of 
tan than the dark Cordo shades, but we have still beea un- 
successful when we go into the extreme shades, although it is 
our opinion if a demand for this lighter shade be created, it 
would mean an increased output in men’s shoes. 

Price is still a dominating figure in men’s footwear. It has 
been our experience that the great majority of men want sub- 
stantial shoes in good wide-awake styles—but at a price. In 
order to increase our output in men’s shoes, we have been 
featuring style and price and as far as we can see, there is no 
other way of making men buy more shoes. 


SHOES FOR DIFFERENT OCCASIONS 
Plenty of Work in Educating Men 
By KARL LARSON 
Larson ¢ Son, Marshalltown, Iowa 


The question that faces many retailers is how he could in- 
crease the sale on men’s shoes. In years gone by the men have 
been satisfied with any old thing as long as it covered the foot. 
It is up to us to educate them that to be correctly dressed 
they must wear certain shoes for different occasions. That 
two or more pairs of shoes worn alternately will give more 
comfort and service than if one pair is put on and worn con- 
tinuously. 

The average man of today is satisfied with owning one pair 
of shoes. It is my candid opinion that if a little lighter shade 
were shown that the increased sale of men’s shoes would be 
noted at once. 

On account of the pessimistic talk of recent months the 

retailing of men’s shoes has been very difficult on account of 
the price and today the price is the greatest obstacle for the 
retailer to overcome and today the price is the paramount 
issue. 
We are endeavoring to increase the sale of men’s shoes by 
using plenty of printer’s ink, every advertisement is so written 
as to convey that style and quality are the most important 
and is meeting with success with us. 


MAKE STAPLES LOOK ANCIENT 
A Radical Change Will Create Business 
By OTTO FISCHER 
Lawrence, Kansas 


We believe that a radical change in style to make the pres- 
ent shoes look ancient will create more business, for example, 
if everything were to be black for a while. In my estimation, 
the price has been the greatest obstacle in the way of selling 
men’s shoes in volume. We are advertising men’s shoes 
stronger than ever and have reduced the prices not to exceed 
$10.00 with the exception of one high grade line. 

We can not hope to do volume of business on men’s shoes 
at $15.00 and upwards. Most men will pay $10.00 for a good 
pair of shoes. Here is hoping that men will buy more shoes. 


STYLES FOR ALL REQUIREMENTS 
Style Publicity Will Bring Results 
By GEORGE WAREING 

Zion’s Co-operative Mercantile Institution, Sali Lake City 

In reply to your letter of the 11th inst. will say that to be 
successful in stimulating activity in men’s shoe departments 
one must be strictly metropolitan, in the fullest sense of the 
word—make and keep your displays attractive with the 
smart, worthwhile, new creations that will appeal to those of 


refined, good taste. 
If situated in a community where the better kinds are 
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appreciated, establish public confidence by having and; talking 
good merchandise—have what the public want and are look- 
ing for and make your department always an attractive style 
center that will draw attention and create the kind of verbal 
advertising that will bring results. 

Keep your customers so interested in what you have that 
they will keep on talking about you, the result of which will 
eventually attract the attention of your customers’ friends 
also. The very same reasons, to a considerable extent, that 
have made the ladies’ shoe departments successful can be 
profitably adopted with men’s also. 

In men’s styles—the wider toes for the coming season 
should be considered, and the real narrow English styles for- 
gotten. Two shades of tan only are necessary. 

Prices are of considerable importance, but “Quality First.” 

Endeavor to cultivate the ‘“‘Dress-up Habit” and to back 
up this have the styles for all requirements. You then creat» 
public interest and demand. 





WHAT CUSTOMERS CREATE 


A Well-Dressed Man Was Observed in the Knicker- 

bocker Express by Walter H. Dennison of Boston. 

He Wore This Boot. TheForepart Is in One Piece, 

Finely Crimped, the Adjustment Is in the Strap 
and Buckle 











GOOD LOOKING STYLES 
In Order to Show a Reasonable Variety 
By W. R. WERNER 
Frank Werner Company, San Francisco 


Men’s shoe styles which are now being developed in the 
Fall samples show much more spirit and variety, which will 
increase the men’s shoe business. The tendency of some of 
the factories and retailers is to create crazy patterns. I do 
not believe that by this method there will be any increase in 
business. In fact, in the end will mean a loss in the form oi 
stock depreciation. On the other hand, we all should use our 
heads and create as many good looking and snappy pattern: 
as we can, in order to show a reasonable variety. This will. 
very naturally, stimulate business. 

A new shade of tan, namely a brown color with brightness 
and life to it, will help the men’s shoe business and increas 
the number of pairs sold. 


The Great $10.00 Price 


Price is still a great obstacle, even today. The greater 
majority of men are looking for shoes to retail from $5.00 to 
$10.00. The $10.00 price to be the best the market affords. 
There is very little demand for men’s shoes over $10.00 retail. 
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Our procedure to interest men in more pairs of shoes is as 
follows. : 

We are showing a variety of colors such as No. 26, Tony 
Red, No. 4 and black, calfskins, and brown kidskins. Then 
we show a reasonable assortment of lasts in plain shoes and 
also with vamp, lace stay, and tip perforations. By this 
method, with our color variety, last variety, and variety of 
both plain and neatly perforated shoes, we have a display 
window very pleasing to the eye and gets us the business. 

We also are pricing our shoes on a closer percentage of 
profit than ever before. So, with the double appeal of style 
and price, there is a double opportunity for getting the busi- 
ness. 


ENOUGH MEN’S STYLES NOW 
Yet a Fancy Shoe for Young Men Might Sell 
By HARRY A. DRACHMAN 
Tucson, Arizona 


There are enough styles of men’s shoes at present, for they 
are not prone to buy the fancy stuff that women are. How- 
ever, we believe that a young man’s style in something fancy 
might stimulate the sale of men’s shoes. 

As to the shade of tan, we believe that if we will only stick 
to what we have at present it will be a great deal better for 
the shoe retailer than if we began to add new shades, for when 
a new shade is introduced on the market, every dealer has a 
different shade. 

The price of shoes still remains an obstacle in the retailing 
of shoes, for the public is still complaining that shoes are not 
low enough in price. 

To interest men in buying more shoes we are selling men’s 
shoes lower than ever before in our history. We do not know 
any other way whereby the sale of men’s shoes can be in- 


creased. 
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STAPLES—KEEP AWAY 
Replacing with Dolled-up Shoes 
By J. J. BAIRD 
A. E. Pitts Shoe Company, Columbus, Ohio 


We should, in future, keep away from staples, as we deem 
advisable by replacing same with snappy dolled up shoes, 
such as brogues, saddle straps and the newer lasts. 

A light tan, but not too light a shade, using Gallun’s number 
4. Brown kid leathers seem to sell freely at present in men’s. 

We continue to sell the higher priced men’s shoes and 
oxfords, but could increase pairage on these grades if prices 
were lower. 

We are doing our bit by follow up letters each month; 
good advertising every day in local newspapers and good 
window display, backed up by store service. 


TO GET PAIR INCREASE 
Make It Absolutely Necessary for New Shoes 
By W. E. BRELSFORD 
Topeka, Kansas 


At a recent conference of our selling force, the possibilities 
of “pair increase’ in our men’s department was discussed 
thoroughly. 

The prevailing opinion was to work on young men, develop- 
ing the style game to such a point as to make young men feel 
the humiliation of not being correctly shod. 

To create the thing for each season through a conference of 
manufacturers, a last could be adapted and singleized as that 
season’s style, and pushed by all retailers country-wide; 
modifications and patterns could individualize each but the 
shape must be new and pushed by all. 


Can We Make Style for Men 


The Panel of Manufacturers Vote ‘‘Stimulate by Style’ 


together with some jingle to the bottom construction and 
shoemaking, we can develop style in men’s shoes that will 
make them the most important and most considered article 
of men’s wearing apparel. 


DRESS-UP AND SPRUCE-UP 
Use Ingenuity to Create Versatile Line 
By HERBERT T. DRAKE, 
Emerson Shoe Company, Rockland 


A shoe store that sold 10,000 pairs of shoes in 1919 and 
sells 10,000 pairs in 1921 will be short in dollars and cents sales 
from 25 per cent to 40 per cent, according to the grade of 
business. As expenses are almost always figured on a per- 
centage to sales, it cannot hold its own under these conditions, 

Thus, the nub of the whole problem is that both retailer 
and manufacturer must make and sell more pairs to the 
consumer. 

I am urging our customers to feature style in men’s shoes 
as an incentive to the customer to buy. I find that those 
stores that are featuring style in men’s footwear are getting 
real men’s business and the plan, by Fall, will be universally 
in full swing. 

I can see only one danger. Right now, perforated and ball 
or saddle strap shoes are being sold freely. I would urge the 
trade, both retailer and merchant, not to overdo one thing, 
as we so frequently do, but to use our ingenuity to create a 
versatile line of a suitable range of varied styles, rather than 
to concentrate on one or a few ideas. : 

By utilizing fully the possibilities of the right combinations 
of lasts, patterns, trimmings, perforations, and stitchings, 


HISTORY REPEATS ITSELF 
Revivals of 1893 and 1907 by Style 
By FRANK P. FARNUM 
Churchill and Alden Company, Brockton 


Those of us who were in business during the dull periods 
of 1893 and 1907 find the present conditions very much like 
those which prevailed during those depressing times. The 
methods now being adopted by the more aggressive manu- 
facturers and retailers to bring about a hoped for revival in 
the shoe business are also similar to the methods pursued 
then. History is simply repeating itself. 

A stimulus to trade was brought about first by the creation 
of new, attractive and extreme styles in women’s shoes, 
and as the public, particularly the women, are ever looking 
for somethiag new, and the time being psychological, inas- 
much as a reaction from plain and prosaic to the extreme is 
always the result. 

The volume of shoes sold was tremendously increased. 
The introduction of new types in women’s shoes was quickly 
followed by the makers of men’s shoes. The new effects for 
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men’s shoes must be quite as radical as those for women’s, 
but in no sense to be effeminate in appearance. 

The stimulating effect which should take place from these 
efforts in both the sale of men’s and women’s will, I believe, 
be the commencement of a continued increase in volume in 
the manufacture and sale of shoes in this country. 


SAMPLE THE LIGHTER SHADES 
Within Six Months Creating also Black Shoe Demand 
By H. E. SLAYTON 
F. M. Hoyt Shoe Company, Manchester, N. H. 

We have them, men’s snappy, stylish oxfords and shoes. 

The way to develop a style trend or demand in men’s shoes 
is to make up these styles, put them in stock, and offer them 
to your trade. 

The manufacturer must have confidence in the styles that 
he produces. 

We are running our factory pretty nearly exclusively to- 
day on this kind of men’s shoes. The problem is to make 
them fast enough. 


There is no question but what lighter shades are going to be 


in demand for men’s shoes. If all manufacturers sample 
lighter shades more heavily in their line, it will increase the 
business and bring back a demand, within a six months’ 
period, for black shoes. 


HANDSOME THY APPAREL 
As Thy Purse Can Buy 
By O. M. FISHER 
M. A. Packard Company, Brockton 


The present seems a very opportune time to introduce a 
few novelties for young men in the lines of men’s shoes now 
being offered the retail trade, for Spring wear. 

To be smartly dressed is a laudable ambition for any 
young man whose habits are in the formative period, and a 
good looking pair of shoes of an up-to-date pattern compels 
good looking, neatly pressed clothes and hat to correspond, 
with the result that he is kept from being careless and slouchy 
in his dress and habits, and has the appearance of, what he 
ought to be in fact, smart, ambitious and eager to reach the 
top in life. The world will judge a young man by his outward 
appearance; later in life, more by what he has accomplished. 

Care should be taken, however, that the craze for novelties 
should not go too far, so as to ruin the retailer, or make the 
wearer of novelties an object of notice. 

We may well have in mind that the best dressed person is 
one whose clothes excite no comment, except that, with the 
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face and figure, they form a harmonious whole, good to look 
upon. 

“Handsome thy apparel as thy purse can buy, but not 
expressed in colors. Rich, not gaudy, for the apparel oft 
proclaims the man.” 


NOW OR NEVER ON STYLE 

Only New Styles Induce Buying 
By A. E. SPENCER 

E. E. Taylor Company, Boston, Mass. 


We are certainly interested in stimulating the trade on 
men’s shoes, and are bending every effort to create new 
styles, not of the millinery kind, but real men’s shoes in new 
patterns, perforations, and lasts, in brogue, ball strap and 
patch styles. 

We are advocating a medium light shade of Russia calf 
and Scotch grain leather, for Spring and Fall wear, and we 
hope thereby to help create a demand for black shoes. 

In other words, we are trying to produce attractive styles 
to induce people to buy new shoes, as we have all played plain 
shoes too long and too hard. I have just returned from a 
three weeks’ trip, and found that only my new styles could 
induce buying. 


BRING BACK TO LIFE 
A Little Nerve and Some Style Attention 
By HAROLD C. KEITH 
George E. Keith Company, Campello 


From the standpoint of manufacturer and retailer, it is 
most apparent that the men’s shoe business must be brought 
back to life. I believe that it is for the good of the consumer 
also that a better volume of men’sshoes be sold and purchased. 

One has but to look ardund at the footwear of the men 
in a club smoker, or similar place, to realize the truth of the 
last assertion. 

I believe the sluggishness of men’s buying has been due to 
price, more or less necessary economy and the monotony of 
styles. Price certainly is stabilizing. With the cordial 
support of retailers, manufacturers are putting more snap 
into their styles and the additions are mannish and not 
feminine. So far as economy is concerned, the answer is 
added style appeal and the real need for replenishing men’s 
shoe supplies. 

We believe that a little nerve and the transfer of some of 
the attention which all of us have been putting upon the 
women’s end for some time will bring back that men’s trade 
which has been important and always must be. 


Shall There Be Style in Men’s Shoes? 


What the Leather Man Thinks and Will Do to Help 


GET AMERICAN SHAPES 
Change for Better Balanced Style Footwear 
By JAMES T. F. McGARRY 


William F. Mosser Company 


Without absorbing your time and frankly without any 
great hesitancy and again, too, not because I am a sole 
leather man, may I say I deplore in men’s shoes the rubber 
heel and, of course, sole as well, but this latter is going to 
eliminate itself. They are not practical and as a non-con- 


ductor of electricity, never will be for shoes, but from time 
of commencement the style and general feature of a good 
men’s shoe, to my mind, is centered in the heel seat, the heel 
and toe, and I believe if our manufacturers at home here 
pay more attention to building shoes on American form, so 
to speak, or not following the foreign patterns, they will 
make and present to the wearer a more symmetrical, well- 
balanced, better looking shoe than is being put out as men’s 
wear today under the head of the “‘brogue”’ and other foreign 
adoptions. 

As for a two piece, I think the top might well be changed 















from the vamp, but like a well gloved hand and neat linen, a 
well-shod foot completes men’s outfit even with patched 
trousers and a greasy vest. It adds tone to one and perhaps 
while you and I particularly note footwear, I know of nothing 
that looks better than a well-shod foot on either men or 
women. 

I recall many years ago. a hide man in our office. I 
asked him, ‘““Who makes your shoe,” and he immediately 
came back with “You think it is rather awkward looking?” 
I said, “‘No, on the contrary it is a perfect fit and has an air of 
refinement about it.’”” The shoe was made on an ordinary 
straight last by a custom maker, then on Exchange Place, 
now on Devonshire Street, and from just seeing that pair of 
shoes, this custom maker has made for friends of mine many 
hundreds of pairs since. I am citing this as confirming former 
statements. 

With very kind regards and wishing you good success in 
your campaign for more men’s shoes, I am. 


ONE-HALF THE EFFORT 
Will Show a Different Condition of Affairs 
By P. S. ABBOTT 
A. C. Lawrence Leather Company, Boston 


If one-half of the attention of the shoe manufacturers was 
given to the style of men’s footwear as they have given to 
women’s, you would see a different condition of affairs. 

In the writer’s opinion, the retailers are very well stocked 
with men’s shoes and unless something is brought forward 
to reduce this stock, the men shoe manufacturers will still 
experience a slow business. In my opinion, this should start 
with the last people for style. Think a two-tone modified 
effect would be quite beneficial in bringing trade forward. 


SIGNS OF THE TIMES 
Male Gallantry Poor for Shoe Business 
By CHARLES F. MAXWELL 
Salesman for “Hurleys’’ and “Richard ¢ Brennan” 


Your favor of the 17th at hand, thanks. 

My impression of the necessity and how to meet it, as 
regards getting more business in retail stores on men’s goods, 
is very keen. 

The men have been very gallant in the last five years or 
more, and allowed the ladies to spend most of the money for 
shoes, and have worn old ones by having them repaired, 
being satisfied to just “go along” and let the women folks 
make the style and keep it up, have at last woke up. 

The coming season, if the “‘signs’’ point right, they are 
going to be out looking for something new; they are going 
to ask for more ‘“‘pep’’ and more extreme patterns, ball straps 
and new perforations. If the old last formerly was com- 
fortable, all right, let me have something on that that shows 
some “ginger,” and the merchant who don’t get in line for 
that trade and ground swell that is coming down the line 
will get left and should be. Buy early if delivery is ever 
expected, for they are difficult to make and make right, and 
if not right they are all wrong. The expression that comes 
to me is, the merchants are willing to buy, and I feel their 
customers are demanding “something new in men’s shoes” 
that will be satisfied. 
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Men’s Styles Gan Be Made Salable 


There Is Salesmanship to Aid 
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PRICES AT MINIMUM 
Let’s Keep ’Em There All Along the Line 
By BURT W. RANKIN, Treas. 
Hunl-Rankin Company, Boston 


We are firm in the belief that new shades and finishes in 
leather will materially aid in reviving the business on men’s 
shoes. We are moving quite a bit of men’s weight calf 
leather in the new bright shades, particularly those with a 
tendency toward the reddish, also in French and Scotch 
grain finishes. 

Now that leather raw stock has reached bottom, we belie, e 
that prices should ke kept down to the minimum all along 
the line, in order to establish in the mind of the consumer the 
fact that prices will not be lower. 















THE LEATHER MAN IS WILLING 


Every New Line Featured Has a Leather Man 
- Back of It 


By SIG ROTHSCHILD 
Barnet Leather Company, Boston 


We are co-operating with the manufacturers of men’s 
shoes and are producing highly glazed smooth finishes in 
light, medium and dark shades, also boarded leathers and 
“Scotch” grains in the leading shades, as well as highly 
glazed smooth and boarded blacks so that the manufacturers 
can work on a variety and make up any combinations which 
the trade may want. We know that the manufacturers of 
men’s shoes are trying to feature new lines to give the re- 
tailers the best that they can. We are doing what we can to 
assist them to the best of our ability. 























in a Men’s Shoe Campaign 





STYLE—BUT WHICH 
**Hooch”’ May Look, Smell and Be Labeled—But Is It? 
By WALLACE A. TAYLOR 
The Commonwealth Shoe ¢ Leather Company, Whitman, Mass. 


All of us in the trade agree that the men’s shoe business 
needs a stimulant. What shall we administer? 

Style seems to be the answer. But, and here is the rub, 
what is style? Unless it be sane, that is, within reason, it will 
avail us little, if anything, and our trade will merely continue 
with ‘sinking spells’’ and a series of “headaches.” 

Sturdy, serviceable, ‘‘he-men’s’” shoes that are practical 
shoes that gentlemen approve, built with stout soles, rugged 
uppers, on medium broad toes, shoes judiciously pinked, 
perforated and otherwise ‘‘dolled up,”’ will make the cash 
register jingle merrily and often. 

Shoes made with ball straps, which are now featured by 
manufacturers making medium and cheap grades, cannot, 
to my way of thinking, prove other than unsatisfactory. For 
in striving to foist upon the public what passes as “‘style,’ 
the great fundamental, foot comfort, is lost sight of 
temporarily. 

**Hooch”’ may look, smell and be labeled like the real thing. 
The difference, however, is most evident in its after effects. 

Let us all make sure that the shoes we sell make us lasting 
friends. For, in the final analysis, is it not the number and 
quality of our friends that determine our success? 
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The Great Ambition 
More Shoes for Men 


We have 


the merchants and the makers, the sales- 
men too, leathers in their newer shades, 
lasts as long as maple seasons and some 
cleverness in cutting with a knife to the de- 
sign created! 


We also have 


a better feeling as to price today and about 
as many men as women in this country! 


It is NOW or NEVER 


The stimulus of style in footwear for men 
and the ambitious efforts of the entire in- 
dustry to put it over. 























The ‘‘Boot & Shoe Recorder’ organizes 
those forces of instruction and imagination which 
develop style opinion. 
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OU ought to be able to tell 
) a man by his boots, but 


you can't any more—they 
all look “below par.” But 
watch closely the next six 
months when men will be seek- 
ing the right thing—a certain 
correctness, quality and appro- 
priateness to express or impress. 
Men are becoming conscious 
of their own limitations under 
the one hat, one suit, one collar, 
one tie and one mustache. 
There is a difference in price 
paid but not a_ distinction 
achieved. 









































Use of Stitchings 


T. D. Barry Co. 
Brockton, Mass 


























of the dark brown boots 

worn with “full evening 
clothes." We hear it so often 
it must be true somewhere. 
Well, such bad form is abso- 
lutely up to the shoe man. He 
has made his browns so black 
that night but proves it black 
by comparison. 

Now for a courageous use of 
the real formal leather patent. 
Europeans say it will be popu- 
lar by day as well. 


Fe cr che dark has heard 




















Diversity of Leather 
Boyden Shoe Mfg. Co. 


ewark, New Jersey 
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that the boundaries of 

style expression have been 
too closely drawn to one type of 
last, one leather and one pair 
per man. 

Let us, however, make haste 
slowly—if a certain lighter shade 
of tan reproduced throughout 
this section will give pleasure 
to the man-public and profit 
to the merchant, then try it out 
nationally. Let's test the power 
of an idea in thousands of mer- 
chants’ minds today. 


ie ‘‘Recorder”"’ believes 
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The Ball Strap 


The Scetson Shoe Co., Inc. 
South Weymouth, Mass. 


























ENare seeking distinc- 
tion in footwear, it is 
already here. 

There is a black and tan 
movement in footwear that 
means ‘‘double-header”’ sales in 
every men’s shoe shop. Let's 
try “companion styles” the new 
tan and black, with leathers as 
selected on ‘dolled up’ pat- 
terns, punched, perforated, 
stitched, and with new ball 
straps. 
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The Heavy,Grain 
Edwin Clapp & Son, Inc. 


East Weymouth, Mass. 
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OME of the snap to simple 
lines comes in the leathers 
used. The dimension of 

color has a definite standing in 
merchandising women's foot- 
wear—how about it in men’s? 
Within the past three [years 
the development of ‘‘rubber 
heels attached” in the factory 
has been such that a brand new 
selling argument has come forth 
—you buy them ready to wear, 
either leather or rubber-heeled 
—and usually the rubber wins. 












































Simplicity of Lines 


Pennington-Crowell Shoe Co. 
Manchester, N. H. 























HEN you put. in the 

Wy high grade of workman- 

ship, best of materials, 

selected for weight and sub- 

stance, then you know the shoe 
is right—all right. 

Isn't it a glorious feeling when 
you sell them down to the last 
pair, at a fair price and ‘‘no re- 
grets?” 

When the college men come 
around in September—do you 
stand ready with more? We'll 
say you do. These are the boys 
that know what jazz in boots 
can do. 
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The Merit of Weight 


James A. Banister Co. 
Newark, New Jersey! j 
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ROM boots to brogues to 
Fk ball straps, big ‘‘perfs” and 
brass eyelets—hot style. 
Some men are learning how to 
swing a nasty knife on a pat- 
tern board. 

We have seen ingenuity_ex- 
pressed in making a foot-cov- 
ering look like something we all 
would be proud to wear—not 
unmindful, too, of comfort—look 
to heels and weight of sole and 
strength of upper and know who 
made them. 















































Novelty of Pattern 


Wall, Streeter & Doyle, Inc. 
North Adams, Mass. 


























T is told on South Street of a 
| tanner being inspired to get 

a light shade of cordovan 
—after accidentally dropping a 
flask of new “‘hooch,”’ he got a 
mixture which nets him more 
skins perfect in the light shade 
than he ever got before in the 
dark. Can you beat it—tan- 
ner’s luck. 

If a yeast cake will do so much 
good in a tannery, what sort of 
leaven should be used in the 
entire men’s shoe industry. 
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Cordovan Is Lighter NY 


Poole & Johnston 
ii. Brockton, Mass. 
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RIM, smart and season- 
able, is the sport foot- 
wear of the year. Any- 


















one who visited those favored 
resorts of the South saw sport 
footwear for men*in greatest 
proportion. 

The real enthusiasts say that 
by midsummer, every man who 
swings a stick or racket, bat or 
partner, will not be correct 
without combination footwear 
in tan and white, leather or can- 
vas. 























Field @ Flint Co 


Brockton, Mass. 


Sports Deserve the 
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HAT is your share going 
x W to be among ten mil- 
, lion men who go in for 
sports or vacations? Figure it 
out for yourself the number of 
pair of “extra” footwear you 
will need for your community. 
Style has, in sport footwear, 
developed for men a wide va- 
riety—you put the trimmings on 
#3 different in every pair—the 
exact combinations need not be 
repeated in the whole nation. 
Here is DISTINCTION. They 
will be wearing sport footwear 
; to business—watch it. 



























“a Rubber Soling Returns 
M. A. Packard Company 


Brockton, Mass. 
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All White with Trims 


A. J. Bates Company 
Webster, Mass. 






























TITCHED all around and 
S you see just a new wrinkle 
to catch the young Roost- 
er’s attention. Then swing the 
last as it was in 99 and a little 
rocker in the last, and the col- 
lege boy footwear gets into na- 
tional eyesight. 

Give it a few months of col- 
lege town “go” and it becomes 
a young man’s favorite—es- 
pecially to graduates of the 
school of hard knocks who some- 
how get a bundle of bills weekly 
as industrial compensation. 























UCK or suede gives at 
least one soft finished 
leather for masculine 
footery—Thanks. The way that 
women brought suedes for Eas- 
ter there didn’t appear to be 


any more leathers toweling to 
go round. 


Men's feet differ as much as 
their faces, it is said, but the 
brains are all in agreement that 
they like to “doll up” if only 
enough of the regular fellows 
would do so likewise. This year 
let’s help ‘em all. 
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Stitched Heels Again 


Rice & Hutchins, Inc 
Boston, Mass. 
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Frenchman laughed at us 
for wearing a pair of 
square toes—he said 
“your women imitate our styles, 


boos 























now the men likewise.” When 
courtesies were over we told 
him “the French took it from 
the Germans’’—since then we 
have not spoken. 

But square toes look good 
inthe style field—they are differ- 
ent. It doesn't take the same 
variation in a man’s shoe to 
make a style, that it does in 
women’s, so every new feature, 
be it but a visible eyelet, is ap- 
preciated. 
























The Blunt Toe 


The Florsheim Shoe Company 
Chicago, Ill. 

















; ASTS_ with combination 
Bi fittings, heel and ball, 
hf ____ make for shoes without 
the gape. The flap and slide is 
gone in good’ shoemaking—six 
eyelets help some, better meas- 
urements too. Men will get all 
; the styles, all the sizes, in all 
the leathers just as soon as mer- 
chants want something better 
than a 1.7 turn-over in men’s 
shoes yearly. 
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The Toe Counts 


Nunn @ Bush Shoe Co, 
Milwaukee, Wis. 
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The Dress Chart for the American Gentleman 





THE OCCASION . THE GARMENTS 


THE ACCESSORIES 





Motoring, Golf, Overcoat 


Driving and Jacket........ 
Country Wear Waistcoat..... 


Slip-on, tweed, homespun 


. Sport model 
..Fancy flannel or to match jacket 


Or knickers to match jacket 
Negligee or oxford 


. .Four-in-hand or bow 

. Cap, soft hat, Panama or soft straw 
Laced calf or brown, high or low 
Tan cape or chamois 





Afternoon Tea or 


Reception SOMME. 6,00:0:0: 


Chesterfield 


. .Oxford or black cutaway 


To match or of fancy fabric 
Gray striped or black and white striped worsted 
Plain white pleated, linen 


Fold or wing 

Four-in-hand, dark gray or black and white 

High silk, with felt band 

Patent leather or dull calf, laced or button 
. .Gold or jeweled 

Gray suede or gray mocha 





Day Wedding 


Waistcoat 
Trousers 


Black or oxford cutaway 

To match jacket or pearl gray or white 
Striped or black and white striped worsted 
Linen or pique, white, pleated or stiff white 
Pearl gray or white 


Wing or poke 

. .Black and white, gray four-in-hand or Ascot 
High silk 
Patent leather, buttoned 
Gold jeweled or peerl (pin permissible) 
Gray suede or glace 





Informal Dinner, Overcoat 


Stag, Country - JaeR.....0.05 


club Dance, or DinnerWaietcoat 
at Home 


Chesterfield or slip-on Collar 


. Dinner, black or dark blue WE Siukwik chaise 


Black silk or white pique 
To match jacket SHOES 


Pleated white, pique or linen and stiff white SE a nie onecies 
MIS css cisscces 


Wing or fold 

. Bow tie, black silk 

Derby or soft, straw 

Dull calf pumps or button boot 
Gold or jeweled links and studs 
. Chamois, gray mocha 





Evening Wedding, Overcoat 
Formal Reception, Jacket 
Dance, Formal Waistcoat 
Dinner and Theatre Trousers 
Shirt 


Skirted or dress coat Collar 


Swallow tail, black or dark blue ee 


White silk (pique also worn) 
To match jacket 
Stiff linen or pique 


Poke, wing or lap front 

White lawn, linen or pique 

High silk 

Patent leather pumps or patent leather button shoes 

. .Pearl links and studs or pearl, platinum trimmed 
White glace, buck or chamois 





Funeral 


Skirted or dress coat 
Swallow tail, sack coat 
To match jacket 


..To match jacket or black with white stripe 


. .Fold or wing 
Plain black 
Derby, black, high silk 
... Black button or lace, high or low 


Plain or pleated white Jewelry and Gloves. Black 





Regulation riding jacket or more formal riding Collar 


cutaway coat, black or dark oxford Melton  Tie..... 


To match jacket or Tattersall 
Regulation breeches or more formal riding 
trousers, dark blue or black, whipcord 


White neck stock closed with sport pin or poke 
POMEL Formal white Ascot fastened with sport bar pin 
Informal riding derby, formal top hat 
Informal regulation riding boots, black or tan, formal 
black gaiters with box spurs 





Prepared by Men’s Wear. 
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What Retail Shoe Merchants Say in Their 
Advertising to Men 3 


their real worth that many men buy two 
pairs. It’s a Value-giving event, that you 
can’t afford to miss.—Levy Brothers, Louisville, 


Ky. 


7, values and qualities are so convincing of 


* * * * 


Style often sells a man his first pair of Florsheims. 
The satisfaction he finds in them brings him back for 
the next pair.—Florsheim Shoe Store, Seattle, Wash- 


ington. 
* * * * 


These are made of an unusually fine grade of calf 
and are truly remarkable values at these prices—our 
word for it.—Stone Shoe Co., Cleveland, Ohio. 


* * * * 


Shoes and stockings for all the family. Also a quick 
service men’s shop at 19 South llth St. Every foot 
professionally fitted. Three Geuting brothers super- 
vising.— Geuting’s. Philadelphia, Pa. 


The man who lets this opportunity pass without 
enjoying its great savings is either too rich to care or 
in the shoe business himself.—Propst-Childress, 


Roanoke, Va. 
*K * ok * 


Here is a Good Shoe! Anything further we might 
say about footwear would be entirely unnecessary. 
If a merchant sells you a GOOD shoe at a fair price, 
that is all you can hope to get for your money.—W. 
C. Ingram, Spokane, Washington. 


* * * * 


Don’t ask for your size—ask to be fitted. If you 
want good shoes, properly fitted and exceptional 
value, there is at least one place you can be sure of. 
—That’s Rich’s, Birmingham, Ala. 


* * * * 


Shoes You'll Like. Shoes plumb full of “punch’’ 
and “striking ideas’’—shoes that “live” and “‘wide- 


* * * * 


They say it’s on “the cards” 
for an Early Spring — but 
whether it is or not, no man who 
likes the “brogue”’ idea can 
afford to overlook the economy 
price on first-quality and finest 
styled oxfords. It’s our “best 
bet” for Saturday in the men’s 
section. Better get in early. 
Spats for Spring, all colors. 
—Hahn’s, Washington, 
D. C. 


* * * * 


$8 is not all. Value first—$8 
buys more here than the price 
entitles you to expect. Quality 
in appearance as well as wear. 
Your money refunded if not 
entirely satisfied. Character of 
our shoes creates confidence to 
own and wear them—any- 
where. No doubt about it.— 
The Shoe Mart, San Francisco, 


Cal. 








Like Old Shoes 
By J. J. McNALLY 


(This old-time bit of verse has kicked 
around the world quite a bit since it 
first appeared in the ‘‘ Recorder’ in 
1891.) 


How much a man is like old shoes; 

For instance, both a sole may lose. 

Both have been tanned, both are made 
tight 

By cobblers; both get left and right. 

Both need a mate to be complete, 

And both are made to go on feet. 


With shoes the last is first. With men, 

The first shall be last. And when 

The shoes wear out they’re mended 
new; 

When men wear out they’re men-dead 
too. 


They both need heeling—oft are sold; 
And both in time turn all to mold. 
They both are trod upon, and both 
Will tread on others, nothing loath. 


Both have their ties, and both incline, 

When polished, in the world to shine. 

They both peg out. Now would you 
choose 

To be a man or be his shoes? 








awake” men prefer—shoes that 
discriminating and _ particular 
dressers buy.—Walk-Over Boot 
Shop, Wilmington, Del. 


* * * * 


Every model reflecting a 
distinction of style and work- 
manship; shoes that a man 
recognizes at a glance as the sor! 
to give comfort and_ service. 
—Crossett Shoe Store, New Or- 
leans, La. 


* * * * 


Young men prefer it. It’s 
trim and clean-cut, essentially 
a young man’s shoe.—Kane- 
Stitz Shoe Co., Rochester, 
7. Be 


* * * * 


The Boss Shoe—Solid Leather 
All Through. Price $7.50. 
Come in and Try on a Pair 
Now.—H. F. Tiedemann, Madi- 


son, Wisconsin. 
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Men’s Shoe News for Republishing in Your Home Town Paper 








What’s in a Pair 
of Shoes 


All Corners of the Globe 
Contribute to Your 
**Understandings”’ 


KICKS ON KICKS 


A gentleman farmer, more careful of 
his livestock than of his footwear, re- 
cently brought back a pair of shoes to 
a retailer and expressed his dissatisfac- 
tion at the wear they had given him. 
Their condition showed that they had 
not been treated very well, and tactful 
questioning on the part of the retailer 
brought out the fact that the man had 
worn them considerably during the Sum- 
mer while working around his barnyard. 
It was the acids of the barnyard which 
had taken the life out of the leather, yet 
the man was offended when the retailer 
tried to tell him so. He felt that he 
should either get another pair of shoes 
or credit for the pair returned. 

The foregoing are two of the seven 
claims on which pleas for adjustments 
are based by the public and which. are 
classified as unjust by the National Boot 
and Shoe Manufacturers’ Association. 
The others, according to A. L. Slavens, 
president of the Boyden Shoe Manufac- 
turing Company, include shoes with the 
outer soles worn through; shoes that are 
bruised and torn by stones or thickets; 
shoes that have torn out because of ex- 
cessive perspiration; shoes that have 
obviously been abused by the wearer, 
and shoes that have been in the hands 
of retail dealers for more than a year. 


Service by the Month 


“In adjusting claims,” Mr. Slavens 
said yesterday, “both the retailer and 
the manufacturer should be governed 
by the wear the shoes have given up to 
the time the complaint is made. It is 
only fair that the wearer should pay 
something for the service he has had, 
and I feel sure that if the matter is 
properly explained to the customer he 
will be glad to accept this suggestion. 

“The first thing to be done when a 
complaint is received is to determine 
when the shoes were purchased, how 
long they have been worn and the condi- 
tions under which they were worn. The 
last two points are very important fac- 
tors in determining whether an adjust- 
ment should be made or not. It is 
neither fair nor legitimate for a cus- 
tomer to expect a readjustment on a 














pair of shoes that has been worn a fairly 
long time, or on shoes that have been 
misworn. No one, for instance, can ex- 
pect a dress shoe to last any length of 
time if it is given wear that would tax 
a brogue. Often, however, a retailer 
will make a readjustment rather than 
risk losing a customer, but when this is 
done the matter should not be put up to 
the manufacturer. It really should be 
charged up to advertising or to profit 
and loss. 
What to Expect 

“It is really surprising how much the 
average person expects from a shoe,” 
Mr. Slavens continued, ‘compared with 
what he accepts in the way of service 
from outer garments, hats, etc. It is 
even more surprising how much wear 
the average good shoe gives, considering 
its complexity of material and work- 
manship. How many persons know 
that in the making of a man’s good shoe 
there are 181 separate operations? How 
many know that a shoeof that type isthe 
mostcosmopolitan article manufactured? 

“Take a high-grade shoe with a pat- 
ent leather vamp and a dull leather top. 
The vamp is made of Russian horse- 
hide, tanned in this country with a 
bichromate of potash formerly obtained 
from Germany. The top, in all prob- 
ability, is made from the skin of a goat 
raised in South America, tanned in 
Philadelphia with gambier brought from 
the East Indies. Wool oil from Michi- 
gan makes it soft and pliable. The 
brilliance of the patent leather is ob- 
tained by polishing it with a compo- 
sition containing lampblack and turpen- 
tine from North Carolina, linseed oil 
from Ohio, damer from New Zealand, 
couchone and asphalt from South Amer- 
ica, wood naphtha from Michigan, ben- 
zine from Pennsylvania, amber from the 
Baltic Sea, sandarac from Africa, mastic 
from the Island of Scio, Greece, flemi 
from Asia and Cuban lac. 


Every Land Helps 

“The lacing hooks and eyelets are 
made in Connecticut. Agatine, an 
ebony-like substance containing eight 
distinct ingredients gathered in Asia, 
South America and the United States, 
is used to coat them. The Aus- 
tralian kangaroo furnishes the leather 
for the tongue, the lining of which is felt 
made in New York State from the wool 
of sheep grown in Ohio. This felt is 
glued to the back of the tongue with 
gum arabic from the Near East. 


Ships and Shoes and Sundries 


“The outer sole is.obtained from the 
back of a Texas steer, tanned in Ken- 





tucky with bark from Tennessee, while 
the inner sole is made from the home- 
tanned hides of California cattle. The 
lifts of the heel are made from South 
American leather, and the dextrine 
which holds them together comes from 
Illinois cornfields. Before leaving South 
America the leather is partially pre- 
served with chenang. Thesoleof heavy 
oak is stitched to a welt cut from Texas 
leather and made into welting in Penn- 
sylvania. The welt is stitched to the 
insole and upper with linen thread made 
from flax grown in Belgium and spun 
in Scotland. This thread is_lubri- 
cated and_ strengthened with wax 
made from resin and tar extracted from 
the pine trees of North and South 
Carolina.” 


Geography of Industry 


“Portugal supplies the cork filler 
which keeps the moisture out of the 
shoe,” Mr. Slavens went on, ‘“‘the cork 
being mixed with a solution of pitch and 
tar from the Carolinas. The base of the 
leather box toe is made from Texas 
hides, hardened by shellac which, in the 
crude state, comes from Siam. The 
counter originally comes from the 
Argentine. Over the box toe is a pro- 
tector made of Georgia cotton and 
coated with a composition of Para rub- 
ber. The felt heel pads are produced 
from the same sources as the lining of 
the tongue. The twill used in lining the 
shoe is made of Texas cotton, woven in 
Massachusetts mills and stiffened in 
Philadelphia with a paste produced from 
Kansas wheat flour. 

‘Thread spun from Sea Island cotton 
supplies the top stitching, while the silk 
thread used in stitching comes from 
Japanese raw silk spun in Connecticut. 
The silk label aslo originates in Japan, 
but is woven in New Jersey. The shoe 
lace is made of native cotton dyed with 
logwood from Yucatan or with aniline 
colors made in Germany and _ this 
country. The lining and upper of 
the shoe are pasted together with a 
cement made of a Brazilian rubber 
composition. 

“The bright polish seen on the sole 
of a new shoe is due to a coat of bay- 
berry tallow, which is produced from the 
fruit of the Indian bayberry tree mixed 
with native beeswax and turpentine. 
The tops are cleaned with gum traga- 
canth from Persia. Last, but not least, 
the nails used to fasten the heel and 
shoe together are made from Swedish 
iron ore, and a special steel manufac- 
tured in Pittsburgh holds the top layer 
to the heel.” 
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Business — 7 ‘ 
Sports — h ec 
Formal Dress — 


Roughing-it — Re CO rd Cr 


A Shoe for 


each Occasion 


Practical Way ERE are several usable 
suggestions for your 
immediate advertising on a 












Occasion 
Bustress~Sports 
Formal Dress~Reushing 





(A Shoe for cach 7 














Just now balmy Spring 
days demand Oxfords as 














































pictured. A splendid Nor- Men’s Department. If your 
wegian grain model, built ‘ 
| it on a likable last, showing local artist cannot take care 
} —_ the latest pattern tip and ° 
a ball strap; just the right of you = such matters, 
: att” to hast. 2 Goes remember, the Boot and 
ring number, choc u . 
po Shoe Recorder is always 











of style, comfort and wear. 
i Priced at $12 


Correct Spring Models 
Now on Display 














glad to assist in “getting 
more shoes sold right.” 
Send to us. 
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How to Double the Life 


of Your Shoes! 


No, it isn’t a BIG SECRET. 
Just a bit of good sense 












When the thorough-going styles-lines 
and unmistakable evidences of fine 
shoemaking win you to a selection of 
this “rather walk than ride” Tan Ox- 
ford, buy TWO PAIRS. 

Here’s what it means: 

One pair on trees sweetening up while 
the second is in use; fresh-feeling feet all 
the time; double the wear in each pair. 
Yes, two pairs instead of one is an 
economy. 

Our Spring lines are complete—every 
style a bang-up representation of the 
season’s best. Why not drop in to look 
them over? 


———e 
Hou to Double the Life of YourShoes 


sa 7 
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Ad-Visor 
Service 


+ im description placed 

next to the illustration 
insures that part of the copy 
being read. Then, an inter- 
esting bit of store news to 
bring attention to your 
general lines, for the man 
who does not happen to be 
in the market for the style 
shown. 































































































’ Just the right weight 
of sole; correct heel, 
broad and well propor- 
tioned. <A_ distinctly 
new shade of tan calf. 
This Oxford is one of 
the most spirited styles 
of the season. 


$10.50 


The latest and smartest d, A 
footgear for Spring offers a A, Styles to Fit 
wide range of style. Yet our Personality 
you may be sure our expe- + 
rience has led us to select Ti=p® 
models which carry an air - 
of correctness that’s ap- 
preciated and sought for 
by the man who feels his 
best only when he wears 
the best. 



























































A high-grade Tan Calf model 
built to give many days’ wear 
during early Spring and Sum- 
mer. 


Priced at $11.50 


Footwear Usage— 


should be your buying-guide to com- 
plete satisfaction this Spring. 


Our lines comprise many styles and 
leathers, from the vigorous types of 
business shoes to conservative compan- 
ions of formal clothes. 


Each model designed to fit an occasion. 
And the number of occasions are strictly 
limited by correctness as well as practi- 
cability—you know, you can’t make the 
same suit do always. 


Shoes have their favored hours. Have 
you thought of it in that way? A visit 
here will convince you of this store’s 
service to you in footwear-of-the-hour. 
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[ 4.\Recorder News Cut 
Service - 











Not over four per cent of 
the shoe advertising is 
devoted to men’s shoes in 
the daily press—let this 
page help you sell MORE 
MEN’S SHOES. 





Send remittance with order. The 
Recorder News Cut Service is based 
on rush delivery of electros. The cost 
is made so low that it is obligatory 
that remittance accompany order. 
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_-ALL-AT-SHOE-MART-PRICES-_ 


Eight Dollars 



































Wrnonpeny a 0 & HARDY 




















grasp this opportunity | 
See our windows ang take your pick 
from 500 pairs of Florsheim sample. 
shoes and oxfords at e 











$8.85] 


Sizes 5 1-2 to 8—Values Up to Twenty Dollars 


“This Is an Age of Speed, When the 
Swiftest and age Take the Lead” " a 
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Eight Dollars 

meteor Toa, J 
Single or two full soles 






is noi all 


BH Dalue first_. 1. sore ter , 
3 than the price entitles you to expe... 3 





















Quality—in appearance as well d 
as ay moncy refunded if oat i 
emsirely satished. 3 
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No doubi 





THE SHOE MART 


“Al man’s store in a mah's block” 


734 Market Street 








Li $4-5-6-7-8-9-10——— 
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“S. O. S.” 


meaning--Save On Shoes! 


Shoe prices are lower right now than they will 
be later on. 


sig al asee 741.88 


ee eee. er es 


All Boys’ Serene 
Everything ‘Men and Boys ind 








“In the Heart of Three Big Cities.” 
Nashville * Birmingham Jecksonvile 
Cor, Church and Filth 1922-24 First Ave, Cor. Say and Laure 





















A New Cordovan Shoe 
for Men 


$8.94. 


Keally a smart shoe, in a dark shade of genuine 
tan cordovan, And comfortable, too, with its 
— toe and snugly fitted instep. As jllus- 
trate: 


Reduced! 


Brogue Oxfords 
$7.44. 


formeriy $10.89 


Made of medium shade of-tan grain leather over 
a comfortable last. Medium toes, outside wing 


- . Size Range Incomplete. 
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LENCE —Male Peer Badcony, sn St, Near 
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_ FRANKLIN 
BROGUES for MEN 
$1000 


MODELS: High or Low 
‘QUALITY: High only! 

A new shoe, at « new’ price, for a 
new season. 

“Designed with heavy soles, and perfo- 
rated tips, lace stays, and heel foxings. 
' Made of mahogany calf, and solid as 

carved mahogany. 
And yet—easy on the foor. 





FIFTH AVENUE 
Men's Shoe Shop, 2 West 36th Seret—Serert Level 
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Newspaper Advertising ‘‘to Men” Encourage More Pairs by Price—Style Will Soon Be Another Talking Point 
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Make Your Windows “Say It with Style” 





NE of the latest shoe store windows designed 
O and built might be called the knee-high window. 
The floor surface of this window in which 
the shoes are shown is about on a level with the knee 
of a person of average height. This seems to be a 
most happy height for attracting attention. 
A person standing close to the window has a fine 
point of vantage looking downward at a comfortable 

















- 


ia d 


) 




















Bring Your Window Frame Down to Somewhere Nearer 
the Fee-—You Wouldn’t Look at a Painting Plumb Up 
Against Your Nose 


angle of vision, seeing the shoes in about the view 
from which shoes are generally seen when they are 
actually being worn. 

With the window floor at this level a person on the 
outer edge of the sidewalk has a view that is especially 
attractive, the whole window display being quickly 
absorbed—the shoes at the back of the window getting 
their full share of attention without interference to the 
eye from the shoes in the foreground. 


Full Display Value 

From every angle of vision this height of window 
floor seems to deliver full display value to all shoes 
placed upon it. 

Certain types of window displays can be built to 
great advantage in such a window. Fixtures for 
shoes, flowers and special features can be arranged in 
new designs that will tend to increase the advertising 
value of the window and add to the sales income of the 
store. 

Study the angle of vision from every point of view 
of the person on the sidewalk in front of-or approach- 
ing your window when you remodel your store 
front. 


EASY TO READ 
Set Your Shoes Out in Pairs and Rows 


Two lines of shoes—in pairs—properly spaced are 
as easily seen and read as two lines of printed words. 
Each pair of shoes a word in itself about last and 
leather. Two lines of shoe “words” tell the people a 
great deal about seasonable footwear. 

Better than printed words this two-line sentence in 
shoes can be read from either end or from any single 
‘“‘word’’—and the sentence, as a whole, will be com- 
plete and understandable. 

In dressing your window keep in mind that it is a 
page from your book of advertising which you want 
the person on the outside to stop and read. Make 
your message clear and concise—so that the busiest 
reader can scan it and become interested. 


Grade ’em in “Utility” 

A pair of shoes to a word—a word that is descriptive 
of style, quality, color and occasion. All the “words” 
together telling a full story of shoes for work and play 
—indoor and out—in a fitting and seasonable manner. 

Use two shoes, a pair, toa word. Don’t abbreviate 
by using one shoe. 


The Eye-Catcher Today 


In the illustration the shoes are at an angle with the 
line of the sidewalk partly because of the build of the 
window and partly because the line of angle is more 




















The Best Comparison Possible—Set Your Shoes Out in 
Rows and Pairs 


of an eye-catcher and travels from sidewalk to store 
entrance. Regardless of the window architecture the 
simple and direct statement from two lines of pairs, 
whether at an angle or parallel with the walk, will 
make interesting shoe news for the people. 

Make your store windows readable. 
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THE DECORATORS SUPPLY COMPANY 
Period Display Fixtures 


| ) | Strengthen Your Sales Appeal 


They make your window displays register permanent, favorable impressions upon 
the consuming public. Their cleverness and artistic refinement arouse curiosity 
and force the passersby to Stop and Shop. 

Decorators Supply Company’s catalog is full of practical: suggestions in window 
trimming, artistic stands, easels, backgrounds, lighting: and ceiling relief decora- 
tions‘ that will incorporate this spirit of forceful selling,into your window displays 
and increase your annual turnovers. 


Archer Ave. and Leo Street - Chicago, U. 3. A. 


TT Manufacturers of the largest diversified line of 
wood and composition fixtures in the Worid 
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| _ SEATING 








wil «Queen Quality” Boot Shop, 32-34 W. 34th St., New York City 
Chairs by American Seating Co. 


BETTER SEATING--BIGGER SALES 


The most important item of your store equipment—the item 
which makes direct appeal to your customers—is the seating. 
Your goods may be the best on the market, but unless your store 
is attractive there will always be a large percentage of your possible 
trade that you will not reach. . 


AMERICAN INTERLOCKING CHAIRS, because of their attractive, inviting appearance, 
put the stamp of ‘‘class”’ upon your goods and service. They can be arranged in any manner suitable 
to the requirements of your shop. Their interlocking feature enables you to seat many more cus- 
tomers in a given space than with ordinary four-post chairs. . 

Each customer has an individual, restful seat, scientifically designéd for comfort. And as the 
chairs are fastened securely to the floor they cannot be moved about, become disarranged and inter- 
fere with salesmen waiting on neighboring customers. 


Our booklet ‘The Shoe Store Beautiful’’ shows many atiractive interior 
arrangements and gives many helpful suggestions—Wriie for your copy. 


AMERICAN SEATING (]OMBANY 


GENERAL OFFICES, 1016 Lytton Bldg., Chicago 


Room 601, 119 W. 40th St. Room 302, 69 Canal St. 
NEW YORK BOSTON 
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Onyx Hosiery 


‘Onyx’ “ 
Onyx Hosier. | ny On 


gold Here ———— 


ee {Onyx & Mss & Hosiery) 














Display Material at the 
disposal of dealers in 


» A asery 


On request we will send free to “ONYX” dealers any 
of the above illustrated signs: 1, Metal stand for dis- 
playing hosiery; 2, etched brass sign mounted on black 
wooden easel; 3, black and gold sign on wooden block; 
4, etched gold-bronze ‘“POINTEX” sign on black 


wooden easel. 





“ Onyx” & 


Reg. V.S.Pat. Office 


Emery 6 Beers Company, inc. 


Department P. 


BROADWAY AT 24th STREET - - - NEW YORK 
CHICAGO - - PHILADELPHIA - - BOSTON - - BUFFALO - - SAN FRANCISCO 
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Shoe Trees Are Not A Luxury 
Nor An Expense— They 
Are A Necessity ! 


Your customers may be divided roughly into three classes: 
1. Those who dress well and take pride in their footwear. 
2. Those who dress as well as their purse permits. 


3. Those who never take care of their shoes. 


The well dressed are easily convinced that shoe trees are a necessity 
if they are to maintain their standard of good dress. They buy shoe 
trees when they buy shoes, as a matter of good judgment. Satis- 
faction brings them back to you for their next pair of shoes. 


Those who dress within their means are always afraid of the word 
‘expense’; it should not be mentioned in their presence. They are 
open to conviction, however, and when the necessity of shoe trees is 
explained intelligently to them, they buy and become good costumers. 


Strange as it may seem, those who never take care of their shoes are 
your best prospects. Extreme tact must be used in selling them shoe 
trees, but once they have learned that shoe trees will lengthen the 
life of their shoes, and will preserve the shape with very little effort 
on their part, the true sense of economy is touched, and you have 
gained the best kind of customers. 


Suppose you try shoe trees— Miller Trees — in your store. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


BROCKTON MASSACHUSETTS 
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Shoe Storo Sorvico Helps 
Lo Get More Shoes Sold Light 
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A Store Is Known by the Salesmen It Keeps 


¥ 7E hear a lot these days about service, 
\ efficiency and alertness. We hear a lot 
about ability. If there ever was a time 
when ability was necessary in business, and especially 
in the retail merchandising business, that time is now. 
There are many kinds and sorts of ability but the 
greatest and most needed ability just now when all 
the world is nervous, unstrung and suspicious, is 
RELIABILITY. 

There are many stores advertising merchandise at 
bargain prices, using big flaming posters, filling news- 
paper space with announcements of merchandise at 
ridiculously low prices, and filling windows with mer- 
chandise and big placards to attract the attention of 
the passers-by. Yet with all this hurrah the store is 
about as active as a graveyard. 

There are other stores that have not resorted to 
these wild, spectacular methods but have told their 
story in'a simple, concise way and have reaped a 
harvest of business. 

Why the difference in results? The manager of 
the first store probably has some ability. As busi- 
ness went during the past two or three years, he 
probably did a fair business. 

The latter merchant not only has ability but 
throughout the years he has built up a reputation not 
only for ability but for reliability, and now when the 
public is critical about merchandise values he is able 
to cash in on that most valuable asset. 

He has gained not only the confidence of the public 
but of his salesforce as well. 

A good reliable salesforce is one of the most val- 
uable assets of any business. Its worth to the store 


can not be measured solely by the total of the sales 
slips. 

A transaction is never closed when the package is 
wrapped up and delivered to the customer. In fact 
that transaction is only fairly well started. If the 
customer has been well and properly served the re- 
sults are pretty sure to be satisfactory; but if, on the 
other hand, the dominating thought in the mind of 
the salesperson has been to sell the customer some- 
thing and get rid of him the results are apt to be un- 
satisfactory and result in loss rather than gain. 

Both the ability and reliability of the salesperson 
depends to a great extent upon the training which he 
has received and the confidence, or lack of confidence, 
which has been instilled into him by the proprietor 
or manager. 

Are your clerks sold on you and on your methods 
of doing business? Have you mingled with them 
and treated them in a manner that has made 
them believe implicitly in your ability and your 
reliability? 

The human mind does not create anything. It is 
merely a store house of ideas and impressions that 
have been put into it. Ofttimes when merchants 
complain because a salesperson has “pulled a bone” 
with a customer, the fault is with the merchant be- 
cause he has not seen to it that the mind of the sales- 
person was filled with the proper selling talk nor with 
adequate knowledge of the merchandise. 

What a salesperson says and does when he is out 
of the store frequently has as much to do with his 
value to the organization as what he says and does 
while in the store. 




















FOR TURNING THE NAP ON SUEDE SHOES 


This suggestion will be appreciated by your customers. 
The majority of your trade don’t even know they’re 
made. 


| TWO GRADES Tust the thoughtfulness of little services like this welds 







your trade to you in a permanent fashion. 





The $4.00 grade is one we: __- sold for years, the same as illustrated above. 

The $2.50 grade is anew o: We have long realized the demand for a cheaper brush 
and have at last perfected oi. _Its construction is a little different than the one shown 
above, but it is more effective, because the wire bristles are set at a slight angle and 
on a curved surface which gives more resistance one way than the other. 















Prevent your pumps 
from slipping at the heel 
with GILCO Shoe Re- | 


E. T. GILBERT MFG. CO. tainers 
ROCHESTER, N.Y. 


The Calls Repeat 
wok | (Cen you Sell 
‘WoNDRWITE: 


Leads in shoe cleaners for Canvas and Nubuck. - 
It is a perfect cleanser and dressing which not ye : 
only gives an even and beautiful white but Aa vi 
POSITIVELY WILLNOTRUBOFF. = -2< 
, 1 Dozen $1.75 SX. 
Pric 1 Gross aa 3 ‘ ee sex : iy 
Samples sent FREE. | mS NA faa | l 


ZA 
Write for sample and see if <i 










Convert your pumps into 
quick selling styles with 
GILCO straps 
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Winner of 
Perfect Foot Prize 


Attributes the Fine Condition 
of Her Feet to Regular Use of 


Dr. Scholl's 


“3” Necessities 
FOR FOOT COMFORT 


Miss Elizabeth Chapman, of Chicago, whose feet were 
adjudged the most perfect of the six thousand pairs entered 
in the Prettiest Foot Contest, keeps her feet in perfect con- 
dition by daily use of Dr Scholl’s ‘3’ Necessities. She 











says that, without these real foot necessities, she could 
never have hoped to win the first prize at the Miss Elizabeth Chapman 


“BEAUTY-MART’’?’ EXHIBITION 
Tell your lon what Miss Cha 


at Chicago Coliseum man says ut Dr. Scholl’s ‘3’ Ne- 


You shoe men who are not advising your cus- cessities. Let them know that her daily 
foot bath with Dr. Scholl’s Pedico Foot 


tomers to use these health and comfort giving 
preparations for their feet are not only overlook- ee ee ueaien Daan Za oe 
ing a handsome source of regularly repeating final dusting of Dr. Scholl’s Antiseptic Foot 


profit, but are failing to keep your patrons Powder over the surface, enabled her to 


posted upon the things they would like to carry off the honors in this great contest. 


know. Remember, they depend upon you 
to advise them concerning the comfort and ° 
well-being of their feet, and you cannot What Miss Chapman Says: 
afford to be slack in that duty, even if . m. — gmt " know thet I at- 
ridu e condition oO: m eet, WHIC 

Lae ey poy ee the profits you enabled me to_win the first prize in the 
might just as well be earning. Prettiest Foot Contest at the Beauty-Mart, 
March 2d, 1921, to my regular use of Dr. 
Scholl’s Three Necessities. 

“For some time past I have used Dr. 











Scholl’s Pedico Foot Soap for the daily 
cleansing of my foot pores, following this 
with a vigorous massage with Dr. Scholl’s 
Pedico Foot Balm and then dusting Dr. 
Scholl’s Antiseptic Foot Powder upon my 
feet. I find that there is nothing which 
gives such comfort and which permits the 
feet to grow strong and beautiful as this 
treatment does. 

“Very truly yours, 

(Signed) “Elizabeth Chapman.” 











Send for our new display card telling the public about 
this Foot Contest and about Dr. Scholl’s “3” Necessities. 
Placed in your window, it will sell these preparations 
almost in spite of you. Just drop a postal to our Dealer 
Service Department and ask for it. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 








. ’ 339 Broadway, New York City 
pep eens Stee Cees ae Toronto London Paris Melbourne Cape Town 
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Why the Need of a Stock Record System? 


What Is Its Bearing on Turnover and the 
Profitable Playing of the Style Game? 


By HENRY S. JACOBS of Jacobs & Company 


Throughout the history of the retail 
shoe business, the need has existed for 
keeping a record of stock and sales, but 
at no time has this need been so’ over- 
whelmingly apparent as now. 

To conduct a shoe store profitably 
there are certain facts and figures which 
the merchant must have constantly at 
his fingers’ tips. He must know the 
total number of pairs in stock in sizes 
and widths. He must know each day’s 
sales in styles, sizes and widths. He 
must know the number of pairs __re- 


ceived each week or month in styles, 
sizes and widths. With these facts 
before him, and provided he uses them 
properly, he will not overbuy. Neither 
will he buy styles which his records tell 
him have not sold well. Nor will he 
stock sizes and widths which are shown 
by records to be equally unprofitable. 


The Way to Play Style 


The success of any retail store business 


—and now more than at any time in the. 


past—depends on the frequency with 


which new styles are presented to the 
store’s customers. Styles must be up 
to the minute. 

This means that stock on hand must 
be in proper proportion to sales made 
in order to insure a satisfactory turn- 
over. 

This proportion can be  deter- 
mined by keeping an accurate and 
systematic record showing shoes _ in 
stock and what styles, sizes and widths 
are selling. This record shows the 
merchant clearly what action to take 














Specimen Pages, Greatly Reduced in Size, from Jacobs’ Perpetual Inventory and Stock Record System 
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with reference to every style in the 
store. 


What Records Tell You 


It may warn him to reduce the num- 
ber of pairs in stock. It may show him 








Experience and observation have 
convinced Henry 8S. Jacobs thal 
profit in the shoe business depends 
on stock turnover and that turnover 
is accomplished most readily 
through familiarity with each item 
of stock. Mr. Jacobs started his 
career in the shoe business as a 
salesman on the floor. He later 
became a store manager and, still 
later, proprietor. The stock record 
system which he has devised is based 
on actual shoe store experience. 








that he is over-stocked on certain styles, 
sizes and widths. It may prove, on the 
other hand, that certain styles are sell- 


HENRY S. JACOBS 


ing more rapidly than he is buying 
them. 
The semi-annual or annual inventory 


is already considered an ancient method 
by leading and successful merchants. 
Such men know every day the inven- 
tory value of every style in their store, 
as well as the total inventory value of 
their entire stock. 

But these inventories serve purposes 
other than those outlined. They serve 
as guides in determining the amount of 
insurance to be carried. They can be 
used as acheck in the case of petty 
thefts from stock. And they are in- 
valuable in helping the merchant to 
make out his income tax properly. In 
fact, the merchant can save himself 
many dollars, as well as much time and 
trouble, by maintaining a stock record 
and perpetual inventory. 

From now on, the retail shoe business, 
if it is to succeed, must be conducted 
with intelligence and a knowledge of the 
essential facts. The stock record sys- 
tem is equally as important as the 
ledger. It is absolutely necessary for 
the merchant to create a merchandise 
record and to govern his business 
through the knowledge acquired by 
studying that record. 














The Market of Today on Beaded Shoe 


Ornaments and Straps 


By B. G. WEINER, Parisian Beading Works, Philadelphia 


Beaded buckles and beaded straps 
have become so popular with manu- 
facturers, jobbers and_ retail mer- 
chants that they are buying up the 
market. 

Having opera pumps, Theo ties and 
one or two eyelet ties in stock and not 
selling them is a thing of the past with 
the modern shoe merchant. Buckles and 


ornaments transform them into the 
latest novelty styles. 

Never in my experience in this game 
with the Parisian Beading Works Com- 
pany of Philadelphia has business been 
so good as on my last trip. Sales were 
good also at the National Convention 
in Milwaukee. 


Customers of mine were surprised 


when they saw what they could do with 
their old stock. They not only sold the 
stock of shoes they had on hand but 
bought more. The idea at first looked 
impossible to many shoe merchants but 
after once trying the plan it proved to 
be the only way of turning into money 
what at first seemed to be worthless 
stock. 








Wear Depends Upon 
Care 


Milwaukee Shoe Merchants Edu- 
cate Public in Care of Shoes 


Milwaukee, Wisconsin, bears the dis- 
tinction of having a one hundred per 
cent membership in its Retail Shoe 
Dealers’ Association. Every merchant 
and department store in the city that 
sells shoes holds a membership in this 
organization—and they all pay their 
dues. These merchants believe “Shoes 
should be worn out through use, not 
abuse.” 


A little folder explaining the use and 
abuse of shoes has recently been pre- 
pared by the association. The folders, 
which are being distributed by the 
various stores, contain the following 
information: 


Right Way to Put on Shoes 


To put on shoes, great care should be 
taken to loosen the lacings at least to 
the third eyelet from the vamp. This 
prevents a strain on the lining and on 
the backs of the shoes. Lace shoes 
crossways, drawing the laces up toward 
you. This gives better support and a 
much better fit. 


Care of Shoes 

When shoes are wet or damp, place 
them on shoe trees to dry. All wet or 
damp leathers are injured and are 
easily burned from contact with heat. 
Under no circumstances place shoes on 
or under hot stoves or radiators. 

In wet weather rubbers should be 
worn, as snow or rain will destroy the 
wearing quality of both uppers and 
soles. 

Shoes should be polished’ the first 
time worn. By doing this the possi- 
bility of their being scratched or barked 
is lessened. A high-grade polish should 
be used. 
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Our Converting Instep Straps Will Make Sales For You 


SIMPLY ATTACH A BUTTON ON EACH SIDE OF YOUR 
PLAIN PUMP AND YOU HAVE THE NEW STRAP EFFECT 


IMMEDIATE DELIVERY 


$7.20 per Dozen Pairs No. 301 


7 


a 


$6.00 per Dozen Pairs 





Dull Kid, Patent Leather, Vici Kid, Black Satin, 


Dull Kid, Vici Kid, Patent Leather, White Kid. 
White Satin, White Kid, White Canvas. 


$12.00 per Dozen Pairs 


No. 311 $7.20 per Dozen Pairs No. 304— Beaded 
Dull Kid, Vici Kid, Patent Leather, White Kid. Jet or Steel Beads on Satin or any Leather. 





For Later Delivery — Make your White Canvas and White Kid Pumps Salable by using these straps. 


THE H. L. HYMES CO. 


19 East 17th Street NEW YORK CITY 
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You Wouldn’t Retain 
a Physician to Treat 


Your Eye—You Would > | 
Call a Specialist. | 
To correct your window dis- | 
play the same principle hoJds 
good. 
Highly specialized Knowledge 
is necessary. 
Hugh Lyons fixtures are the 


result of such knowledge. 
Put your windows on a busi- TRAP 

ness building basis. 

This is what you need at present. 


BEADED and PLAIN LEATHER STRAPS 


You need our catalogs to make Made by the Vanity is a sure profitable seller 
your selections with. for you 


Also our BEADED ORNAMENTS will surely 


HUGH LYONS & Co. give you eatisinction. 


‘ ” Special attention given to 
‘Make Buyers Out of Passersby Sndoms ead iets 


LANSING, MICH. 
VANITY NOVELTY WORKS 


NEW YORK Salesroom CHICAGO 
e Mfrs. of Shoe Ornaments 
35 W. 32nd St. 234 S. Franklin St. 913 Gates Ave. = - - BROOKLYN, N. Y. 





Get maximum results 
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Your customers want a satisfactory dressing for 2 6. - 
their white shoes! N = 


Kling White will please them best and bring 
them back for more. 


Kling White is easily applied. It dries even- 
ly in a few minutes—cleaning as it whitens 
and preserving the fabric of the shoe. 


And Kling Whiteclings firmly to the \p ANN 
shoe. It does not rub off! > G x OX 
‘ os BS\\\) PEK BVJA 
Kling White is used forBuck, ZA SWI AN aN ITS 
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| UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASS. __ 
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The Facts You Need—and Why You Need Them 


It’s a Big Advantage to Have Enough Shoes; 
It’s a Big Disadvantage to Have Too Many 


By H. B. SELLECK, Burroughs Adding Machine Company 


“I wish I had more capital to run my 
business,’’ complained a veteran shoe 
merchant not long ago to a business 
friend with whom he was discussing the 
outlook for Spring trade. “I feel the lack 
of funds more every year I am in busi- 
ness. I Jost a cool thousand dollars Jast 
year alone by not being able to take 
cash discounts. My whole store needs 
re-decorating. I’d like to put in a 
repair department. Oh, there are a lot 
of things I'd like to do if I only had the 
money. It keeps me scraping to pay 
my merchandise bills as it it.” 

“Perhaps you’ve got too big an in- 
vestment,” ventured his friend. “‘How 
much stock are you carrying?” 


**It Doesn’t Pay to Run Short” 


““A whole lot more than I ought to 
carry, I suppose,” replied the merchant 
grimly. “I guess my stock would in- 
ventory $30,000. But then, I’d rather 
be on the safe side and have a complete 
stock of everything. It doesn’t pay to 
run short.” 

Now that was just what was wrong 
with that shoe dealer’s business manage- 
ment. He was right in saying that it 
doesn’t pay to run short, but he was 
wrong in supposing it was necessary for 
him to carry $30,000 worth of stock to 
prevent such a shortage. He was an 
old hand at shoe selling; he knew what 
his customers wanted and realized the 
importance of having in stock what they 
wanted. But he didn’t know, and 
apply, the principles of stock-keeping 
that enable a merchant to have enough 
on hand without having too much. 


Too Low a Turnover 


In other words, he was treading un- 
familiar ground in the matter of inven- 
tory. His annual sales, at cost, 
amounted to $60,000. That meant 
that he was turning his stock twice a 
year—a common enough rate of turn- 
over among shoe dealers, but a rate that 
is too low. Shoe stocks should turn at 
least two-and-a-half times a_ year. 
Three times is necessary to insure the 
profit the merchant should make. Some 
dealers are getting six turnovers a year. 
This particular merchant should have 
cut his stock to at least $22,000 or 
$24,000, and might have cut it far below 
that figure without having to say to a 
customer: 


“T’m sorry, madame, but we haven't 
that style in your size.” 

But no shoe merchant can get an 
adequate rate of turnover unless he 
keeps adequate records. He cannot 
keep his stock down to a point that 
means good profits if he will insist on 
buying by guesswork. 


Why Inventory Is Important 


There is no retail business in which a 
perpetual stock inventory is more im- 
portant than in the shoe business. 
Shoes are, in the same sense that cloth- 
ing is, a seasonal commodity; they are 








Guess-work vs. Facts 


No retail shoe merchant can get 
an adequate rate of turnover unless 
he keeps adequate records. He 
cannot keep his stock down to a 
point which spells profits if he in- 
sisls on buying by guess-work, no 
matter how long the experience on 
which that guess-work is based. 








subject to style changes and to price 
fluctuations that make quick turnover 
a very vital matter. Styles left on the 
shelves at the end of a season may never 
be salable except at a loss. It is easy 
for a show merchant to sell out the 
middle of a certain line, and still lose 
money because he is “‘stuck’’ with too 
many of certain sizes on either end of 
the line. 

A perpetual inventory is essential if 
these things are to be avoided. Simple 
forms on which to enter this information 
are easily obtainable. The stock record 
should show at all times how many 
pairs of each size of each style are sold 
each day, and how many remain in 
stock. It should show both cost and 
selling price of each style. It should 
show the number of pairs of each style 
and size received each day, and the 
number ordered but not delivered. 


Checking Sales Against Shoes 


A further safeguard that is important 
for the shoe dealer in this connection is a 


-careful check of the day’s sales against 


the number of shoes actually taken from 


the shelves on any day. This is accom- 
plished by checking the empty shoc 
boxes against the sales slips for the day. 
Some dealers make it a practice never 
to give a customer the box in which the 
shoes originally came; others, when they 
do give the original box, make a memo- 
randum for the check-up against sales 
slips. The paper inventory, of course. 
should be checked overy 90 days by an 
actual physical inventory. 

Equally important with the perpetual! 
inventory is a daily statement for the 
shoe dealer. This record is easily com. 
piled from the day’s cash and charg: 
sales slips, in conjunction with figures 
obtained from the stock record. li 
contains a recapitulation of the day’s 
sales, showing the key number and lot 
number of each pair sold, the selling 
price and the cost price. From the 
totals thus obtained, the average per- 
centage of mark-up is easily figured, 
and the gross profit on men’s shoes, 
women’s shoes, findings, etc., as well as 
the total gross profit, obtained. 


Your Daily Profits— What Are 
They? 


If the shoe dealer knows his overhead 
and cost of doing business—and he 
should—he can as easily figure each day 
his net profit on business for that day. 
His cost of doing business is simply his 
fixed overhead—including rent, heat 
and light, taxes and interest, insurance, 
depreciation, and owner’s salary—plus 
operating expense—including salaries 
and wages, delivery, advertising, and all 
incidental items. This total figure, 
subtracted from gross profits, shows the 
net profits. 

Given such figures as these for any 
day he is in business, a shoe dealer may 
work wonders in accurately planning 
and controlling his sales and profits. 
He not only is able to reduce his stock 
to a minimum by buying on facts, not 
“hunches,” but he can push certain 
lines that are the best money-makers, 
drop lines that represent a loss, keep his 
shelves clear of unsalable stock, and 
get a rate of turnover that means more 
net profit—the thing for which every 
merchant is in business. 


Establishing a Sales Quota 


Given his net profit each day, and he 
can go further still. He can tell to a 
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Interior of Store of John Shillito Company, Cincinnati. 








Nolte the Interesting Arrangement of Stock Shelving in the Form of 
Stalls with Display Cases in the Ends of the Stalls 








dollar how much business he must do in 
a day to break even, in other words, to 
offset fixed overhead and operating ex- 
pense. 

He knows that everything be- 
yond that point is “velvet.”” He can, 
if his records are accurate and up to 
date, set a quota of sales for each day, 
each week or each month, and have the 
satisfaction of knowing how much he is 
going to make, net, if that quota is 
reached or exceeded. 

Of course, certain supplementary 
sales records are valuable in obtaining 
these ends. It is well worth while to 
keep a sales recapitulation by clerks and 
by departments each day. Such records 
show whether certain departments are 
doing their share of business and making 
their share of profits. They also show 
which clerks are the money-makers for 
the business, and therefore which should 
receive the rewards due them. 


A Corner-stone of Credit 


Records are the very foundation of 
successful merchandising. If they were 
not obtained for the main purpose of 
making money for the owner, they 
would be worth while alone for the pur- 
pose of making out accurate income tax 
statements, and as a corner-stone of 
credit at the merchant’s bank. Banks 
are coming more and more to the atti- 
tude of “‘no statement, no loan,” in 
dealing with business men; while only 
accurate records will tell in the matter 
of federal taxes whether you are un- 
intentionally cheating either yourself 
or Uncle Sam. 





Importance of Valance 


If Any Feature of Display Neglected 
General Effect Lowered 

The show window plays such an im- 

portant part in the success of a store 








that no feature in its construction can 
be overlooked or treated with indiffer- 
ence. Everything about the display 
may be selected with the utmost care, 
and as far as these things go, a good 
display would result. But if one feature 
is slighted the tone of the whole display 
is lowered. 

The valance gives a finishing touch 
to the window as seen from the street. 
It is part of the first impression. It 
also serves as a partition for the lighting 
system and a place on which the firm’s 
monogram can be displayed. , 

The source of light from a properly 
arranged window is concealed. The 
heading or valance running along the 
inside top of the plate glass will properly 
cover the reflectors. A valance can 
be constructed of wall-board and re- 
inforced with a one-inch strip nailed 
along the top. To install screw the 
strip to the ceiling of the window. 
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WHITE DIAMOND USERS 


number more than 


500,000 


WHY? 


Because it CLEANS and does 
not cover up the dirt. 





Is carried in Gray, Taupe, 
Palm Beach, White, Brown 
and Black and kindred 


shades. 
FOR 


Suede, Nubuck, Kid and 
Canvas. 








THE ONLY 
WATERPROOF Write for samples 





























POPULAR DESIGNS 
ELITE BUCKLES FOR FOOTWEAR 


SEASON OF 1921 
Unsurpassed for Variety of Attractive Finishes 


137114 
BRANCH 
SALES OFFICES 
NEW YORK 
127 DUANE ST. 


OUR PRODUCTS CAN BE PURCHASED FROM ALL LEADING JOBBERS CHICAGO 
326 W. MADISON ST 


NORTH & JUDD MFG. CO. 
NEW BRITAIN, CONNECTICUT unmenens 


Mi turers are invited to write us direct for Free Samples 
p penne Es line including new designs not shown here. SAN FRANCISCO 
- POSTAL TEL. BLDG. 
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ATTACHABLE 
PUMP STRAPS 


—a button on each side of the shoe 
and the ordinary pump becomes a 
fashionable instep strap. Supplied 
in one piece or two piece styles— 
the one piece being attached by 
buttons on each side; the two 
piece being sewed in and with a 
button at the top. 





$2.00 per dozen pairs in all leath- 
ers and staple colors as well as in 
white fabric, black and brown 


satin. A fast selling specialty. 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 
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What Is Y our Advertising 
Dollar Buying? 


High prices of materials and increased 
overhead have made necessary a stricter 
economy along mercantile lines. 


Advertising should be considered as well 
as the commodities in which merchants deal. 


By choosing only those publications 
whose circulation is accurately measured, 
you not only practice economy in your adver- 
tising, but are assured that your money is 
buying a definite quantity of circulation. 


The Boot and Shoe Recorder’s circu- 
lation is measured by the Audit Bureau of 
Circulations. Advertising placed in its col- 
umns is an economical investment. 
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A Monthly Show Card Service 
for Progressive Merchants 


Beautiful Antique Card seoenae and Neat 
Price Tickets at at bj stor start of ee 


and Sixteen Hand Desi 


able, Hand Colored Show oe ger ds— sent 


prepaid each month 





— 





Standard Show 
Card Service, 


Seances Building-RogersFark, 
o, Ill. 


Get started with April 


~ it's our beautiful 
Spring issue 


7 Standard Bl sfark 
Send Thin on Sgn ye 
NOW? — hindly aend me 


a aie sample show car 
“ a further information 





i 


# ADDRESS 
rll 
£ . 
( This request incurs no obligation whatever ) 
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The Hidden Power Which Brings Customers 
Back to Your Store 


By E. W. GROTH, Publicity Manager, Pfister & Vogel Leather Co., Milwaukee, Wis. 


Service is one of the important factors 
in every progressive shoe store of today. 
This is the hidden power which brings 
customers to your store. It also 
is the price you pay for the good will of 
your customers. There are many ways 
for a retail shoe merchant to give serv- 
ice, and one of the best is the findings 
department which you find in every 
modern establishment. Here your cus- 
tomers can get their shoes repaired, 
purchase their polishes, dressings and 
various foot appliances. 


The Creation of Good Will 


Merchants are endeavoring more 
than ever to give their customers every 
accommodation and service in order to 
create good will in return for the money 
expended with them. The importance 
of the care of leather and shoes has been 
firmly instilled into the minds of the 
general public. Because of this, clean- 
ers, polishes and dressings are in con- 
stant demand. However, most of these 
are for fine dress shoes. It is a known 
fact that the popularity of the colored 
leather shoe has increased the revenue 
of many shoe shine establishments, as 
in order to look well they must be im- 
maeulately polished. 


The Care of Work Shoes 


However, farm, work and service 
shoes do not receive the attention which 
they should, in order to give complete 
satisfaction. Leathers which go into 
the manufacture of these shoes are 
tanned so as to give the maximum 
amount of service. Special tannages 
are used in many instances in the manu- 
facture of these leathers so that the 
fibers have sufficient strength to with- 
stand the strenuous wear accorded this 
class of shoe. 

Leather, if neglected, is like an auto- 
mobile that has not been given the 
proper care. 


Must Be Kept Soft and Pliable 


Farm and work shoes usually come in 
contact with elements which are de- 
structive to the wearing qualities of the 
leather, such as water, chemicals, barn 
yard acids and perspiration. While the 
special tannages in these leathers resist, 
to a certain extent, the destructive ac- 
tion of these elements, nevertheless if 
not properly taken care of, the leather 
becomes lifeless, which causes it to 


crack. Various animal oils and greases 
are used in the tanning of these leathers 
to lubricate the leather fibers, and these 
should be supplemented by cleaning 
and treating the shoes with dressings to 
keep the leather soft and pliable. 


Formulas Recommended by Govy- 
ernment 


The United States Department of 
Agriculture strongly recommends the 
dressing and waterproofing of such 





E. W. GROTH 


shoes. Various formulas have been 
prepared of dressings and waterproof- 
ings to make the leathers more satis- 
factory to the wearer. You should be 
cautioned against selling your custom- 
ers any dressings or mixtures that con- 
tain mineral oils such as vaseline and 
kerosene, as they are worthless for this 
purpose. They are incapable of nour- 
ishing the leather, as they evaporate 
very readily and soften it only for a 
short time. 

The Pfister & Vogel Leather Co. has 
for several years been waging a cam- 
paign to make work shoes wear better. 
A considerable amount of time has been 
spent in perfecting heavy leather tan- 
ning processes. This company also has 
been marketing a product which is 
known as the P & V Farm Shoe Dress- 


‘ing. This is made of the same oils and 


greases which are put into the leathers 


in the tannery during the process of 
manufacturing. 


P & V Dressing Perfected 


This dressing protects the leathe: 
from the destructive action of barn 
yard acids, and makes it almost im. 
pervious to water. 

This dressing is recommended to al! 
retail merchants selling farm and heavy 
work shoes. It is needless to say that 
a fair profit always results to the mer- 
chant, in addition to the good will se- 
cured from his customers. 





The Care of 
Wood and Tile Floors 











Many requests have been received 
from ‘‘Recorder’’ subscribers asking 
how wood and tile floors can be kept in 
good condition so as to harmonize with 
the fixtures in the establishment. 

Many concerns are also complaining 
that their hardwood floors, which are 
comparatively new, are giving them a 
great amount of trouble. They are at 
loss to know what is the cause of the 
trouble. They are complaining that 
these floors are cracking or spreading, 
and in some instances the wood is rub- 
bing itself away. 

Authorities the “‘Recorder”’ has con- 
sulted express the opinion that the wood 
used for flooring in the last few years 
has not been properly treated. Owing 
to the great demand for lumber during 
the war a great many discrepancies crept 
into the preparation of floor lumber, 
such as improper curing of the wood 
and poor labor. The best men had 
joined the army, while emergency work- 
men hampered both quantity and qual- 
ity production. 

These conditions have disappeared, 
however, and it is safe to say that the 
flooring now being installed is up to 
specifications. Still there are factors 
that will cause the best floor to give dis- 
appointing results. A reasonable 
amount of care must be taken at all 
times. Many people make the great 
mistake of saturating their hardwood 
floors with oil, whereas any preparation 
containing oil should never be applied 
to a hardwood floor. There is nothing 
that will give a hardwood floor a dirty. 
black appearance so quickly as oil. 
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Wax Once or Twice a Year 


[t requires very little labor to -keep ~.» 


hardwood floors in condition, for :they 
do not require constant waxing as"some 
people imagine they do. Wax should 
be applied only once or twice a year. 
In places where traffic is extremely 
heavy, such as doorways, floors may be 
waxed sparingly every few weeks. It is 
well to remember that it is not a good 
policy to wax a floor too much, for if the 
floor becomes very slippery, causing a 
customer to fall, it might involve a suit 
costing more than a new floor. 

Never wash a hardwood floor. Noth- 
ing is more injurious to a hardwood floor 
than water. If water should happen to 
get on the floor it should be wiped up at 
once. A long rubber mat makes an 
ideal protector on rainy days. During 
the rain this mat should be laid in the 
aisles leading from the entrances. 

If dirty spots should occur, and it is 
desired to wash them off, a cloth should 
be wet with cold water,wrung out as dry 
as possible and passed rapidly over the 
floor. A real wet cloth should never be 
used. In fact it is not at all necessary 
to use water in removing dirty spots. 
If a cloth saturated with liquid wax is 
used the spots can be removed just as 
satisfactorily and just as easily. 
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Stains and Liquids 


It happens at times that some liquid 
or stain that liquid wax or water will not 
remove is spilled on the floor. If it has 
penetrated through the wood there is 
nothing to do but to have the stained 
boards taken out and new boards in- 
serted. If the stain is a surface stain 
the best method to remove it is to apply 
turpentine to the stain and then rub the 
spot with steel wool until the stain is 
removed. The surplus turpentine 
should then be removed with a dry cloth 
and the spot rewaxed. 

If the gloss of the surface becomes dull, 
a weighted brush rubbed over it from 
time to time will restore it to its original 
luster. Such a brush should weigh from 
15 to 20 lbs., as this weight will elimi- 
nate the necessity of the operator bear- 
ing down on it, as would be necessary 
if a lighter brush were used. 

If a floor is of good quality and is in 
good condition, but its appearance is not 
what it should be, it is advisable in some 
cases to have it planed and refinished, 
after which a fixed method of keeping 
its appearance up to the standard 
should be adopted. 

Some stores that had hardwood floors 
installed over fifteen years ago still 
keep them looking like they were new 
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floors. A great percentage of appear- 
ance and condition can be traced to 
reasonable care. 

A tile floor requires a little more work 
to keep clean than a hardwood floor. 
This is due to the fact that most tile 
floors are of a very light color, usually 
white. Tile can be divided into two 
classes—glazed tile and unglazed tile. 
Glazed tile is very seldom used for floor- 
ing, its principal use being for walls and 
decoration. 


Cleaning Glazed Tiles 


To clean glazed tile nothing more 
than soap and water is required. This 
will remove almost anything from the 
tile. No cleaner containing anything 
gritty should ever be used on glazed tile. 
If a cleaner containing gritty sub- 
stances is used the polished surface of 
the tile will soon become very dull. 


Water and More Water 


In cleaning a tile floor use plenty of 
water, and change it several times. 


‘Water is the best thing for a tile floor. 


If the same water is used for a large area 
the floor will become dirtier than it was 
before the cleaning commenced—in fact, 
it will look as though it had been painted 
with dirt. 



























Fixtures 


incomparable fixture. 








Crystal Combination 


The fixtures with unlimited possibililies 
INTERCHANGEABLE PARTS 


Add to this the harmony, grace and beauty 
with which window displays can be executed 
with Crystal Combination Fixtures and you 
will readily appreciate the value 4 this 


“Creators of wood and glass fixtures” 


Crystal Fixture Co. 


263 - 264 Monadnock Block, Chicago 
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“‘Hubtip” “No Metal Tip”’ 


Trade Mark, U. S. Pat. Of. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS & REPEAT ORDERS 


‘‘Hubtips’”’ are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 


ee ee . -82.20 Per Gro. Strings 
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SPECIAL ASSORTMENTS SUPPLIED——PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 








FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 


[Your Finding Case, Does It Contain | 























Heavy work shoes can be made to give the wearer 
greater comfort and satisfaction by the use of “P&V” 
FARM SHOE DRESSING. This keeps them soft 


and pliable. It thoroughly protects the leather— 
making it shed water and resist barnyard acids 
which destroy the leather fibers. Recommend its 
use to your customers. 


PRICES 
25c Size....$2. 00 per Doz. => 00 per Gross 
15c 1,25 4.50 


’ Order from your Findings Jobber, or write us 
for information. 


PFISTERS VOGE EL LEATHER CO. 
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GLASS PLATEAUS WINDOW VALANCES 
Our Interchangeable Line of Glass Fixtures are unquestionably the best known and most largely used 
of any fixture on the market. They have real merit. They are rich and unobtrusive. They admit of 
constant changes. They are pre-eminently the fixture which lends itself to the new high up method of 
Trims. They are clear and transparent and lend themselves to any color scheme. They do not grow 
tiresome. They do not warp, fade or grow shabby. 

Note a few illustrations above. Ask for Catalog G.F. 

WINDOW VALANCES. A large variety of designs and a big stock on hand for immediate_delivery. 


Ask for Samples 


f 


CLASSIC PERIOD FIXTURES CLASSIC TRIM No. H.A. 476 
We show herewith a few numbers of our beautiful “Classic” Period Line of Wood Fixtures—the de- 
sign is the highest perfection of grace, and they possess a maximum of daintiness consistent with 
strength. The standards and bases are grooved out, which not alone gives an artistic finishing touch 
but serves as a vehicle for receiving relief coloring. Brown mahogany with gold relief is the finish 
now most in vogue, but all colors, such as Ivory, French Gray, etc., are furnished. 


Catalog L shows these, as also other designs of Wood Fixtures. 
WINDOW RUGS. Ask for circular in colors, also sample swatches New Draping Material. Ask 
for samples of Pando and Pania, we have them in a rare line of colorings. Samples Plushes also furnished. 











Visit Our Chicago or New York Show Rooms 


ere THE HECHT FIXTURE CO. 


Between Broadway and 4th Ave. 





Medinah Bldg., Wells St. and Jackson Blvd., CHICAGO, ILL. 

















System | 
Standard 








‘Ok IS OUR NEW MODEL 767. 
TWO-STRAP SADDLE STRAP 
OXFORD. ANOTHER ONE OF 
OUR MASTERPIECES. 


COMES IN GENUINE CALFSKIN AND 
TOP GRADE KID; OAK SOLES; 
**RED-LINE-IN’’ LINING; ALL SOLID 
LEATHER CONSTRUCTION. 


BLACK CALF $4.60 
MAHOGANY CALF 4.60 
LIGHT SHADE CALF 4.75 
MAHOGANY KID 5.00 
BLACK KID 5.00 


1 94 eh oy cee Oe) 
SIZES 2}9-8: AA AND AAA 
12-8 AND 9-8 HEELS 


STOCKED BY OUR DISTRIBUTORS FROM 
COAST TO COAST AT FACTORY PRICES 


WRITE OR WIRE FOR NEAREST SHIPPING 
POINT TO INSURE QUICK DELIVERY 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
SAINT LOUIS, U. S. A. 


FACTORIES: 
CARTHAGE, MO. BELOIT, wis® 
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Retail Shoe Stores Gradually Move North in 


With the opening of the new stores 
of I. Miller & Sons and Cammeyer on 
Fifth Avenue last month, there were 
concentrated within the short distance 
of three-quarters of a mile on that 
famous thoroughfare 11 stores handling 
nothing but footwear. The growth of 
the avenue between 42nd Street and 
57th Street as a shoe center has been 
accomplished in a single decade and 
now presents probably the greatest 
high-class retail shoe market in this 
country. 

Actual figures on the volume of 
business that will be done by these 
i] stores in the year 1921 cannot be 
estimated, for three of the stores have 
been opened within the last few months. 
{tis expected, however, that fashionable 
New York will spend several millions of 
dollars for its footwear in these stores 
before the year is out. In the Spring 
another shoe store is to be added to 
the number in the section, when a con- 
cern not yet ready to make a formal 
announcement will open a store on 
57th Street. 


Plenty of Business for All 


“Is there enough business on this 
section of the avenue to support all 
these stores)’ was asked of a shoe 
merchant who has been in business 
there for some years. ‘‘Yes,’’ he replied, 
“when we first came up here we noticed 
that traffic was much lighter than 
between 34th and 42nd Streets, but the 
change from a residence to a business 
section is being made rapidly and we 
find that traffic, and consequently busi- 
ness, is increasing each month.” 

The farther up the avenue, the more 
exclusive the store, is the prevailing 
opinion. From 42nd to 57th Streets 
now contains some of the best-known, 
exclusive gown shops, milliners and 
jewelers in the country. There are also 
several well-known art dealers and the 
up-town branches of several leading 
financial institutions. To the east lies 
Madison Avenue with its several well- 
known hotels and two blocks east is 
Park Avenue, now lined with the 
highest priced apartment houses in the 
world. To the west is the rapidly 
growing theatrical district. 


Pioneer Was A. Alexander 


The pioneer in the shoe business 
north of 42nd Street in this exclusive 
stretch of the avenue was A. Alexander, 
who opened his store at No. 548 in 
December, 1911. . A little over a year 


New York City 


later, in March, 1913, Alfred A. Kohn 
opened his shop at 505 Fifth Avenue, 
just off 42nd Street. 

These two had the field to them- 
selves until April, 1916, when Frank 
Brothers, who with the old Cammeyer 
store on Sixth Avenue gave an entire 
block to shoes, opened their upper 
Fifth Avenue store at No. 588. Frank 
Brothers also have another store on 
the avenue, just above 26th Street. 
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Hanan & Son, 
718 Sth Av. = Nev. 1920. 
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Sth Ave. 


Diagram Showing Present Location of 
Retail Shoe Stores on Fifth Avenue 


Less than a year later, in March, 1917, 
Hanan & Son established their first 
store in the district, opening an estab- 
lishment at the northwest corner of 
43rd Street. Their latest store in the 
district was opened toward the close of 
last year at the point “farthest north” 
at 56th Street. 


Then Came Walk-Over 


Walk-Over came into the section in 
the middle of the block between 42nd 


and 43rd Streets in March, 1919, 
followed the next month by Martin & 
Martin at No. 583, between 47th and 
48th Streets. 

The last year, however, has seen the 
most rapid development of the section 
as a shoe center. In February, 1920, 
J. & J. Slater opened an exclusive 
custom shoe shop just off the avenue 
on 57th Street. A Jittle Jater they 
opened a shop exclusively for men 
at No. 539, between 44th and 45th 
Streets, and discontinued the carrying 
of men’s shoes in their main store 
below 42nd Street. 


Then came the Hanan store toward 
the close of the year at 56th Street 
and within the past month the I. Miller 
& Sons store on the corner of 46th 
Street and the Cammeyer branch de 
luxe at No. 677, between 53rd and 54th 
Streets. 

Figuring 20 blocks to the mile, the 
district between 42nd Street and 57th 
is just about three-quarters of a mile. 
From 42nd Street to 48th Street is 
just slightly over a quarter of a mile, 
yet there are eight shoe stores in that 
distance. 


The Wealthy Are Patrons 


In the number of stores this district 
is rivaled only by the section of Broad- 
way between 34th and 42nd Streets, 
but the Broadway stores are not uni- 
formly devoted to such high-grade 
footwear as one finds on the avenue. 

Whence do these stores draw their 
customers? In great part from the 
wealthy people who live to the east 
and the north of this section and from 
the upper West Side, with which this 
shopping district is connected by a bus 
line. The advent of the automobile 
also has spread out the territory upon 
which an exclusive shop may draw. 
Many of these stores have customers 
from all parts of the country, many of 
whom order their shoes by mail. The 
transient trade, while helping to support 
the stores, plays a smaller part than 
most people would imagine. The 
majority of customers in each store, 
according to their managers, are “‘re- 
peaters.” 

Old shoe men in the section are wel- 
coming the newcomers with open arms. 
A feeling of “‘the more the merrier” 
seems to prevail, and probably no- 
where in the country is the spirit of 
friendly rivalry better emphasized than 
in this district. 
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QUALITY WITHOUT QUALIFICATION 





















A Line of For Rubber 

Top Value Heels We 
“All a Use “Spring 

Leather Steps” Exclu- 


Shoes sively 





















No. 125114—Highest Grade, Pye < Grain, - 
sia Calf Oxford, Step Rubber Heel, Sole 

Leather Heel Base, - ~} Comstere, Oak 
Inner and Outer Soles. T° Ff material 
used in every part. A, B, C, er . $5.00 


No. 175114—Russia Oi. Same construc- 
tion as above. A, B, C, D, 5 to 11... .$4.10 

















Bis; Scie Ss Pay 
Ca el ‘with th Sa 








No. 236213 RD—Boarded Russia Brogue Ox- 
ford. ek te ony he A ea) 


By © OD Bhs. cic casannteccesscessccces 


DEPENDABLE 


From Every Standpoint 


From YOUR STANDPOINT Pennington 
Shoes are dependable as sales and profit mak- 














Spring Step Surety 








hole, while most rubber ers. They have the quality of style, work- 
oe NE a manship and material which attracts trade 
at the swing at the back, thus and the good service which holds it. 







lect security for 


ing perf 
Sebel “first. fnclinod “to From YOUR CUSTOMER’S STANDPOINT 












——. Pennington Shoes are dependable because he 
The 8 nail! hole feneage to bus finds them so well and so honestly made. He 
SPRING STEPS an the most appreciates their ability to always make good 
oughly i alee of rubber in service. 





Pennington-Crowell Shoe Co. 
MANCHESTER, N. H. 


















Quality Manufacturers of Men’s Fine Welts 
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STOCK 

























































































White Nubuck Ball Strap Oxford _—— 
Goodyear Welt = 
12/8 Heel 


Widths A-D. Price....... $4.75 = = 
SSS 
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Uniform 











TANNERS CUT SOLE CO. 


ak and Union Cut Soles of 
uality, Cut and 
Sorted to Standards by Ex- 
sor aM Enlarged Capacity and 
arie 
to pare Ne all demands. 

Large Capacity—Prompt Service 
MANUFACTURING PLANT: 
90 Wareham Street 
BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 





rades enable us 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 














A REAL INDIAN MOCCASIN==; 


No stitching touches the foot. 
Flexible sole. Plenty of room. 
Wonderful house and play shoe 
for Infants and Growing Chil- 
dren. Made in Smoked, 
Tan and Dark Brown. 


PRICE VERY ATTRACTIVE. 


Inquiries prompily answered. 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 











— Oe — f a 4 











We Will Soon Be In Our New Home 


After May Ist, 1921, we will occupy the entire building 
at 159 Duane St., New York City. 
JOT THIS DOWN IN YOUR BOOK. 


CO. 


New York City 





Now at 


111 Reade St. 


Until we get settled, we crave the indulgence of our 
customers upon our inability to handle all of the 











RR 





business now being sent us. 















ALL LEATHER 
WELTS 


ALIFETIME OP 
SHOEMAKING 
EXPERIENCE 


Pele BAVEREY 


HARNEY, TRACY, CREHAN CO. 


FACTORY « 589 ESSEX ST., LYNN, MASS. 











BOSTON OFFICE: 10 HIGH STREET. 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND ~*~ 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


3382 Summer St., 










as 


First originators in Pull- 
man Travelin Slippers 
with a perfect fit, and bet- 
ter than ever. 

Special Prices 
Made in Dull Cabrettas, 

$16.00 per doz. pairs 
Made in Glazed Kid, 

$18.00 per doz. pairs 
Colors—Black and Brown 


Samples on request 


M. GUSTIN CO. 


39 W.19th St. New York City 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his oe. 
If he does not read English, he should be written to 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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| PINGREE 
SHOES 


















IN STOCK 


for Immediate 

















Shipment 
| ¥ P 
| \ Gibson 
—No Tacks | 3 NX 
—No Nails ‘ La st 
Note the Button and 
New Prices Lace. Foot- 


form Last. 













ee eLIIMIMelIMIILeliiiiiiellliiiitieliiiiiitiel iin Le itil 






Smoke Elk,........ $2.00 Smoke Elk......... $2.25 | 
wm Elk.......006 2.00 Brown Elk.......... 2.25 
Cordo Lotus........ 2.00 Cordo Lotus........ 2.25 | 
Gun Metal......... 2.00 Gun Metal......... 2.25 
TRUITT BROS., Ine. : | 
BINGHAMTON NEW YORK pa ie ern 
TOUTTTOMOMOUNOUMNOMMNNO 7 en: ae — 













has the call today. 
Price $7.50 per pair. 





PINGREE Shoes not only insure 
satisfaction but command con- 
sideration from those buyers who 
| are seeking to sell stylish and 
FULL BROGUE CORDOVAN ll | quality footwear with real work- 
‘an Gar meen cae. —. | manship in it, to their customers 
m= || at a POPULAR PRICE. 




















































3 Weeks’ Delivery 
Guaranteed 


THE HEEL OF THE HOUR | 
EEE F. C. PInGREE Sons Co. 


POOLE & JOHNSTON 


BIZOCKTON ,MASS =~ DETROIT MICHIGAN 












































Ree Gees guichmong—s 
wn, an, self-act- 
; } A 


t service heel for me: 





ERATOR Nt EB ore ae 




































































“Storm” —a hig h- 
cul, rain-protecti;; of 
slipper for women 
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up 
ple 
ser 
| | roc 
ber 
“Focthold Croquet’ 
—Smart, easily ad- ; _ 
justed, snug filling the 
rubber for women. ‘ 
are 


Spring Profits | 
In “U. S.”’ Rubbers 


Many dealers are building plus business 
by selling light rubbers with Spring shoes. 
“U.S.” Rubbers combine all the elements 
of style and service to satisfy the most 
particular trade. Order now and increase 
your season’s turnover with a Spring stock 
of fast selling ‘‘U. S.”” Rubbers. 





United States Rubber Company 
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Rubber Footwear 
The Market Situation - Prices and 
Style Information - Trade Notes 
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The Manufacture of Tennis Footwear 


By WILLIAM SEWALL 


Advertising Department, Footwear Division, Converse Rubber Shoe Company 


he making of the tennis shoe, which 
is having such a wide vogue for outdoor 
Summer wear, follows the general line 
of procedure for the manufacture of the 
light rubber and gaiter, previously de- 
scribed in the ““Recorder.’’ There is this 
di'Terence, however: the canvas or duck 
upper, whether lined or unlined, is com- 
pleted in the stitching room before it is 
sent to the maker. 

The cut stock is sent from the cutting 
room in bundles according to the num- 
ber of pairs and sizes called for, with 
quarters and vamps stamped to show 
the size and kind of shoe for which they 
are cut. The stock then passes through 


Putting in Eyelets by Machine, an 
Operation Which Can Be Performed 
al the Rate of Five Pairs of Tops 
a Minule 





the hands of from ten to fourteen stitch- 
ers, each completing one stitching opera- 
tion. The upper, or “top,” is then run 
through a cement machine which puts a 
line of cement half an inch or more in 
width around the inside at the bottom 
of the completed top preparatory to 
lasting. When this coat of cement has 
been allowed to dry, the upper is ready 
for the maker. 


The Lasting Operation 


The lasting operation is the same as 
on the gum shoe lining, the maker plac- 
ing a cemented insole on the last held 
bottom up, pulling over the cemented 


VAMPING 


Start of Operation Which Joins 
Quarter to Vamp 





edge of the top beginning at the toe. 
working around to the heel, and finish- 
ing in the shank. - The edge that has 
been lasted over is then rolled down, the 
excess stock skived off, and a composi- 
tion filling sole fitted in to make a 
smooth bottom. A coat of cement is 
next put on with a brush, covering the 
bottom and laying an even line around 
the lower edge of the “‘top” to a width 
of about three-eighths of an inch, 
widened to an inch at the toe. Atter 
two more coats have been applied and 
allowed to dry, the bottom is covered 
with a fabric filler, the fabric toe cap is 
placed, and a strip of gum, or “‘foxing,”’ 





VAMPING 
Completing the Operation 
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A Reliable Leather Replacement 
























The manufacturer who uses counters cut 
from West Virginia Fibre Board gives the 
purchaser a counter of high quality at a 
reasonable price. Demand that your 
counters be made from West Virginia 
Fibre—A Reliable Leather Replacement. 












Pulp Products Department 


West Virginia Pulp & Paper Co. 


200 Fifth Avenue, New York, N. Y. 
732 Sherman Street, Chicago, Il. 
Mills, Covington, Va. 
















WEST VIRGINIA PULP & PAPER CO. 
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Stitching on Horsehide Vamp Stay; 


Operation 


Half Completed, with 
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One Side Stitched 


is laid around the edge of the shoe so 
that it exactly covers the cement line. 
A gum toe cap is then rolled on and a 
heavy strip of tape, or “‘piping,”’ is laid 
over the lower part of the foxing as 
additional reinforcement. The bottom 
of the shoe is cemented again and 





Lasting—the First Operation in 
Making the Shoe; Toe Is Shown 
Pulled Over and Attached to Cement 
Side of Insole 


when dry is ready to be _ outsoled. 

This last operation is now done chiefly 
by machine, which not only saves time 
but rolls the gum sole solidly into place; 
so that after it has been “‘stitched”’ with 
a serrated roller, and then vulcanized, 
the gum outer sole is more firmly welded 


The Shoe Completely Lasted and 
Skived, with Sole in Place and 
Ready to Be Rolled Down 











Stitching on Horsehide Vamp Stay; 
Completing the Operation 


to the bottom of the shoe and will con- 
sequently wear longer. 


Ready for Cure 


With the outsole rolled on, either by 
machine or by hand, the shoe is ready 
for the cure, which is either steam or dry 








Putling on Cement Line Over Which 
Fozing Is Laid 
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“Stitching” Down Piping and Foz- 
ing to Insure Tight Seams 


air, according to the stock used in the 
shoe and the service for which it is 
designed. 

At the present time, the Converse 
Rubber Shoe Company is making many 
of its tennis shoes by a machine process 
similar to that described previously in 
the “Recorder” for making heavy 
arctics and gaiters. 


Crude Rubber Market 

Although demand for plantation rub- 
ber was light at the time of this writing, 
March 19, the factories still being prac- 
tically withdrawn from the market as 
buyers, while speculative interest is 
dormant, there is a general disinclina- 
tion on the part of holders to do busi- 
ness at present levels. That appears to 
be the only reason for the firmer tone 
that has developed recently, resulting in 
a moderate advance. There appeared 
to be no sellers of ribbed smoked sheets 
on the spot or for March arrival under 
174c, while futures were nominally 
quoted at 18c for April-June arrival, 
1914c, for July-September and 21c for 
last half of the year. Paras and Centrals 
were without fresh features, prices being 
unchanged in a very quiet market. 


Rubber Quotations 








Para—Up-river, fine...... 18 @.. 
Up-river, coarse....... 1134@12 
TORE, BOB 6s a0 6.501006 -- @18 
Island, coarse......... 114%@12 
Caucho, ball, upper.... 14 @14% 
Caucho, ball, lower.... 11 @11% 
Se er ree lk @.. 
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Plantation—First latex pale 


Aer en On et @104% 
Brown crepe, thin, clean @14% 
Brown crepe, rolled.... 124%@.. 
Smoked riBbed sheets.. 174%@.. 

Centrals—Corinto........ 12 @.. 
POMOPGNER....c.c.c.0s IF -@.. 
Guayule, wet......... 15 @l 
Guayule, dry.......... 25 @.. 


Balata, block, Trinidad 53 @.. 
Balata, block, Colom- 


| RS Ca ee 38 @39 
Balata, Panama....... 36 @37 
Balata, sheet.......... 65 @68 


Scrap Rubber 


Present business is extremely light 
and the outlook is for an early improve- 
ment. Prices are nominal and the tone 
weak. 

Boots and shoes......... 4 
Arctics, trimmed........ 3 
Arctics, untrimmed...... 2 
Tires-Automobile........ 1 
Bicycles, pneumatic ...... 1 
Hose steam, fire......... 
Inner tubes, No. 1....... 
Inner tubes, No. 2....... 


> ol 


xe! 


Diy 
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Louisville Notes 
To Dissolve Shoe Company 


Mrs. T. C. Mullins, wife of the late 
Henry J. Mullins, of the Hub Shoe Co., 
as president of the company, and ex- 
ecutrix of the will, has filed notice of 
dissolution of the corporation, and has 
called on all claimants to present their 
claims on or before April 1, 1921. 
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The Complete Shoe, with Outsole 
Rolled On, Ready to Be Cured 


Retail Firm Incorporated 


Articles of incorporation have been 
filed by Jake Ades, for years operator 
of Jake Ades L. & N. Boot and Shoe 
Shop, in which the company is char- 
tered as the ““L. & N. Shoe Store, Jake 
Ades.” The capital is $20,000, and 
debt limit $30,000. Mr. Ades, Maurice 
B. Ades, his son, and Murrell J. Ades 
are the incorporators. 








Safe Blowers Busy 


Just a few weeks ago thieves blew a 
safe at the shoe store of Byck Brothers, 
spoiling the safe, but only getting about 
$250, as the inner door couldn’t be 
opened. Since that time retail mer- 
chants have been banking Saturday 
night, and not carrying much cash 
over Sunday. For this wisdom J. C. 
Fedler, Jr., of the Boston Shoe Co., is 
thankful, as thieves did a nice clean job 
of blowing his safe on March 13, Sun- 
day, getting a little small change, and 
$200 that was placed in the safe. 


Leaves Realty to Sons 


In the will of the late John J. Schulten, 
formerly head of the jobbing shoe house 
of John J. Schulten & Sons, realty of 
$50,000 is left to his sons, Alexis and 
Leo J. Schulten, who have been in 
charge of the business for four years. 
The entire estate was left to the two 
boys, who had been with him in busi- 
ness for years, and who took over his 
interests in the business. No cash was 
mentioned in the will. 
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The THREE Magic Words 
That Tell Why 





"fle Shoe that is “Tailored “ 


is the fastest selling—most enormously popular— 
most successful shoe on the market. 


“TAILORED” Novelties, each season, over and 
over again—set the TRUE fashion. 


To a few more dealers we offgr a most remunera- 
tive Agency proposition. 
Wire or write— 








What Are ‘“COBBIES’’? 
| All the Young Women Will 
| Wear Them This Fall | 





“Wise Shaw & Feder G. 


Cincinnati 


Cindi ty! 
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of Leather 
Supplies and Prices 


LUe TULLE eI Pe LILI Pe Ti IITTTLe TPIT Te LIT e LIM e titititt Me MILLE ULL WU he HILL he LIL it 





97 







1 








: Te iI iN Te NTITT 











—_ 


| 













Leather Business Dragging 


Some Activity Continues in Light and Fancy Upper Leathers, but ‘Business as 
a Whole Lacks Steady Trading in Volume—No Important Changes 


The principal business in the upper 
leather market the past week has been 
the continued call for colors and light 
leathers for women’s novelty footwear. 
The expected call on more staple leath- 
ers has not materialized, and the 
market does not show the improve- 
ment which was expected. Prices do 
not show the firmness that they did 
several weeks ago. The activity in 
side leathers is not up to expectations, 
and the feeling now is that immediate 
future business will depend upon the 
results from salesmen who are now: out 
among the retail shoe trade. 

While shoe factories at Haverhill 
and Lynn are active on early Spring 
goods it is stated that there is not much 
in sight after that unless orders ma- 
terialize from the salesmen’s visits 
among the retailers. 

The trade, however, is somewhat 
spasmodic, and some leather dealers 
and tanners report a fair business, 
especially as compared with what it 
was some months ago. Some tanneries 
which were practically closed down 
around the first of the year are now 
running at half capacity, which de- 
notes at least some improvement. The 
glazed kid situation is much better than 
a few months ago, and it is reported 
that more leather is being sold than is 
now coming from the tanneries. The 
export business is small, but the buying 
on the part of domestic trade is sufficient 
to make up in the aggregate a fair de- 
mand for kid leather lines. 

The sole leather situation shows a 
little improvement. Shoe manufac- 
turers and other buyers are looking 
over the market, inquiring for current 
prices and placing some orders for 
sample lines. There has been little 


change in sole leather quotations for 
some time past. 


The present prices, 


however, denote a loss on cost of pro- 
duction. While hides have reached a 
very low point there has been virtually 
no reduction of tanning expenses in 
overhead and wages, especially in sole 
leather production. 


Calf Leather 
A fair call continues for the various 
grades of calf leather, especially in 
colors. The dark shades and the new 
tan'shade of calf are in best call. Prices 
for full grain colored calf from the best 








‘ Comparative Leather Prices 


While there is no standard of leather quotations today,in view of the wide 
range and absence of active trading, we give herewith a list of prices of reported 
sales as compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


en | aE on ae ay Nae a ae 
ee NG ro en okk 5 cdo 0.6000.00010000%8 
ee 
Glazed kid (colors, best quality)........ 
Glazed kid (medium, black and colors)............. 
Glazed kid (cheap to medium).......... 
Side leather (colored) ..........cc.c000. 
SRG POREMOP CIBRGR) 0.0.55 c ccc ccccceccece 
RN oo os :k.5..54s6-4,050, 5d lane 
IN CIO 55 cocks cscsacscodcdene 
I PII ira hacdas Ries dv a waedn se wéedinwise 


March 22, 1920 March 22, 1921 


sieeeteieas $1. 25@$1.35 $0. 60@$0. 75 
1.20@ 1.30 .50@ .60 

Rrra oC 1.00@ 1.20 40@ .55 
2 dialer 1.25@ 1.40 .75@ 1.00 
—@ 1.00 -40@ .60 

WP ee cae -18@ .55 —@ .40 
ached ne .55@ .85 -25@ .35 
aoe eae .50@ .75 —@ .30 
ee .55@ .75 —@_ .30 
SPOR eee .70@ 1.00 -40@ .50 
siapiavetnante .85@ 1.05 -45@ .50 
PT are .90@ 1.00 .40@ .50 


Sole Leather (Price per pound) 


NE MR sed. or he 5.90 6, dx A ais wept 
I: MINED CUI 6 66.6 00:08 6. diks 60.6 aratn aa aaeare 
| a era era 
Oak No. 1, bends (shoe stock).......... 
Oak bends (finders use)................ 
UR Rs Ri ON oo Sia sors dais bb os ok wide ie 


: aaa $0.56@$0.57 $0.383@ — 


.54@ .55 34@ — 
559d Sea .84@ .85 -53@_ .58 
oop ea enare .75@ 1.00 .60@ .70 
scale eiane 1.00@ 1.20 -85@ .95 
Keb eeseg .82@ .84 .50@ .60 


Raw Hides and Skins (Price per pound) 
Native steers, as used in sole leather, harness, etc...$ —@$0.35 $0.13@ 13% 


Heavy Texas steers, for sole leather.............. .30@ .32 .09@ .10 
Light native cows, for side upper leather .. —@ .35 —@ .10 
Branded cows, for light sole leather........ —@ .30 —@ .09 
No. 1 buffs, for heavy upper and side hiedhes..  .23%4@ .30 .0O7@ .08 
No. 1 Chicago City calfskins, for fine calf leathiv... .45@ .70 -10@ .16 
BN) TO IE TONE 66.55 Sok oo 5c Sete te vic owe .30@ .50 .08@ .13 
B. A. hides, for hemlock sole leather .. .... —@ .32 .16@. 16% 





98 BOOT AND SHOE RECORDER 








Mar. 26, 1921 








“In Stock—Ready to Ship! 


A Complete Line of Oxfords and Strap Effects 
for Young Ladies, Misses and Children. 


McKays and Welts 


Made up in the Usual K-Z Quality—Samples Submitted by Express Prepaid 


-_ 


 < 


No. 360 
Young Ladies’ Black Kid 1 Strap, McKay. 
Made on Young Ladies’ Last No. 202. Sizes 
2-8, B, C and D widths $4.00 





No. 365 


Same in Chocolate Calf 1 Suen. ao takas. 
Last No. 202. Sizes 244-8, B,C and D 


~ 


“a8 





No. 2721 


Chocolate Calf 5 ~~ Lace Oxford, Welt, 


Toe Wide Last N 0. a Low Heel. Sizes 
ps3, C and D widths............... 
SHES, GG co conccccccccccces 4.10 








No. 719 
eters Co 5 Byrne hase Otes d. Made on 

No. 2081 o. 111. Sizes 11 
Patent Colt, Instep Welt. } _ wlirpatheol cee teres. 7 
on ty By age * ince 5-8, D and E eshcdieane _ 
widths oo se winter ooo ages et: aiiee inn tei 
ae, Deas © wile = eet es $3.25 


Sizes 214-544, C width................ 3.75 


No. 701 ms 


No. 2327 





Patent Colt Instep Strap, McKay, Medium 

Wide Last No. 51. Sizes 8144-11, D width. a one, Ladies’ Chocolate Calf, 5 Eyelet inn 
$2.50 , Welt. Made on You 

Sees BEFE-E, DP WOM. cide ccccccccccc 2.85 Oxlord 302. Sizes 2-8, B, C sei Boe ed oan 25 


The above are only a few of the large assortment we carry in stock 
Send us your orders—Quick Service and Satisfaction Guaranteed 
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raw stock are quoted at 50c and 55c, 
45c per foot for medium and 35c for 
low grade. Snuffed calfskins are held 
at all the way from 25c to 45c per 
foot. The best grade of ooze ranges 
from 80c down to 65c, 50c to 60c 
for medium, 35c to 45c for the lower 
grades. The call for suede skins con- 
tinues unabated where the proper 
shades can be obtained. 


Side Leathers 


The lighter varieties of side leather 
are in best call, especially full grained 
chrome in colors. These are quoted at 
55c to 40c for top grades, 30c to 35c 
for medium and 25c to 28c for low 
grades. Colored chrome snuffed sides 
are quoted at 30c to 33c per foot for 
the top grades. There is some call for 
combination bark tanned sides rang- 
ing from 15c to 30c per foot. Colored 
buck sides are in good call with price 
still ranging from 50c to 60c per foot 
for the top grades, 40c to 45c for me- 
dium and 30c to 35c for low grades. 


Glazed Kid 


The best call is for colors in the new 
lighter tan shades with the dark shades 
also in fair call. Buyers find it hard to 
decide exactly what shade they do wish. 
As a matter of fact the tendency has 
been to indulge purchasers too much 
in the matter of colors, and the experi- 
ence of less than a year ago was that 
the slightest variance allowed too much 
latitude as an excuse for cancelling. 
The finest shades and the finest leather 
is now being placed on the market in 
the history of the trade. There is 
virtually no change in price over quo- 
tations published last week, and a fair 
call exists even for staple lines. 


Patent Leather 


The interest in patent leather in- 
creases and japanners have resumed 
work on part capacity. There are in- 
dications of a revival of this business 
which has been quiet for some time. 
Full grain patent sides are quoted at 
45c for top grades, 40c for medium and 
35c for low. The export demand is 
very slow at the present time. 


Sheep Leather 


A better call has been in progress for 
sheep leather. Colors of the various 
shades are wanted, with grays and 
browns predominating, but there is 
considerable call for white sheep. The 
top price is 26c to 28c for ooze sheep in 
colors, around 22c to 24c for best lining 
stock, and prices range downward ac- 
cording to quality and kind of skin 
wanted. 


Pittsburgh Notes 
STRAP OXFORDS POPULAR 


Gray Suedes in Greatest Demand 
Among Spring Buyers 


Early expectations as to the popu- 
larity of strap oxfords are more than 
being borne out. The premature advent 
of Spring weather found the strap 
slippers the most popular buy. Its 
closest competitor in the way of de- 
mand was the saddle strap oxford. 
Local dealers are almost unanimous in 
the belief that the warm weather will 
mean a bigger white season than for 
several years past, while the attendant 
fad in the straps seems to indicate that 
white straps will have the call. Judg- 
ing from early displays and various 
buyers’ opinions, sport oxfords, white 
strap slippers, and the same with colored 
trimmings will also be big sellers. 


Department Store Fails 


Blattner’s, the largest women’s de- 
partment store in McKeesport, re- 
cently filed a voluntary petition in 
bankruptcy. Shortly after the appoint- 
ment of a trustee, three Bortz brothers 
of the same town took over the assets, 
and are preparing to operate the store 
on an even larger scale than it has 
hitherto been operated. The new 
owners will supply much-needed capi- 
tal, and intend to replenish scant stocks 
in all departments with special atten- 
tion to the needs of the shoe section. 
The name of the new organization has 
not yet been decided upon, for the pres- 
ent the old one remaining. 


Enlarging Quarters Helps 


Petty’s Bootery, a women’s estab- 
lishment on Stanwix Street, which is a 
comparatively recent addition to the 
list of retail merchants, following re- 
cent enlargement of their quarters, has 
been running a sale for the past week 
and meeting with heavy returns. The 
firm handles Stetson shoes. The fact 
that the establishment is on the out- 
skirts of the high rent district is taken 
advantage of in the newspaper ad- 
vertisements. 


Offer Public a Variety 


The plan adopted by Verner’s ad- 
vertising department, which calls for 
almost daily advertising in all the local 
evening sheets, puts that firm in a class 
by itself as being the only exclusive 
shoe organization to conduct daily ad- 
vertising. The ad presents one new 
style each day, with very little copy in 
description, and usually the price men- 
tioned. This growing organization, 
besides being near the top in point of 
largeness, is thus following an adver- 
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tising policy commensurate with its 
size. 


Commends Western Ideas 


Commenting on the _ recently-an- 
nounced platform of the Western Asso- 
ciation of Shoe Wholesalers, a local 
merchant had words of praise for that 
organization’s stand with regard to 
cancellations and returns, character- 
izing it as ‘‘the ultimate rule.”” There 
is no reason, he stated, why contracts 
made in good faith for the purchase of 
shoe stocks should be altered in the 
least, unless by some accompanying 
agreement. It is a poor rule which 
can’t work both ways, he said, and it is 
only good logic that buyer and seller 
alike should be bound. With this as a 
basis, any disputes referred to the 
properly authorized arbitration com- 
mittees will avoid bothersome litiga- 
tion. 


Build Children’s Section 


Frank and Seder’s have just installed 
a new children’s section, which will be 
run as a distinct part of the whole shoe 
department, and not in conjunction 
with the other sections as heretofore. 
There will be special saleswomen to 
wait on the particular trade, while an- 
other feature will be small-sized chairs 
so that the child may sit and be fitted 
with comfort. Hobby horses, swings, 
and other novelties will be built in the 
department so that the child can en- 
joy itself as if it were at home. This 
department, as well as the rest of the 
shoe department, is under the manage- 
ment of A. M. Bibro. 





Fight Tax Assessment 


Byck Brothers of Louisville Go to 
Law Over Action Taken by Assessors 


Byck Brothers have started a legal 
war to avoid paying a tax of $600 to 
which they claim the city is not en- 
titled. The taxing period is based on 
stocks on hand as of September 1, 
which of course is about the lightest 
season in the year for the shoe merchant. 

Last September Byck Brothers claim 
they made a return of their taxable 
property to the proper authorities of 
the city, listing therein their stock, 
fixtures, etc., as of a total taxable value 
of $46,000. Then, they claim, the as- 
sessor arbitrarily changed the return 
and taxed them on a $76,000 value. 
Byck Brothers say they are willing to 
pay the tax on the amount set forth in 
their return, which would be $920. The 
sum sought to be collected by the taxing 
authorities is said to be $1,520. The 
court is requested to order the assessor 
to accept the return as made by the 
plaintiffs. 
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WILSON WITH WILLIAMS 
Editor of ‘‘Live Wire’’ Says World 
Is O.K. 


Charles E. Wilson, who travels for 
the Arthur A. Williams Shoe Company, 
is editor of the “Indiana Shoe Travel- 
ers Live Wire,” a monthly bulletin. 
The Sixteenth Edition of the “Live 
Wire’ is full of important news on 





CHARLES E. WILSON 
With Arthur A. Williams Shoe Co. 


association doings of the Indiana State 
Convention, in which the Indiana 
shoe travelers took a prominent part, 
some ‘‘Newsy News,”’ “‘Special Notice,” 
‘Photographically Speaking,”’ a poem 
entitled “‘Appreciation” and “Screen- 
ings.’ Mr. Wilson has received many 
compliments on his first issue of the 
“Live Wire’ under his editorship. 
One of his editorials reads— 
“Pessimism would quickly vanish 
from the earth if the pessimist could 





The traveling shoe salesman 
whose photo appears in the circle 
above is J. G. Spurlock, who 
sells the Lape & Adler line in 
Texas. This is Mr. Spurlock’s 
first season with the Lape & 
Adler Shoe Co., but he is an 
enthusiast and writes to the 
*‘Recorder:” “Mr. Lape is build- 
ing the greatest line of its kind 
in America today.” 

Send in your photos, boys. 
We want ’em for this depart- 
ment! 











be induced to discard his primitive 
mental picture-making equipment for 
more efficient apparatus that will 
work all the year round in all kinds of 
weather. There is really nothing the 
matter with the world. It’s just as 
good as it was the first day the Creator 
pronounced it so. The human race 
has mussed things up quite a bit, and 
scratched the furniture in places, but 
nothing has been seriously damaged. 
The trouble is some of us are out of 
focus with the world and each other. 
We get distorted impressions and others 
of us are too narrow minded to admit 
enough light to give us a clear under- 
standing of things.” 


Murdock with Condon Bros. 


Phil S. Murdock, who for the past 
10 years has represented the Civilian 
Shoe Company in Pennsylvania, north- 
western Virginia, Baltimore and Wash- 
ington, has severed his connection with 
this firm to join the salesforce of Con- 
don Bros. & Co., Brockton. 

Mr. Murdock is now in his old ter- 
ritory, for which he left New York on 
Monday of last week. He is a member 
of the Pennsylvania Shoe Travelers’ 
Association. He states that he has 


some live numbers in the new samples 
which he is now showing his trade, with 
ball straps and perforations galore. 


WITH HELMING-McKENZIE 


John J. Wittmann Will Travel New 
York and Pennsylvania 


John J. Wittmann, 32 Lonsdale 
Road, Buffalo, N. Y., has joined the 





JOHN J. WITTMANN 
With Helming-McKenzie Shoe Co. 


salesforce of the Helming-McKenzie 
Shoe Company, Cincinnati, and will 
represent them in the States of New 
York and Pennsylvania. 

Mr. Wittmann, who has a wide ac- 
quaintance in the retail shoe game and 
who had been a retail man from the 
beginning, will continue his art in sales- 
manship by handling the H. & M. line. 
He makes his debut by a short trip this 
month with some advanced styles in 
“H. & M. Hy-grade”’ welts and turns. 
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TROLAND CLEARE 


OFF ON SPRING TRIP 


Field & Flint Co. Salesmen in Ter- 
ritories 


The last trunk has been packed, the 
last ticket bought, final instructions 
given, and the salesmen of Field & 
Flint Co., makers of “‘Korrect Shape”’ 
shoes, are out in their territories. 

For two months the salesforce has 
been in daily session with the executives 
of the company, discussing styles and 
the condition of the shoe business from 
the standpoint of both the leather 
market and the needs of the retailer 
today. 

Now the job has been finished and 





ris 


NATT. F. STEVENS 


the result will be shown retail merchants 
in every state in-the Union when their 
sample trunks are opened. 


Salesmen Enthusiastic 


Every member of the force from 
Charlie Davis, the ‘‘Noblest Old Roman 
of them all,’”” whose memory harks way 
back to the days when shoes were sold 
to dealers tied up in bunches like the 
imported onions you see on fruit stands, 
to Cliff Ward who is starting out with 
a shiny new trunk on his initial trip 
this season—all, every mother’s son of 
them, are chock full of enthusiasm over 
the ‘‘Korrect Shape”’ proposition and 
well they may be. Never before in the 





L. P. MOTLEY 
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E. A. SMITH 


almost three-quarters of a century that 
“‘Korrect Shape’ shoes have been 
recognized as one of the highest types 
of fine footwear has the line contained 
such varied and excellent examples of 
fine shoe making. 


Shoes Carefully Planned 


The designing of these samples was a 
matter of weeks of careful thought, 
study and planning in which the officers, 
executives, buyers and salesmen de- 
termined lasts, patterns, trims. Presi- 
dent Fred F. Field personally passed 
judgment on every shoe designed, alter- 
ing its lines and offering suggestions that 
would make the shoe better balanced. 





OLIVER WENDELL HOLMES 
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Mr. Field is one of the remaining few 
real old-time shoe makers who know 
shoe construction and shoe craftsman- 
ship from every angle. His experience 
and judgment are invaluable. They 
are responsible for the distinctive re- 
finements evidencing the finest type of 
custom shoe making which are char- 
acteristic of ‘‘Korrect Shape” shoes. 


Loyal Co-workers 


Most of the salespeople have been 
with the firm for years, many of them 
have grown up with the company, an 
integral part of it, and have never repre- 
sented any other line of shoe making. 

Ed Shipp came with the company as 
a boy and has traveled every state in 
the union with the ‘“Korrect Shape”’ 
shoe line. 

Charlie Davis has been with the 
company for more than a score of years. 

Lou Motley stepped out of a retail 
store in Birmingham, Alabama, years 
ago to sell ‘““Korrect Shape”’ shoes be- 
cause they looked good to him. He 
still does because they still do. 

Cushing cut shoes and boaght leather 
for the making of “‘Korrect Shape”’ 
shoes years before he went out on the 
road to sell them. 

E. S. Ruggles came to the firm as a 
boy. He worked in the order depart- 
ment until he was old enough to wear 
long pants and get out on the road. 

C. L. Ward has worked his way up 
from hob-nailing army shoes in the 
making room to head of the cost de- 
partment and this season goes out on 
the road. 

While Holmes basn’t lived a very 
long life as yet, what there has been 
of it, at least the working part, has 
been spent with the makers of “‘Korrect 
Shape” shoes. 

While Natt F. Stevens has not been 
with the company as long as most of the 
others, he has been adopted as a member 
of the family and fits into the organi- 
zation -as well as though he had been 
with it all his life. 

And so on, through the list, Thomson, 
Wasser, Smith, Jones, Wood and Flow- 
ers—the men who sell ‘‘Korrect Shape”’ 
shoes find them such good shoes, and 
the company that makes them so fair 
in its dealings, that other pastures do 
not look so green. 

And, as Natt Stevens so aptly put 
it at the last meeting of the salesmen, 
prior to his trip—‘‘Such loyalty to one 
another and to the institution they 
represent is something that cannot be 
bought or artificially created. The 
men must believe in themselves, in one 
another and in their proposition, and 
they do, here with Field & Flint Co., to 
a degree that I have never in all my 
experience seen anywhere else.”’ 
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TWEEDIE HUSTLERS 


J. B. Miller and Kemp Grimshaw in 
Territories 


J. B. Miller of Pittsburg, Pa., has 
made arrangements to represent the 
Tweedie Boot Top Company of St. Louis 
in the States of Pennsylvania, Virginia, 
West Virginia, Maryland and Dela- 
ware. He has for a number of years 
been representing the Tweedie line in 
Southern Atlantic Coast States and on 
account of Ifis success and ability has 











O. B. HARDCASTLE 


O. B. Hardcastle will shortly be in 
his territory (Texas, Oklahoma, Ar- 
kansas, and Louisiana) with the Boyden 
Shoe Manufacturing Company’s sam- 
ples for Fall. Mr. Hardcastle is a new 
man with the Boyden line, but will 
feel right at home with the trade in his 
field, as Dallas, Texas, is his home city, 
and he is well acquainted in the South- 
west. 








been given a larger or richer field to 
work. 

Mr. Miller has now been out several 
weeks and is getting the business; he 
also covered the Pennsylvania Shoe 
Retailers’ Convention at Scranton and 
the Ohio Valley Retail Shoe Dealers’ 
Convention at Cincinnati. Mr. Miller 
is an “‘old head”’ in the shoe game and a 
popular man with the trade in the above 
territory. 

Kemp Grimshaw is now covering the 
States of Missouri, Kansas and Okla- 
homa for the Tweedie Boot Top Com- 
pany of St. Louis, and the Tweedie 
Footwear Corporation of Jefferson City, 
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Mo. 
shoes). 

Mr. Grimshaw has for a number of 
years been in charge of the Order and 
Warehouse Department of the Tweedie 
Boot Top Company, is thoroughly 
familiar with his lines, and is an 
authority on boot top fitting. 

Mr. Grimshaw covered the Mis- 
souri, Kansas and Nebraska Associa- 
tion Convention held in St. Louis and 
then started on his trip through Mis- 
souri. In the short time he has been 
out he has met with favorable response 
from the trade and has been com- 
plimented many times on his new sam- 
ples of boot tops and shoes. 


(makers of high grade women’s 


Harkins with Menihan 


Daniel J. Harkins who for nine 
years traveled for the Julian & Kokenge 
Co. joined the salesforce of the Meni- 
han Company March 1 and has been 
busy “knocking ’em dead’’; at least 
that is what he said when on Wednes- 
day, March 16, he “breezed’”’ into 
the style show being held at the store of 
Thomas F. Peirce & Son, Providence. 
After “looking the models over’ he 
selected two of the most charming young 
ladies for another style show the same 
day at 7:30 P. M. in the big store of the 
Martin Shoe Company, Woonsocket, 
R. I. “Dan” makes the cities of the 
Eastern States and Canada. 


SCOTT WITH LAMBERT- 
VILLE 
Issues an Advance Card to Trade 
on His Whereabouts 

Walter T. Scott, known everywhere 
as “Snag-Proof” Scotty, member of 
the Indiana Shoe Travelers’ Associa- 
tion and “‘many others,’”’ has recently 
sent an attractive advance card to his 
trade in Indiana, Kentucky, Ohio and 
Tennessee. This card contains 
“Scotty’s’’ picture and the following 
verses, entitled—‘“‘Scotty’s Just Around 
the Corner.” 


Scotty’s just around the corner, 
He’ll be with you in a while, 
Straight from Lambertville, New Jer- 
sey, 
Dressed up in his ‘“Snagproof’’ smile. 


Get your “Snagproof”’ order ready, 
Hang it on your little hook, 

Then just watch old Scotty grab it 
For his little ‘‘Snagproof”’ book! 


BOYDEN TRAVELERS 


Ramlose and His Territory—Chi- 
cago Office Location Changed 


Walter L. Ramlose, with head- 
quarters at the Jefferson Hotel, St. 
Louis, will represent the Boyden Shoe 
Mfg. Co. this season in the following 
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States: Missouri, Iowa, Minnesota, 
North Dakota, South Dakota, Ne- 
braska and Kansas. 

T. S. Van Hoesen, who: represents 
the Boyden Shoe Mfg. Co. in Ohio, 
Indiana, Michigan, Illinois and Wis- 
consin, and who is also in charge of the 
Chicago Office, will be found on or 
about April. 1 at 209 South State 
Street, Suite 1502, Republic Building, 
instead of at his former location of the 
Boyden Chicago Office in the Great 
Northern Building. 


Simpson with Johansen 


P. J. Simpson has been selling the 
Johansen Bros. Shoe Company’s line in 
North and South Carolina since last 
Fall. Previous to that time, he traveled 
Oklahoma for about six years. 

Mr. Simpson wrote us under date of 
February 11 that the average merchant 





P. J. SIMPSON 
With Johansen Bros. Shoe Co. 


has greatly reduced his stocks but is 
still thinking and talking about the loss 
he had to take, and not the money he 
made in the last three years. ‘“‘When 
the Spring business opens up,”’ says 
Mr. Simpson, “‘we will find the mer- 
chants in fair shape, as they are buy- 
ing what they need now and not specu- 
lating. .I think that in the Carolinas 
we are going to have a very fair busi- 
ness this season.” 


MEMBERS AND BUYERS 


To Be Recorded in Directory of 
Cleveland’s Shoe Travelers’ Club 


R. J. Eberly, president of the Cleve- 
land Shoe Travelers’ club, has asked 
the members of his organization to take 
one step further in the interest of all 
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members. Mr. Eberly has proposed 
that a new directory be issued, and that 
in it the name and address of every shoe 
merchant in the Cleveland district be 
listed. The name of every buyer also 
will be set forth, as will other informa- 
tion of special interest to travelers. 

This directory will be mailed to every 
club member. A committee is now 
preparing a directory that will contain 
the names and addresses of all club 
members, and the lines each handles. 
This will be mailed to every merchant 
that handles shoes within the Cleveland 
district. 

Drive for Members 


The projects have been undertaken 
with a view to making the club of special 
benefit to members. A drive for mem- 
bers is now on. A letter is being mailed 
to every member by Mr. Eberly. In it 
he has asked for the names of all persons 
eligible to membership in the club. 
These will be solicited in a campaign to 
be launched later. 

Mr. Eberly pointed out that member- 
ship in the club is not limited to resi- 
dents of the Cleveland territory, but 
that outsiders may come in as associate 
members. Applications will be re- 
ceived from travelers in other cities. 


HANLEY IS CONVALESCING 
Expects to Be on Road in April 


One of the well-known traveling men 
is George E. Hanley, the representa- 
tive in Pennsylvania and Ohio of the 
A. G. Walton Co. of Chelsea. Mr. 
Hanley underwent a very serious oper- 
ation January 16 at the South Side 
Hospital in Pittsburg, Pa. He is now 
at his home in Cliftondale, Mass., where 
he is convalescing. Mr. Hanley is one 
of the most popular of the shoe sales- 
men of the country and is well known 
to the many Brockton men traveling in 
his territory. He is a former president 
of the Pennsylvania Shoe Travelers’ 
Association. He was visited at his 
home last Sunday by John J. Whalen 
of Brockton and was found to be re- 
covering nicely and expects to get on 
the road again early in April. 


Quigley Elected President of Conrad 
Shoe Co. Will Cover the Former 
Territory 


D. Frank Quigley, one of the well 
known selling men of Brockton, has 
become actively identified with the 
Conrad Shoe Co. of which he has been 
elected president and will cover his 
usual shoe selling district with shoes 
made by his own firm. 

He has associated with him in the 
new firm, which has been in successful 
operation for the past two years, James 
P. Smith, vice-president, and well- 
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known:southern salesman for the Hurley 
Shoe Co. of Rockland, and H. Guild 
Tucker, treasurer, who will handlé the 
factory end. Mr. Quigley was formerly 
with Thompson Bros. Shoe Co. 


Furlong with Crossett 


Thomas Furlong of Buffalo, formerly 
with the United States Rubber Co., 
has joined the salesforce of the shoe 
firm of L. A. Crossett, Inc., North Ab- 
ington, and will travel in New York 
State starting with the spring trip. 


OFF ON TRIP 
John B. Brennan to Visit Big City 
Trade 


John B. Brennan, senior salesman for 
Richards & Brennan Co., Randolph, 
Mass., will leave next week to cover the 





JOHN B. BRENNAN 


Senior Salesman of Richards ¢§ 
Brennan Co. 


big city trade from New York to the 
Middle West. ‘“The Richards & Bren- 
nan Co’s. line shows this season the 
latest patterns in shoes for young men 
and men who keep young,” said Mr. 
Brennan. ‘Our Russia square wave 
wing tip oxford seems to be a favorite, 
as does also our Russia square wave bal; 
the latter and our Coco calf bal are 
equipped with rubber heels.” 


Kaltenbaum With Eaton 


J. J. Kaltenbaum of the salesforce of 
the Charles A. Eaton Co. is to leave the 
factory for Evansville, Ind., on Easter 
Monday, where he plans to start his 
spring selling trip. 
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J. J. Grover’s 
Sons Company BROWN 


| 
Lynn, KID OXFORDS | 
Mass. be 


Style No. 9496 
Paris Kid Oxford on No. 179 Last. 
Smart, 


Medium Toe, Kid Tip, Flexible Welt, 
eee Soft Shoes for Tender Feet 

Price $6.50 + 
Conservative 


AA to D IN STOCK NOW BOSTON 
80 Boylston St., Little Bldg. 
Style No. 9790 
Similar Oxford in Brown Kid 
AA to D [Pete $6.0 h 25th — se x 
ag ai 47 West 34th Street ST O CK 


Style 
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Added Bed@ietse 
Means Added Space 
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THE BY-WORD OF THE TRADE 





The remarkable popularity of “Companions” resulting in overflow orders, com- f 
pelled us recently to add 4,500 square feet to our manufacturing plant. We are ! 


now equipped to immediately take care of additional orders. 


In “Companions” we offer the shoe merchant stylish, thoroughly made felt foot- 7 
wear that, through its pleasing appearance and genuine worth, invariably satisfies ; 


the customer. 
We will gladly send you the name of a “Companion” jobber in your vicinity. 


REPUBLIC FELT SHOE CORP. 


899 KENT AVENUE BROOKLYN, N. Y. 
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Chicago 


Retail Business Stimulated by 
Easter Buying 


New Patterns Are Simple in Design, Lending Them- 
selves to ‘Companion Shoe” Buying 


In days of old, pre-Easter window 
trimming meant the removal of boots 
and the introduction of low cuts. No 
more substantial evidence of the evolu- 
tion which is taking place in the shoe 
business is to be had than a study of 
shoe windows of stylish shops. In this 
class of stores few boots have been 
shown all through the Winter excepting 
some extreme patterns or boots which 
were being sold at reduced prices in 
order to clean them up. 

There has been a constant change of 
patterns month after month through- 
out the past season. Oxfords with welt 
soles and military heels, and strap ef- 
fects with Louis and Junior Louis heels 
at the early part of the season were the 
two classes of merchandise that received 
particular attention. Later came the 
introduction of the two-strap pattern 
with welt soles and Cuban heels. 

While in a general way the pre- 
Easter showings are along these same 
lines there is a decided change in the 
patterns. The heavy Russia calf and 
boarded calf oxfords, instead of being of 
the wing tip brogue type, are to a great 
extent being shown with straight tips 
and saddle vamps. In the lighter ef- 
fects of Russia calf oxfords, as well as of 
kid oxfords, fewer wing tips and more 
straight tips are in evidence. 

The designs of the Louis heel strap 
effects have also changed quite mate- 
rially. The big, heavy, wide, highly per- 
forated straps of the bizarre type have 
given away to models of more simple 
elegance in one and two strap effects. 
These patterns lend themselves readily 
to the idea of companion shoe buying— 


that is to say, making the pattern the 
dominating note of style and then 
building a variety of shoes in various 
leathers, fabrics, and combinations, all 
following the same patterns. Style is 
not freakishness but harmony and this 
idea has had a dominating influence in 
shoe creations among the better class 
of designers whether those designers be 
in the employ of a factory or in the retail 
end of the industry. So has come 
something of an evolution in shoe de- 
signing and shoe merchandising. 

Low cut effects harmonize more read- 
ily with present day costumes of women 
than do high cuts. Consequently, it is 
a problem of working out, constantly 
and eternally, designs of simple elegance 
that will not clash but will harmonize 
with women’s garment styles. Pro- 
ducing shoe designs in keeping with 
garment styles has brought about an 
era of shoe buying beyond the antici- 
pation of either manufacturers or re- 
tail merchants. 

What Some of the Chicago Leaders 
Think of the Situation 


Martin and Martin—The business so 
far for Spring is better than it was a 
year ago, for since the new prices have 
come in people are very much more 
willing to buy shoes. Shoes last year 
sold for $20.00; this year for $15.00. 

The styles of men’s shoes are so 
nearly standard that there is not much 
change. Selling blacks and tans and 
the regular styles. There is not quite 
such a heavy call for brogue cut shoes 
as formerly. 


107 





‘Centers 


MITTTEI EPP EEL 


With reference to ladies’ shoes, we 
confine fancy shoes to conservative 
styles, selling one and two straps, but in 
the higher grade of shoes we never at- 
tempt what would be termed extreme. 
There seems to be no question that 
gray shoes will be good throughout the 
season and the demand for low heels in 
all types of shoes including dress shoes 
is very marked, and we have provided 
many very beautiful styles for all pur- 
poses in low heels. There is a strong 
demand for oxfords for day wear and 
women expect to be shown a big line in 
sport shoes this season. 


Still Buying Straps 


Harry M. Rodgers of Chas. A. 
Stevens & Bros.—The demand for strap 
slippers is greater than ever. We find 
that any design in the strap shoe that is 
unusual sells well. The demand for 
black and brown satin continues. I 
predict that there will be a great demand 
after the first of the month for the new 
grouse brown and the new pelican gray 
shades of satin. 

Women like satin shoes because they 
are the most satisfactory shoe from the 
standpoint of wear that she can obtain. 
In fact we have fewer complaints on 
satin shoes than we do on shoes made 
of any other materials. During the 
past week we have sold a great number 
of welt pumps with Cuban heels with a 
single instep strap. This style is made 
perfectly plain and I predict that as the 
season advances the call will be for 
shoes more of this type instead of the 
two strap brogue effects with large per- 
foration, ball strap, wing tip, etc. We 
have been unable to supply the demand 
for high grade shoes, that is to say 
shoes selling from $15 to $20. ’ 


Can Get From $15 to $20 


There is a ready sale for shoes at 
these prices providing these shoes are 
made in attractive design and made of 
the finest possible materials. In other 
words, the public is willing to pay the 
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BOUDOIRS AND BALLETS IN STOCK 
Fine Chrome Cabretta 
Hand Turned Boudoirs. 
uilted Sock. 
lack $1.40, Red 
and Brown$1.50. 





; Ballets, 
Sewed Turns. Sizes 2% to7. $1.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 
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COLLINS & STAPLES 
Makers o! 
Hand Turned Low Cuts 
in fancy straps and novel- 
ties in colored suede$, sat- 
ins and all leathers. 
Factory 


118 Pome Row 
Haverhill , Mass. 
110 Lincoln St, Beston 








GENUINE 


MONMOUTH MOCCASINS 


Nature’s Footwear. No Breaking 
In. For Every Out Door Need. 
America’s Best and Oldest Line. 


28 STYLES IN STOCK. Write for Catalog 


JOHN D. LUNN SHOE CO. 
Monmouth, Maine 








ALGIER SHOE MFG. CO. 


Phoe 


PANS NSF; WEN VORA 


Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








SLIPPERS 


Fine kid Boudoir Sioa in stock for imme- 
diate delivery, made of best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 
sizes or case lots. Prices, Black $1. 35, Colors 
$1.65. Terms, 5% - days, net 30. 

SILVER SHOE CO Haverhill, Mass. 


BOUDOIR ver 

















BOUDOIRS IN STOCK 

No. 1202X 

BLACK CABARETTA 
—— oh 





No. 120% fea .$1.80 
No. 1201X, Tan.. 1.80 
No. 1203X, Blue. . = 
No. 1204X, Pink. . 


The Westcott Whitmore Co., ote: Y 














STRAP SANDAL 

ome Gabe st0¢K 
: Glazed Colt, Mya MaKay. 
= Stock No. 500, $2.1 Terms 
: 3-10. ego o days. *weite for 
: Bovek Condens Hesham. ~ 


BRANDAU SHOE CO 















price for good shoes but they will not 
pay high prices for ordinary shoes just 
because they happen to be made in 
attractive style. 

Our business has been exceptionally 
good throughout the month of March. 
Every indication points to the largest 
Easter business that we have ever ex- 
perienced. 

Another big buyer says—Patent 
leathers have been selling more now than 
they have been for some time. There 
seems to be a general tendency toward 
patent leather both in the strap and the 


Colonial effects. Been selling more 
Louis heels of late. Satin and suedes 
very good. 


Men’s Factories Swamped With 
Business 


Chicago factories making men’s shoes 
are virtually swamped with business 
and everybody is crying for immediate 
deliveries. New designs have put the 
men’s shoe business on the right side of 
the ledger and a demand is being cre- 
ated among the young men of the 
country for stylish snappy footwear 
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that has not heretofore existed. This 
is making ‘“‘two blades of grass grow 
where only one grew before.” 

In the styleful footwear class, oxfords 
are the one big bet for men. The modi- 
fied medium square French toe with the 
saddle vamp and foxing more or less 
elaborately pinked and punched is the 
one particular item that is keeping the 
factories humming. 


White Fabrics Popular 


At the beginning of the Spring buying 
season, many merchants were loath to 
place orders on white fabric footwear 
because this class of merchandise had 
not shown decline in price proportion- 
ate with the decline in the price of 
leather footwear. Every indication 
points to an unusually large white sea- 
son and if there is an early Spring, 
which is generally predicted will be the 
case, the white season will undoubtedly 
open early. Merchants are now con- 
vinced that there will be no decline of 
any consequence in prices of white foot- 
wear and consequently are endeavoring 
to.cover on snappy styles at prevailing 
prices. 


St. Louis 


WHAT OF THE FUTURE? 


St. Louis Houses Devising Ways and 
Means of Keeping Factories 
Busy 


The situation in the St. Louis shoe 
market, now that Easter delivery of 
merchandise is practically a thing of the 
past, is one of watchful consideration of 
the possibility or probability of the 
present buying tendency keeping up 
sufficiently to maintain factory opera- 
tion through the Summer period and 
on into the Fall. For the last three 
weeks at least, the pressure for shoes for 
Easter selling, however, has dominated 
the thoughts of the salesrooms and of 
the buyers in the St. Louis market. It 
has been literally a case of shopping 
from house to house in the wholesale 
shoe district to get even a few pairs here 
and there to enable a showing to be 
made of new style goods for Easter in 
the retail stores of the St. Louis terri- 
tory. Retail buyers have bought when, 
where and as they could in order to 
have at least a few pairs ready for the 
last week or two of the pre-Easter de- 
mand and have evidenced very clearly 
that the retail trade, so far as up-to-date 
low footwear is concerned, has allowed 
its supplies to run down to the danger 
point and even beyond with the result 
that there are very good prospects of 
the loss of many a sale that might have 


been made during the next few weeks. 

There has been no call for high foot- 
wear and the general impression of the 
past has been confirmed that the public 
does not want any high shoes and that 
the retail merchants have as much of 
this class of footwear as they can make 
use of during the Spring and Summer 
season. In connection with this situa- 
tion, the factories and wholesale houses 
have refrained from undertaking to 
press high footwear either for Spring or 
early Fall as yet, but have pretty gener- 
ally adopted the policy of waiting to 
present this class of goods for Fall de- 
livery about the first of May, or per- 
haps a little earlier. Generally speaking 
the next month or so will be utilized by 
the wholesale houses and factories in 
putting their Fall samples in the hands 
of their salesmen, either through calling 
the men into headquarters or forwarding 
the new lines to the men on the road. 
In any event, the traveling men will 
not be permitted to stay out of their 
territories any length of time as it is 
planned very generally to have the 
salesmen cover their territories as many 
times as possible or as may be necessary 
in order that not a single order may be 
lost. In this way it is expected to keep 
the aggregate of orders flowing in suffi- 
ciently to maintain the factories in full 
operation, now that they have reached 
an efficient state and thus keep business 
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moving in a way that will, in part at 
least, make up for the lack of business 
last Fall. 


McElroy-Sloan Force Has a Get- 
Together Dinner 


The first of the seasonal dinners by 
St. Louis shoe houses was had the past 
week, the McElroy-Sloan Shoe Company 
being the concern to take the initiative. 
It was the outgrowth of two incentives 
for getting together, the opening of the 
new factory of the company and the 
preparation of the sales force for its de- 
parture on the advance Fall and the fill- 
in Summer trip. It was also the seventh 
annual banquet of the company to its 
salesmen and was the most successful 
yet held. The new factory, whose open- 
ing was also signalized, is at Twenty- 
first Street and Lucas avenue, con- 
nected by bridges with two of the other 
factories of the company on two other 
corners of the same streets. There were 
about two hundred at the dinner in- 
cluding the officials of the company, the 
heads of departments, superintendents 
and foremen and also the salesmen in 
from the road and ready to go out again. 
An elaborate menu was provided for the 
satisfaction of the inner man, prior to 
the opening of the more formal cere- 
monies of the evening. Advertising 
Manager John H. Wilson, as usual, 
acted as master of ceremonies, while 
General Manager W. M. Sloan was 
toastmaster of the evening. In addition 
to the speakers of the evening chosen 
from the staff of the company, Mayor 
Henry W. Kiel, of St. Louis, was a guest 
of honor and took for the subject of his 
address ‘‘St. Louis’’ on whose present 
and future he enlarged in glowing terms. 
Other speakers included President John 
W. Craddock, of the Craddock-Terry 
Shoe Company, of Lynchburg, Va., of 
which the McElroy-Sloan Company is 
the western department and whose sub- 
ject was ‘““Our Company.” He referred 
to the present and recent business con- 
ditions, together with the growing im- 
provement and urged upon the sales- 
men present that their thought should 
always be on service to their customers 
as paramount. Warren F. McElroy, 
vice-president, had for his subject, 
“‘Making More Shoes Better”; W. S. 
Yater, director of eastern sales and the 
star salesman of the company, told of 
“The Birth of the Billiken Shoe,’ while 
C. L. McCain, dean of the sales force 
and a high record man, had for his 
Mr. Yater’s 


record with the company exceeds a half 
million in shipments in a single year. 
An attractive feature of the evening was 
the presentation of the recently com- 
pleted film of “‘Footprints of Progress,”’ 
being a motion picture of operations in 


BOOT AND SHOE RECORDER 


the McElroy-Sloan factories. This film 
is to be shown all over the United States 
in cities and towns where the McElroy- 
Sloan product is sold. A lecture which 
has been prepared to accompany the 
film was given by Mrs. B. L. Barker, 
who is, perhaps, better known to thou- 
sands of children who have attended 
Billiken shows as ‘‘Mrs. Billiken.”” At 
the conclusion of the program for the 
evening prizes or awards were distrib- 
uted to twenty-eight salesmen of the 
company whose shipments for the year 
1920 exceeded $100 in value. The “One 


_Hundred Thousand Club’”’ Dollar is a 


permanent feature of the McElroy- 
Sloan organization and only those whose 
actual shipments in any one year exceed 
$100,000 are eligible for membership. 
The first year of the company, seven 
years ago, there were only eleven sales- 
men eligible for this club, but this year 
twenty-eight qualified with their sales 
in 1920. The awards consisted of solid 
gold cuff buttons and those who re- 
ceived them were: W. B. Yater, F. Doll, 
F. L. Craddock, C. L. McCain, Tom 
Crowder, D. D. Lynch, J. C. Espie, 
W. L. Sheppard, T. Monterubio, M. T. 
Coleman, Arch Jennings, J. Zimmer, 
Pratt Harris, F. E. Campbell, J. H. 
Bernard, E. .B. Fisher, R. C. Herbert, 
J. S. Trimble, J. P. McElrath, E. C. 
Watson, J. W. Beaty, Charles Marks, 
W. B. Perry, G. E. Blue, Bert Johnson, 
J. R. Prewitt, W. G. Gibson and Dan 
Honig. 


International Re-organization 
Completed 


The re-organization of the Interna- 
tional Shoe Company, which was an- 
nounced recently, was completed March 
14 at a meeting of the stockholders, so 
far as the preliminary details of approval 
of the plans of the officers was concerned 
and as soon as the necessary formalities 
can be concluded, the Missouri charter 
will be surrendered and operations be- 
gun under the new Delaware charter, 
which has been approved. The reason 
for the change of the charter was that 
under the Missouri law stock certifi- 
cates of no par value could not be issued 
and, also, the total limit of capitaliza- 
tion is $50,000,000 in Missouri. The 
preferred stock in the old corporation 
will be exchanged for that of the new 
corporation share for share. There is 
to be $12,250,000 of the pre:erred stock 
and 765,000 shares of the common stock. 
This common stock will have no par 
value and will be exchanged for the old 
common stock on the basis of six shares 
of the new stock for one of the old. 
None of the stock, either common or 
preferred, will be offered to the public. 
Chairman Jackson Johnson, of the 
board of directors, discussing the reor- 
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Where to Buy 


Women’s Shoes 













E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Facto: 
Haverhill, Mass. 
Boston Office 
207 Essex St. Room211 











FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


* Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


Inquiries Fr, Ea ony Answered 


F aiatinee 'Connelt Shoe Co-Ine. 
Washington S - - - Haverhill, Mass. 

















Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Eesex Street 













TYNCH SHOE CO: 
ing Quality 
FINE WELIS 


LYNN, MASS. 











Ladies’ Hand Turned 


BOOT: oxroane 
‘AND SANDALS 
Beck’ 


Widths, D, E, EE 
THE 


FERN SHOE CO. 
41 Water St. 
Nowbaryp’t, Mass. 


Write for 
Particulars 








WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, M. 
Boston, 108 Lincoln Street 











UESTIONS 
ANS QUICKLY 


in “Where to Buy” columna—a 
growi _ eR. ll all the trade, 

ng answers briefly to cur- 
rent problems in merchandising. 














Se 309-329 JOHNSON ST 
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IN STOCK AGAIN! 
No.10!1 Sofia Turkish Slippers 
from Constanti 


imported 
All Sizes and Colors oe tinodiate Delivery. 
Write ONG | 


Ss BO -16 oe g Jeboen nd St-- New ‘£9: 





TURKISH SLIPPERS | 








A HIGH-STYLE LINE 
OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 























A DESIRABLE LINE OF 
LADIES’ BICH Spy pS oo ee 


i oo 


tage sept eprecel —n 


PORELL-MAGEE SHOE CO. 








BOUDOIRS IN STOCK 


Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining. 
Price $1.15 Net 
ESSEX SLIPPER CO. _ Haverhill, Mass. 











Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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ganization, said there would be no 
change in the officers or in the stock- 
holders. He also said that the old idea 
of issuing common stock with a par 
value of $100 was misleading. Under 
the new arrangement the value of the 
common stock will always be dependent 
upon the company’s assets and earning 
power. Mr. Johnson added that the 
company expected ultimately to manu- 
facture everything which goes into the 
making of shoes and it already operates 
a very large tannery. He took particu- 
lar pride, also, in the statement that his 
company had operated full time with a 
full force during the recent business 
depression. 


Brown Salesforce Holds Banquet 


The seasonal banquet of the sales- 
force of the Brown Shoe Company was 
held March 22 with the entire force of 
165 men present and the officers, heads 
of departments, etc., also in attendance. 
The dinner was had at the Hotel Statler 
and was preliminary to the departure 
of the salesforce for their various terri- 
tories with the latest:samples added to 
the line, together with the advance 
numbers for Fall delivery. President 
John A. Bush, Vice-President Eugene 
McCarthy, Sales Manager T. F. James, 
A. G. White, the Buster Brown sponsor, 
Advertising Manager P. M. Fahren- 
dorf, and others of the executive staff 
were in charge of the various features of 
the evening. Chairman George Warren 
Brown, of the Board of Directors, was 
unable to attend, being in Baltimore for 


. special treatment, following his Winter 


in California, where much has been done 
to restore his health. The dinner was 
resultful in that it put new spirit onto 
the salesforce which left under instruc- 
tions and with the determination to 
comb their territories as never before in 
order that the factory operation might 
be kept up to the limit of facilities. 
During the week also the salesforce of 
the Central Shoe Company, which co- 
operates with the Brown Shoe Com- 
pany, was in town and received its in- 
structions and samples for the new trips 
which will cover the company’s terri- 
tories thoroughly until the National 
Holiday and even after that in order to 
enable retailers to make their purchases 
for Fall delivery. 


Former Shoe Man Now With In- 
vestment House 


John E. Ritchey, for many years with 
the Hamilton-Brown Shoe Company, 
and at the time of his severance of rela- 
tions last Fall sales manager for the 
company has associated himself with 
the Barnett & Wilson Investment Com- 
pany with offices in the Boatmen’s 
Bank Building. Mr. Ritchey will be 
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the special representative of the invest- 
ment company in the St. Louis terri- 
tory. He was, while with the Hamilton- 
Brown Company, vice-president and a 
director in addition to his other duties 
and one of the best known shoe men in 
the St. Louis market. 


Regular Dividend Declared by 
Hamilton-Brown 


The directors of the Hamilton-Brown 
Shoe Company have declared the regu- 
lar quarterly dividend of 114 per cent, 
payable to stockholders of record 
March 25. The payment will be made 
April 1. The report made to the direc- 
tors at the time of the dividend declara- 
tion was very satisfactory and gave evi- 
dence of the upturn which has begun in 
the shoe business in this area. All the 
factories of the company are now operat- 
ing to the limit of the labor obtainable 
on orders for early delivery. 


Business Men to Tour Mexico 


Frank C. Rand, president of the In- 
ternational Shoe Company, together 
with a considerable number of other 
business men, will make a trip from St. 
Louis through Mexico, leaving April 5 
and returning two or three weeks later. 
The purpose of the trip is to study busi- 
ness conditions in the Mexican trade 
area and look into the possibilities of 
closer relations of St. Louis with Mexico. 
On the way to Mexico City stops of 
three to five hours each will be made at 
San Luis Potosi, Quetaro, and Guadala- 
jara. Four days will be spent in Mexico 
City and a day in Cuernavaca, south of 
Mexico City. The trip is under the 
auspices of the Chamber of Commerce 
of St. Louis. 


Brown Shoe Stock Up 


The common stock of the Brown Shoe 
Company, which has been hovering 
below $35 on the local exchange, re- 
cently has been showing improvement 
in tone during the past few weeks and 
has risen to $36 per share with evidence 
of firmness at that figure. The im- 
provement of the shoe business is re- 
garded as responsible for the advance in 
the stock which dropped sharply when 
the company last Fall took drastic steps 
in making its plans for 1921 in conso- 
nance with the business conditions then 
prevailing, thus putting the company 
in sound shape for any eventuality. 


Johansen Men to Get New Samples 


The salesforce of the Johansen Bros. 
Shoe Company, which has been kept 
closely confined to its territories, has 
been notified to return to headquarters 
the last week in April to receive new 
instructions, new samples and otherwise 
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prepare for an intensive campaign right 
through the remainder of the year. 
Sales Manager Charles S. Strayer re- 
ports that the orders which are coming 
in are very satisfactory and compare 
most favorably with the business of the 
corresponding period of last year. His 
plan is to get the men in readiness to be 
in their territories with the new numbers 
and new instruction the first Monday 
in May primed for the Summer fill-in 
business and the advance Fall orders. 
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Vice-President Harry G. Johansen, of 
the Johansen Bros. Shoe Company, took 
in the tri-state convention of shoe mer- 
chants at Memphis, Tenn., accompanied 
by W. Morris Johnson, who covers the 
territory contiguous to Memphis. He 
returned to headquarters much en- 
couraged by the atmosphere which he 
found surrounding the delegates who 
were present at the convention and the 
manner in which they were inclined to 
place orders for future delivery. 


Lynn 


STRAPS ARE GAINING 


Lynn Firms Working on After 
Easter Styles 


Lynn manufacturers push on with 
new styles for after Easter. Firms sell- 
ing to the New York trade are booking 
orders for shoes for the Jewish holidays, 
which come in April. 

Straps continue to gain in popularity. 
Gray suedes continue to sell, too. 
Sport shoes are appearing in new pat- 
terns, especially with 10-8 heels. Large 
purchases of white kid cabretta and 
buck leather have been made, showing 
that there’s a big season on white foot- 
wear ahead. 

Stock departments were drawn on 
heavily for Easter sales, and now are 
being replenished. Some new records 
are being made for the quick produc- 
tion and delivery of novelty style shoes. 


Busy on White and Sport Shoes 


Replacement shoes, in the Creighton 
stock line, are chiefly white and sport 
shoes. Three styles are of white buck 
leather, one an oxford with a white buck 
ball strap, another a one-strap pump, 
and a third an all white oxford—the sole 
and heel, as well as the upper being 
white. Easter orders, by the way, 
cleaned out completely a number of 
lines of stock shoes, and additional 
shoes were made up. 


After-Easter Samples Are Out 


With new samples of shoes for the 
after-Easter trade, “‘Joe’’ Travers, of 
the Travers Shoe Co., went over to 
New York last week. He had all white 
buck shoes, and sport shoes of white 
buck and white kid, trimmed with 
black, brown, gray and green. One 
new sample shows a white buck oxford, 
trimmed with ribbon straps, 5-16 inch 
wide, and perforated, the straps being 
of black or brown leather. These 
straps make an imitation tip, and out- 
line the lace stays and quarter. An- 
other new sample is of a one-strap 
pump, of a new Russia calf, made over 


a sport model last, carrying a 10-8 heel, 
and having a slim toe. It has a ball 
strap. New gray suede styles, carrying 
Louis heels, are being cut. More and 
more are buyers specifying baby or 
Junior Louis styles. 





Is This a Record? 


A belated order for 100 cases 
of novelty welt shoes for Easter 
arrived in a Lynn factory in late 
February. The manufacturer 
said it would be very difficult to 
make them up in time for Easter. 
The buyer said “Do your best.” 

The order was put into the 
works March 1.. On March’ 15, 
deliveries began and they were 
kept up at the rate of 20 cases a 
day. Final deliveries were made 
March 21. 











Shoes Taken to New York Over 
Night 


Lynn manufacturers, co-operating 
with a Lynn express concern, have ar- 
ranged for a new quick service for the 
accommodation of New York customers. 
Motor trucks take shoes from packing 
rooms of Lynn factories at three 
o’clock in the afternoon, and deliver 
them in Boston in time to be loaded on 
the five o’clock express to New York. 
This same express company takes the 
shoes from the railroad express station 
in’ New York the next morning, and 
delivers them to buyers when their 
stores open. This same service will be 
extended to Philadelphia. 


‘65000 Dozen White Cabs’”’ 


One salesman has sold to Lynn shoe 
manufacturers, since March 1, 5,000 
dozen white cabretta skins, a total of 
60,000 skins. Besides, other salesmen 
have sold Lynn manufacturers white 
buckskins, white washable kidskins, 
and white calfskins. All of which shows 
that Lynn manufacturers are going to 
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Where to Buy 


Men’s Shoes 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 


























Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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Where to ed 
Men’s — 

















WATERPROOF 






oa Se Full “Bo i 

u e ows 

4 Tongue and Back Strap. 

; Send for booklet telling who 

you can sel] these shoes te. 

A. H. Riemer Shee Co. 

MILWAUKEE, _ 
Established 1887 








Stock Dept. 5 <% 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 








Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


nd and 
a 
REECE SHOE COMPANY 
Columbus, Nebraska, U.S. A. 
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| Where to Buy 


Boys’ Shoes 














A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 




















a 
tae 127 DUANE ST. 

Pete New York. Cae 
4 70E8 












INFORMATION ic..tens 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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make many white shoes for the coming 
Summer. 


Straps for After Easter 


“Logical styles’ is the way they 
classify strap pumps at the Rialto Shoe 
Co. They expect such styles will keep 
right on selling after Easter, because 
they are pretty, fit easily, and wear well. 
For these shoes, gray kid will supersede 
gray suede, in the Rialto lines. Also, 
the Company is expecting the largest 
season on white shoes that it has ever 
known. It is cutting white kid and 
white buck. One of its sport oxfords is 
of white buck leather, trimmed with a 
saddle strap, and a lace stay of patent 
leather. It laces with white tubular 
laces. The strap and stay are per- 
forated, and the white leather shows up 
through the perforations. Orders re- 
ceived by the Company show a large 
increase in the demand for baby or 
junior Louis heels. 








Specialties in Moccasins 


White canvas moccasins, lined with 
woolskins, are among the specialties 
made by “‘Wooleather, Inc.,’”’ Salem. 
Most of them are sent to California. 
It’s said that they are worn by people 
who lived in bungalows, having no 
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cellars. The floors get cool at night, 
and the moccasins are comfortable on 
the feet. Another line of moccasins, of 
brown canvas, with woolskin linings, 
is for the sportsmen’s trade. 





Specializing on Sport Styles 


Cushing Shoe Co. is making a special- 
ty of sport shoes. Indeed, practi- 
cally its entire production, which is 
well sold ahead, is made up of sport 
shoes of white buck, white kid and 
white fabrics, trimmed with black or 
brown straps, stays, and piping. The 
leading models carry 10-8 heels. 


Gardiner Takes More Space 


H. K. Gardiner Shoe Co., successors 
to Lyman O. Berry Shoe Co., has taken 
additional space in the Realty building, 
at 680 Washington Street, Lynn. 


Making White Sheep 


John C. Dow Leather Co., South 
Street, Boston, has taken a tannery on 
South Mason street, Salem, and is 
making chrome white sheep leather for 
Summer shoes. Charles W. Dow, super- 
intendent of the tannery, took a special 
course in the chemistry of tanning at 
Massachusetts Institute of Technology. 


Cleveland 


RETAIL SALES INCREASE 


Merchants Expect Steady Gain 
From Now On 


Balmy zephyrs and warm sunshine 
featured the greater part of last week 
in this city, and sales in shoe stores in- 
creased. There was just enough rain- 
fall not to interfere with the volume of 
business in regular footwear to any 
extent, but to enable the merchants 
to do a fair business in rubbers. 

Since the first of the year, business 
has gradually grown better each week. 
This is true in all lines of retail mer- 
chandising. The volume of buying for 
Easter was greater last week than it 
was the previous week. Notwithstand- 
ing the complaint sometimes heard 
about economic conditions merchants 
assert that credit conditions are first 
class. Buyers are paying cash gener- 
ally, and when credit is granted the 
bill generally is collected. 

There is not a merchant here but 
what is of the opinion that he has 
passed the low tide in retail merchan- 
dising, and that things are going to im- 
prove throughout the remainder of the 
year. So far as Easter is concerned the 
stores have been just as busy this year 
as they have been in the past, with the 


exception of one of the war-time 
Easters. 


Novelties Add to Window Attrac- 
tiveness 





The great demand for novelties that 
prevails this year has enabled the 
merchant to make his store more at- 
tractive. In any of the larger stores 
dazzling exhibits of novelties may be 
seen. A trip through stores is most 
interesting from the standpoint of 
colors and styles displayed. At the 
Stone store, new patterns in gray, 
black, brown, tan combinations and 
suede, satin, kid and patent are at- 
tractively arrayed. Hose to match all 
colors of shoes is displayed. 


Gray Still Leads 


At the shoe department of the Stearn 
Co., they are featuring gray suede, 
brown suede and black suede with the 
sales of each running in the order in 
which they are named. Satins have 
been going well at this store, with black 
the favorite color, then brown and 
black kidskin. Combinations in gray 
and patent have been good sellers also. 

The Pocock-Wolfram store has been 
enjoying good business in an alumi- 
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num gray and camel suede. It is pro- 
nounced the latest creation to reach 
this city, and the exhibit in front of the 
store is always surrounded by pedes- 
trians. 


Dress Pump Goes Well 


At the Ames shoe department a 
Cuban heel dress pump has been going 
well. It is a dapper little strap slipper 
with modish stitching and perforations, 
and an air of distinction that cannot 
help but be noticed. Black glove kid 
pumps with patent tip, patent pip- 
ings, welt soles and Cuban heels also 
have made a strong bid for popularity. 

At the Halle Store, special emphasis 
is being placed on a new two-strap 
pump. It is a smart model, is entirely 
hand made and is had in Beige suede 
with tan calf, perforated insteps and 
tip strips; gray suede with patent 
leather instep, straps and tip strips; 
black suede with patent leather in- 
step, straps and tip strips, also gray 
suede. 


Patents Share Honors 


Gray is the color that is being fea- 
tured strong at the Higbee shoe de- 
partment. A pearl gray walking pump 
is one of the leaders. A gray street or 
sport oxford with military heels also 
is going well. The patent leather one- 
strap pump, with perforated tips, 
turned soles and full Louis heels has 
been another strong favorite. Gray 
suede one-strap pump, Brown satin 
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one-strap pump with plain toes, turned 
sole and full Louis heels, and Black 
Satin one-strap pumps with turned 
soles and Junior Louis heels also have 
been popular with the patrons of 
Higbee’s. 


Buying on Hand-to-Mouth Basis 


Managements of the large downtown 
stores have bought on a hand-to-mouth 
basis. That is they bought small lots 
and frequently. They kept their eyes 
open for new models constantly. The 
new styles were just what was needed 
to make shoes go. Every time some- 
thing new came out, if it was bril- 
liantly colored and was in the novelty 
class, a good sale could be had for it. 
So far as could be learned, the man who, 
instead of stocking up on a few models, 
kept his stock in such shape that he was 
able to take on a supply of every new 
model that appealed to him has had 
about all of the business that he 
needed this Spring. 


Repair Shops Busy on Men’s Shoes 


Proprietors of repair shops assert 
that they have been doing big business 
this year with men. The women 
change their shoes more frequently 
than men, while the latter have turned 
this year to getting every bit or wear 
possible out of their shoes. Several of 
the big repair stores were visited, and 
at each the number of employes is 
greater than it was a year ago. 


Indianapolis 


MEN’S BUSINESS INCREASES 


Activity Noted in Brogues and 
Semi-brogues 


Sunny, spring-like weather has had 
a very beneficial effect on the retail 
shoe business in Indianapolis during 
the last two or three weeks and has 
served to inject into the hearts and 
minds of the merchants the feeling and 
belief that the tail end of the period 
of general depression is just about over. 

Local merchants report the begin- 
ning of an Easter business that is run- 
ning considerably ahead of the business 
of last year. And this, in view of the 
reduction in the price of footwear, the 
merchants point out, means that more 
pairs are being sold this year than last 
and is a healthy indication that the 
buying power of the public has not been 
reduced to any noticeable degree. 
Prospects looked good the early part 
of the week for a_ record-breaking 
Easter business. 


Men Buying Brogues 

One of the biggest features of the 
local shoe business during the first half 
of the month has been the noticeable 
increase in activity in men’s footwear, 
which remained dormant throughout 
January and February. While it ap- 
peared for a time that the men were 
going to be content to wear their old 
ones, Easter or no Easter, there is every 
indication now that the male contin- 
gent is not going to be outdone by their 
deadlier sex when they “step out’’ on 
Easter Sunday. 

In the men’s lines the brogues or 
semi-brogues are reported to be the 
best sellers. Just what has caused the 
sudden stimulus in the men’s lines the 
merchants are unable to say but they 
all agree that there has been a very 
noticeable increase in sales, and they 
are hoping it will terminate in a “‘rush”’ 
before it is over. 

Novelties, strap effects and snappy 
creations are going like hot cakes in 
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Where to Buy 








HAVE YOU SEEN OUR LINES? 
FACTORY 1 FACTORY 2 
i Soft Soles 





Rom Boot Hand M ‘occasins 

u ade M. 

Foot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (1-8) 


In Stock Now—Nature Lasts 


THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask Pg Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


‘Bonita: Shoe * Baby 











TURNS and SOFT SOLES 


In Stock 


Send /ér Cata 


ALH.Martin@ : 


Makers ROCHESTER NY 











“ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Rochester, N. Y. 
Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 


(Incorporated) 


150 Lines Children’s Shoes 


Growing Girls to Flexibles 
Standard Merchandise 
Single Pairs or Cases 


Gen’! Offices, 155 Lincoln St., Boston, Mass. 








SOFT SOLES 


A Wonderful Line 
for the Whol ler 
In Stock—All leather 
moccasins, soft soles, 
from $3.25 doz. and 
upwards. Also a full 
line of Ladies’ Pump 


Straps. 
NU BABY SHOE CO., East Lynn, Mass. 


W°-C.Good¢ger 


Manufacturer of 
Children's “Dlexible Durn Shoes 
89 Allen St.. Rochester, WV. 

ee 































Where to Buy 
~ Wanted Styles 


An extra editorial service to 
“‘Recorder’”’ readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where to Buy 


Standard Shoe Materials 








a 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


covors MAT KID 


95 South Street, Boston 








preeeenaseans uw 

The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $£Seut” irect 


= at D 








pore 








MEYER THREADS 
and spool silks can be had in any 
size or color that is wanted. Also 
Diamond spool silks and Lockstitch 
thread. Be sure and order the Meyer 








thread and take no other. Manu- 
factured by the 
J, C. MEYER THREAD CO., Lowell, Mass. 
GUARANTEED 
TWO YEARS 
Hub Gore means ity and 
Labor are Used. 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauney St. 395 Broadway 








78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 
namentation. Beading 

a Specialty. 











M. B. MARTINE, Ine. 








Colored 
Chrome 
Sides 


Beggs & Cobp, Inc., Boston, Mass. 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 

B. F. 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co. 





DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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the women’s departments. Gray and 
brown suedes and black and brown 
satins appear to be the favorites. A 
few oxfords are still being sold but the 
calls for high shoes have been reduced 
toaminimum. Short skirts are believed 
by the shoe merchants to be partly 
responsible for the increased demand 
for novelties. Short skirts, they say, 
make good, classy-looking hosiery a 
very necessary adjunct to a woman’s 
outfit and the hosiery, no matter how 
good or classy looking, would be nil 
without the feet being stylishly shod. 


Lightweight Shoes on Street 


Another feature of the shoe business 
in Indianapolis this year is the growing 
tendency of the women to use the light- 
soled pumps and slippers, formerly de- 
signed for the ballroom, theater or 
other inside social functions, for street 
wear, Hundreds of pairs of this type 
of footwear can be seen on the streets 
of Indianapolis most any morning or 
afternoon. While this is making busi- 
ness good for the shoe merchants it 
also has its disadvantages. Persons 
who buy these light-soled models and 
use them for street wear expect them 
to wear as long as an ordinary oxford 
or boot and when they find out dif- 
ferently about the first thing they do is 
to hike to the store where the shoes were 
purchased to register a complaint. 


Pre-Easter Business Good 


George J: Marott, widely known 
Indianapolis shoe merchant, left this 
week for one of his usual Spring trips 
to Hot Springs, where he will remain 
until about the middle of April. Arthur 
G. Brown, manager of the big Marott 
store, says that the pre-Easter business 
in both men’s and women’s lines has 
been far ahead of last year’s business 
for that period and that if the weather 
continues favorable some new Easter 
records no doubt will be established. 
Business at the Marott store for the 
first fifteen days of the month was said 
to have been about $9,000 ahead of 
the figures of last year at that time. 


Working for Better Freight Service 

Indianapolis shoe merchants are 
very much interested in the outcome 
of a movement started last week by 
members of the Indiana Retail Dry 
Goods Association, at a meeting in 
Indianapolis, with a view to bringing 
freight service back to pre-war stand- 
ards. The president of the Indiana dry 
goods organization has appointed a 
committee of three to confer with rail- 
road officials in the hope of obtaining 
better freight service, which in turn 
would mean much quicker shipments 
of dry goods and shoes. At the present 
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time, many shoes, as well as dry goods, 
are sent by express because of the slow 
freight service. The shoe men and 
the dry goods men feel that if the over- 
head cost of handling goods can be 
reduced by shipping by freight instead 
of by express the reduction will in 
turn assist them in meeting the public’s 
demand for lower prices. 


Hammond Store Has Spring Open- 
ing 

An auspicious Spring opening of 
men’s and women’s footwear was held 
on Saturday, March 12, by the M. & B. 
Boot Shop at Hammond, which is one 
of the newest and best equipped shoe 
stores in the state. The opening at- 
tracted huge crowds, according to 
D. H. Milgram, manager, and started 
the pre-Easter business with a rush. 
Clever window displays, indicative of 
the styles and models offered for sale, 
were features of the event. 


South Bend Merchants Meet 


Members of the South Bend Shoe 
Retailers’ Association held their regular 
monthly banquet and business meeting 
at the Chamber of Commerce last 
Tuesday evening. J. R. Clouse, treas- 
urer of the association, presided. At 
the business session, the members of the 
association went on record in favor of 
the daylight saving plan as applica- 
ble to South Bend and its environs. 
Songs and instrumental selections by 
professional entertainers kept things 
lively during the banquet. 


Wins Suit Against Railroad 

Louis Goldman, Evansville shoe 
merchant, received a judgment for 
$141.35 against the Illinois Central 
Railroad Co. in superior court at Evans- 
ville last week. The award was made 
as a result of a suit which Goldman 
had filed against the company, alleging 
that a case of shoes, containing 15° 
pairs, was delayed two months in ship- 
ment from Chicago to Evansville 
Goldman testified that the shoes be- 
came dried out in the long lay-over and 
were practically second-hand shoes 
when he received them. 


Stockholders Lose On Appeal 


The Indiana Appellate Court this 
week reversed the Allen County Su- 
perior Court in an appeal case of George 
M. Shiffer, trustee in bankruptcy of 
the Cushion Heel Shoe Company, 
against three score stockholders by 
which the trustee sought to recover un- 
paid balances due on stock subscrip- 
tions. The stockholders won in the 
lower court on a favorable decision 
sustaining their demurrer to the trus- 
tee’s complaint, and the case was car- 














pia deb ete Ma 


— 


ouiiauadue ee 


PPR RANE ppm, 


‘ 
s 
( 
t 








21 


ods, 
slow 
and 
ver- 
1 be 
tead 
1 in 
lic’s 


en- 


held 
& B. 

one 
shoe 
+ at- 


rted 
‘ush. 
e of 
sale, 


t 


Shoe 
gular 
sting 
last 
reas- 

At 
f the 
or of 
lica- 
rons. 
s by 
ings 


shoe 

for 
ntral 
yans- 
nade 
iman 
ging 

150 
ship- 
ville 
3 be- 
r and 
shoes 


al 

this 
+ Su- 
eorge 
sy of 
pany, 
s by 
© un- 
scrip- 
1» the 
cision 
trus- 
3 car- 














LOR STS ES 


Mar. 26, 1921 


ried to the Appellate Court. In its 
decision the higher court said the 
“subscription contract of the ~ stock- 
holders created a debt which under the 
law it was their duty to pay and it was 
the privilege of the trustee to sue for 
-uch debt if it is not paid.”” The shoe 
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company was organized in 1909 and 
went into bankruptcy in 1912. Its 
stock subscribers numbered more than 
200 people, practically all of them resi- 
dents of Fort Wayne, where the com- 
pany was situated. The higher court 
directed that the case be re-opened. 


Milwaukee 


EASTER RUSH OVER 


Verchants Now Preparing to Go 
After Men’s Business 


Milwaukee retail shoe merchants 
wound up the Easter holiday selling 
season with satisfaction apparent every- 
where, save in regard to the movement 
of men’s shoes. This has long been a 
sore spot, not only among Milwaukee 
dealers, but in other large cities, so 
that the sting of the disappointment is 
softened by the knowledge that the 
condition is almost country wide. With 
the Easter rush now out of the way, it 
is the intention of local dealers to con- 
centrate attention on merchandising 
men’s boots and low cuts in a vigorous 
manner throughout the Spring and 
Sammer. This campaign is. being 
watched with much interest and ex- 
pectancy. 


Stocks Were Short 


Almost without exception, Milwau- 
kee boot shops arrived at the Easter 
holiday with stocks of ladies’ and 
misses’ novelty footwear reduced to an 
unexpected point, while the heretofore 
ample stocks of the staples likewise were 
generously reduced, in some instances 
to the extent that liberal orders for new 
stocks of staples are being placed. For 
two weeks or longer a good many rush 
orders for novelties in pumps and ox- 
fords have been entered with factories 
because early orders had been con- 
servatively placed and business turned 
out to be so much better than expected 
that an actual shortage was encountered. 

The manufacturing situation in Mil- 
waukee remains “spotty,” although in a 
majority of cases factories continue to 
be favored with a volume of business 
making it necessary to slowly but 
steadily increase production schedules. 
Within the last 30 to 60 days opera- 
tions have increased from 15 to 20 per 
cent on an average, which now is ap- 
proximately 60 per cent of normal 
capacity. Manufacturers look for con- 


tinued improvement, as late Winter 
trade everywhere appears to have 
been so much better than expected that 
new orders are coming more freely than 
at any time since late last Summer. 
No one is looking for anything like a 


big buying movement on the part of 
dealers, however. Conservatism is 
still being practiced in the retail trade. 


Hanson Bill Killed 


Out of the maze of Federal, State and 
local taxation proposals, a ray of hope 
came to business men of Milwaukee and 
Wisconsin during the week when the 
Assembly of the State Legislature killed 
the so-called Hanson bill, which aimed 
to abolish the provision in the State 
income tax law permitting personal 
property taxes to be used as an offset. 
If the bill had been adopted, Wisconsin 
business men and other taxpayers 
would have been confronted by vir- 
tually a double taxation system which 


. would have pat them at a most serious 


disadvantage in relation to business 
men in neighboring States. It would 
have been ruinous. 


No Hide Demand, Says Paper 


“The Milwaukee Leader,’’ the Social- 
ist daily, struck a new note in economic 
philosophy when it said in a recent 
issue: ‘““The present high prices of meat 
will continue so long as hides and fats 
sell for so little, according to Emil 
Priebe, secretary of the Wisconsin 
Retail Market Men’s Association. 
Priebe said formerly hides sold at 35 
to 80 cents each, while now they bring 
only 5 to 10 cents, with practically no 
demand because the market is over- 
crowded ...”” The statement aroused 
much interest among shoe dealers 
because of the new light it sheds on the 
situation. 





Divorced 


The Menzies Shoe Company of Fond 
du Lac, Wis., a subsidiary of the Nunn, 
Bush & Weldon Shoe Company of 
Milwaukee, is being given a separate 
entity and while remaining in part 
affiliated with the Nunn-Bush interests, 
will henceforth stand as a_ distinct 
enterprise. The Menzies Shoe Com- 
pany is being incorporated with a 
capital stock of $700,000, half of which 
will be held by the Nunn-Bush owner- 
ship and the remainder by George P. 
Utley, S. D. Nichols and associates. 
Mr. Utley has been sales manager of 


Two Shoe Companies 
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Where to Buy 


Engraving and Printing 






~  MNEIVERSIT) 
ELEC are FOUNDRY 




















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our § Printing Service for 
Boot and Shee Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


& ere to ma 
Window Trim Material 


Window Displays 
BACKGROUND PAPER m 
ARTIFICIAL FLOWERS, etc 


Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
































30 Reade Street, New Yerk 














ere iibehis Buy 
bees Polishes 











Waive 
CREAM UNBURNABLE 


For white buck, etc. For white kid, etc. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 
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Where to Buy 


Shoe Ornaments 


a 
a 








—_— 


D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - R. I. 















BEADED STRAP 
into ang oy latest high 
cies beaded strep fap elec Made in all leathers 
a Are Waiting. 
Pachien Ore Co, iM Ayrtle Ave. Brooklyn, N.Y. = 


BEADED 
BUCKLES “em 

AND NOVELTY EFFECTS 
\ EAH NG oH @ 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y.*— ~ 


























~ SHOE BUCKLES 


* OF EVERY DESCRIPTION 


? BEADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AVE i tele) aa. . ie 4 | 











Where to Buy 


Shoe Patterns 























EFFICIENT PATTERN SERVICE 











SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 











the Nunn, Bush & Weldon factory, and 
Mr. Nichols has been purchasing agent. 
Both are moving to Fond du Lac to 
take the active management of the 
Menzies factory and output. Up to 
this time the Menzies production has 
been shipped to Milwaukee and dis- 
tributed from the Nunn-Bush factory, 
but after April 1 it will do its own 
marketing. The Menzies factory was 
erected in the Fall and Winter of 1919- 
1920 as a development of a department 
previously maintained at the Munn- 
Bush plant in Milwaukee. It reached a 
daily output of 1,200 pairs with 225 to 
250 employes. Under the new manage- 
ment it is planned to gradually increase 
the output to 2,000 pairs a day. The 
cutting room is scheduled to resume on 
April 1 or 10. 

Manufacturers Report Increased 

Business 

Boot and shoe manufacturers in the 
Chippewa Valley district of north- 
western Wisconsin report that business 
is picking up remarkably well and 
within a few weeks it is expected that 
all factories will be operating at nearly 
normal capacity. At present the 
average production is 60 per cent. The 


principal factories in Chippewa Falls. 


are the Chippewa Shoe Manufacturing 
Company, Mason Shoe Company, Flug- 
Weiler Shoe Company, Hand Made 
Shoe Company, and L. W. Shoe Com- 
pany. The improvement has been 
facilitated by the willingness of union 
and other workmen to accept wage 
reductions amounting to 20 per cent. 
as: their contribution to the “back to 
normalcy’’ movement. 


Slogan a Day Is New Plan 


“The world treads lightly in Mil- 
waukee shoes’ was the phrase em- 
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ployed by the Publicity Committee of 
the Milwaukee Association of Com- 
merce during the past week in its 
“Know Milwaukee—A Slogan a Day” 
campaign. All members of the As- 
sociation write the slogan for each day 
at the bottom of that day’s outgoing 
mail. 


Retiring from the Road 


News comes from Stevens Point, 
Wis., that L. D. Kitowski, for many 
years a road representative of the Jung 
Shoe Company, Sheboygan, Wis., has 
decided to give up the road and devote 
his attention to the Zolandek Shoe 
Company of Stevens Point and other 
large local interests. Mr. Kitowski is 
vice-president of the Zolandek Com- 
pany. He retains his interest in the 
Jung Company and remains a director 
of the corporation, and intends to make 
frequent trips to Sheboygan. 





Hosiery Plants Consolidated 


The Holeproof Hosiery Company, 
Milwaukee, which has maintained a 
branch mill at Port Washington, Wis., 
for several years, is consolidating this 
operation with its main plant. The 
reason for the transfer is that the 
building which has been occupied by 
the branch has changed hands, and no 
other suitable building is available in 
Port Washington. 


Christian Luer Dies 


Christian Luer, a widely known tan- 
nery expert of Milwaukee, died March 
15 at the age of 65 years. For years he 
was superintendent of the Zoehrlaut 
Leather Company, going with the 
Pfister & Vogel Leather Company 
when it acquired this plant. 


Cincinnati 


SALES RECORD MADE 


Saturday, March 19, a Red-Letter 
Day in Cincinnati Shoe Stores 


There is always one day in each sea- 
son that stands out head and shoulders 
above all others in the aggregate of 
sales for virtually every shoe store in a 
community. Last Saturday, March 
19, at the close of business, local 
shoe merchants proclaimed that day 
the largest of the season both in point 
of numbers of pairs sold and dollars and 
cents taken in. It was the warmest day 
Cincinnati has had this Spring, and 
from nine o’clock in the morning until 
closing time the stores were busy. Ina 
few instances there were times during 


the day when the women’s departments 
were so rushed that customers could 
not all be seated. 

Harry McLaughlin, of The Potter 
Shoe Store, reports that last Saturday 
was one of the largest days in the his- 
tory of their organization. And he ex- 
pressed the belief that even if the 
weather continued good, Easter Satur- 
day will not be any better than last 
Saturday. 


Even Men’s Business Good 
One of the most gratifying phases of 
this rather unexpected impetus is that 
it is so general in its nature as to in- 
clude unforeseen activity in the men’s 
departments. 
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On the whole, stocks here were in 
fairly good shape to supply the demand. 
The larger merchants say that they 
have received sufficient deliveries to 
care for their needs with the exception 
of their top grades in women’s lines. 
Some of the men’s stores report many 
of their lines pretty well broken. The 
greater bulk of shoes moving at this 
time are in the medium grades. Base- 
ment departments everywhere -are do- 
ing an unusual business. 


Regal Business Good 


The new policy of the Regal Shoe 
Company placing all of its footwear’on 
a three price basis—$7.50, $8.50, and 
$9.50—is meeting with success at the 
local store. 

Manager W. E. Geisting says that 
last week, the first week of operation 
under the new price arrangement, was 
one of the largest the store has ever 
seen. He says the public is looking 
for good footwear at a fair price, and 
any policy leading to standardized 
prices will bring in a greater amount 
of business at this time. Mr. Geisting 
returned last week from a convention of 
Regal store managers held at Chicago. 


Club Committees at Work on 
**Kitchen Fund”’ 


At the last meeting of the Shoe & 
Leather Club, president Dickerson 
named three committees to continue the 
work of soliciting contributions for the 
“Kitchen Fund.” These committees 
were so selected that they represent 
the three branches of the local trade, 
the manufacturers, leather and allied 
industries, and the traveling salesmen. 
The manufacturers’ committee is as fol- 
lows: H. N. Lape, chairman; John 
Duttenhofer, John G. Holters, Edgar 
Bettman, and Dave Wolf. 

The leather trades: 

George Springmeier, chairman; 
Charles Rupp, William J. Graf, William 
Gallup, and George Mugavin. 

The traveling salesmen: 

Joseph Janow, chairman; Frank 
Dohoney, Charles Mueller, J. Jaffe, 
and §. S. Fechheimer. 

The chairmen of the three commit- 
tees report splendid progress and there 
is every assurance that the Shoe & 
Leather Club will be able soon to serve 
meals to its members and_ thereby 
make it a more frequent rendezvous of 
the local shoe and leather trades. 

Leather Man Toastmaster at 

Banquet 

George H. Mugavin, prominent local 
leather dealer, served as toastmaster at 
the Annual Banquet of The Irish Fel- 
lowship Club held at the Hotel Sinton 
last Thursday evening. 
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We’ve Been Trying for Some 
Time to Persuade the Post- 
master to Read The Recorder 


Last week a letter arrived at 
the Cincinnati post office. It 
was addressed to ““A Shoe Manu- 
facturer,”” Cincinnati,O. In the 
upper left-hand corner of the 
envelope a picture of H. N. Lape, 
of the Julian & Kokenge Com- 
pany, was pasted. This same 
picture had appeared the previous 
week in the “Recorder.” After 
some inquiry on the part of the 
postmaster, the letter was de- 
livered to Mr. Lape. He opened 
it and read as follows: 

“*$1000 reward for the capture, 
dead or alive, of a man who calls 
himself a shoe manufacturer.”’ 
—The Sheriff. 

A practical joke by a shoe buyer 
somewhere in the east. How- 
ever, it shows the value of pub- 
licity. 








Where to Buy 


Children’s Shoes 

















IN STOCK 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 


CONSOLIDATED 
SHOE Co. 


212 Essex Street 
Boston, Mass. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

an 
Popular Priced Stitch- 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 
ot Shee Co., Inc. 
ROCHESTER, N. Y. 























Lape and Adler Making 
Progress 


Charles Reisenberger, manager of 
the Lape & Adler Company, Columbus, 
was a Visitor in the city last week. Mr. 
Reisenberger reports very satisfactory 
progress with the new factory. 


F. B. Dopp with Menihan 


F. B. Dopp; formerly general super- 
intendent of the Julian & Kokenge 
Company, Cincinnati, and later of the 
Lape & Adler Company, became asso- 
ciated with The Menihan Company, 
Rochester, N. Y., the first of March. 


R. W. Wellington Takes Eastern 
Trip : 
R. W. Wellington of the Co-opera- 
tive Shoe Company spent last week in 
the east making a study of conditions. 





“T. A. DD.” Planning 
Outing 


President Thomas A. Delaney of the 
Boston Shoe Travelers’ Association, a 
Brockton salesman with the T. D. 
Barry Co. lines, is the head of the 
travelers’ committee that is planning 
for the big summer outing this year. 
The objective probably will be Ply- 
mouth to take in a part of the tercen- 
tenary program and view the rock. 
“T. A. D.” says this will be the biggest- 
ever outing by the Boston Associa- 
tion. It is to happen during the shoe 
and leather week in Boston. 





Where to “i 
Miscellaneous 


















Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 








KELLY KARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F, B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 








Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 








: ENG. 8.5.5, CO,, Migr, 81, High, St, Reston, Mase 


“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.” Send for our com- 
te catalog of Shoe Findings. 





orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, Catalog or Folder, if you place 
the printing with us; or we will sell shoe elec- 
tros at $1.25 each. 

SEND FOR FULL PARTICULARS 








N. H. GROVER CO., R 63, 161 Summer St., Boston 
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No retailer of women’s welt and turn footwear need go un- ||[Dallas 
covered with so many agencies working closely with us to see 
that the trade is supplied. This field service is augmented 
by a factory service that occupies the most modern factory 
in Haverhill and has every facility for the manufacturer of 
shoes possessing inherent service qualities and outwardly 
revealing the most advanced ideas of fashion. We believe it 
will be found beneficial by many dealers, not now merchandis- 

















ing W. & D. styles, to sample them at their first opportunity. 


OBBIN 























Graham Brown Shoe Co Wr 
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f| WU 
T It’s a welt, with thin flexible sole and 

properly set Cuban heel. Button to match 

leather. Made only in light Russia Calf. 

| A fitter and sure seller. 
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The Mark That Signifies 
Shoe Satisfaction 


‘Arnold Glove Grip Shoes” have all the good qualities 
that other good shoes have, and in addition they have 
the Glove Grip feature. No other shoes can be like 
them. They-are for every normal foot, for every man 
and every woman. 


Get this line in your store and learn what easy sellers 
they are. 


Our salesmen are now in their territories with stock 
styles for immediate delivery and new patterns for 
Fall. They are prepared to show you the way to in- 
crease your business and your profits by making 
“Arnold Glove Grip Shoes” your leaders. 


Write us, and we will have our representative call on 
you and we will send a stock catalogue. 








Euan 








M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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Haverhill 


Great Call for Novelties 


Every shoe factory in Haverhill has 
been for the past few weeks experienc- 
ing an unprecedented Easter business. 
The call for women’s novelty footwear 
has exceeded that of any similar period 
in the city’s history. Manufacturers 
have been besieged daily by wire, 
letter, phone and in person by whole- 
sale and retail merchants in every part 
of the country who are seeking to place 
orders for footwear novelties. New 
records have been made in the variety 
of styles submitted to buyers and prac- 
tically all these have met with instant 
approval; so much so, in fact, that 
factories have been fairly swamped 
with orders. It has been impossible 
to deliver all of the shoes in time for 
Easter, for the very good reason that 
a large -part of these orders were late 
in being sent to the factories. Haver- 
hill manufacturers, however, have per- 
formed wonders in production and 
although they have worked under 
manufacturing handicaps they have 
been successful in delivering a sur- 
prisingly large amount of footwear 
in season for Easter Saturday retail 
sales. 


After Easter Business Promising 


The fact that so many. buyers 
through late ordering were unable to 
get all their shoes for Easter has re- 
sulted in their continued urging of 
manufacturers to make further deliv- 
eries as soon as possible after Easter. 
Buyers realize that the Easter trade is 
by no means the end of Spring busi- 
ness; on the contrary, that a con- 
tinued demand for women’s novelties 
exists and that they must have more 
goods. Consequently, Haverhill fac- 
tories are about as busy now as they 
were two or three weeks ago and will be 
for several weeks to come, or right up 
to the end of the white shoe season. 


Sport Footwear in Demand 


The sales of Haverhill-made white 
and sport shoes will be larger than 
ever before following the increasing 
demands for this class of footwear for 
the hot weather months. Designs 
going out from Haverhill in this class 
of goods are.in high favor with the 
trade. In fact, Haverhill today stands 
more prominent than ever before in 
the designing and production of novelty 
sport footwear for women. This city 
is emphatically a leader in this regard 
and is so recognized by merchants 
everywhere. From a period of dull- 
ness Haverhill has come back strong 
through the novelty designs which 


have been brought to the attention of 
buyers. Such being the case, the posi- 
tion of Haverhill manufacturers in 
this regard is strengthened to an ex- 
tent which is of great importance as 
regards future business from discrimin- 
ating shoe buyers. Haverhill is on the 
high road to new achievements in style 
and quality of women’s shoes. 


To Teach French Cord Turning 


The demand for French cord turners 
and the shortage of this class of workers 
has brought about a plan fathered by 
the Shoe Workers’ Protective Union 
for the instruction of girls in this class 
of work. The novelty footwear which 
now is practically the whole thing in 





Editorial Correction 


In our issue of February 26 we 
announced that Jacob Bloomfield, 
for several years identified with 
the Malbon Shoe Company, had 
disposed of his interest in that 
concern and_had associated him- 
self with a new concern, known 
as the Essex Shoe Manufacturers 
Company, Inc. The fact of the 
matter_is that, while Mr. Bloom- 
field is no longer connected with 
the Malbon Shoe Company, neither 
is he connected in any way with 
the Essex organization. 











Haverhill factories has created an 
unprecedented demand for French cord 
turning. The supply of workers has 
been exhausted. This is entirely hand 
work and may be done at home. With 
some degree of skill and under proper 
instruction a girl may learn in a few 
weeks to become an expert worker. 
A building has been secured in Exeter, 
N. H., where instructors from Haver- 
hill will have charge of the pupils. 
About 20 girls have already expressed 
their willingness to take up the work. 

Haverhill manufacturers don’t ap- 
prove of the location of the school, 
which they say should be located in 
Haverhill in order to be of real benefit 
to local concerns. 


Haverhill at the July Style Show 


Haverhill will be well represented 
at the National Shoe Exposition and 
Shoe Show to be held in Mechanics 
Building, Boston, July 11-14. This 
is expected to be one of the biggest shoe 
shows ever held and one which will 
attract the attention of buyers from 
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every part of the United States. Buy- 
ing conditions have changed radically 
for the better during the past few 
months. There is no doubt that 
through this show a further stimula- 
tion of buying will be felt during the 
Fall months. Haverhill has always 
been at the front at style shows and 
will be prominent at the forthcoming 
exhibition in Boston m July. Several 
concerns have already reserved space 
and others are planning to do so. 


More Factory Space Wanted 


The continued demand for Haver- 
hill-made footwear has resulted in a 
shortage of floor space in the shoe dis- 
trict. New factories have been built 
in the city during the past few years, 
most of which are occupied and there 
is yet some unoccupied factory space. 
This will not long be the situation, 
however, as several concerns are plan- 
ning to increase their output during 
the next few months. New concerns 
are constantly starting to make shoes 
and will require space. The condi- 
tions which prevailed in Haverhill two 
or three years ago in regard to lack of 
factory space is likely to be repeated 
during the coming Summer and Fall 
months. There is no doubt that new 
buildings will be put under construc- 
tion if the continued demand for fac- 
tory space continues. 








Where to Buy 


Ballet Slippers 






















Sumith 

BENCH MADE 
BALLETS 

ORDER SAMPLES 


FROM 
132 W. BROAOWAY 
NEW YORK 


326 W.MONROE ST 
CHICAGO 
Ww" SUMNER SMITH 
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“Flexo” 
GYMNASIUM 
SHOES 
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Women’s Dull Goat Oxford, $1.20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 


UO 








A REAL HIGH CLASS 


BALLET 
Finest Workmanship 
Women’s Black vici, Sizes 2}4 to 8..... $1.75 
Misses’. “ pee | EC} ee $1.65 


Child’s - “ * §8t010%.... $1.55 
Second Grade Vici Kid, $1.40, $1.45, $1.50 
Write for Samples. At-once shipments 

PURITAN SHOE CO., Inc. 74 Reade St., N.Y. C. 
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DOUBLE WELT 


SHOES 


In Sizes 3 Infants to 7 Growing Girls 


The Shoe “Mother” Remembers 
---and Buys Again! 


HE “ACROBAT” SHOE for children is a real business builder for your store. 

Children wearing the ‘‘Acrobat”’ forget they have feet—but Mother remembers the 

long wear. One pair of ‘“Acrobats’’ will surely bring her back to you for more— and 
perhaps for her own shoes, too. 





Order Our Trial Assortment 


One look at “Acrobats” will open your eyes as to what children’s shoes can be. Send 
for our two dozen trial shipment, giving you a range of 814-11 sizes for each of our 


four best selling “Acrobat” low-cut numbers: 
1610—Mahogany Lotus Barefoot Sandal (illustrated). 


1150—Brown Bear Blucher Oxford (illustrated). 
1115—Mahogany Lotus Lace Oxford. 
1107—Patent Leather Lace Oxford. 

Shipped from stock the day your order reaches us. 


Send for Price 

List and Catalog 

32, showing our 

complete line of 

**Acrobat’”’ Dou- 

ble Welt Shoes, 

“Minnehaha” Ws 1150—Brown Bear Full 
1610—Mahogany Lotus Turn Shoes, and Quarter Blu. Oxford. 
See 8 ghz: ‘‘Papoose” Turn 
i Shoes. 


. 


and D Width... 3.15 


SHAFT-PIERCE SHOE CO. 


FARIBAULT MINNESOTA 


Specializing in Children’s Good Shoes Since 1892 
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NEW IN-STOCK DEPARTMENT 


Jaques and Clement Instal Service 
to Retail Trade 


Jaques & Clement have now started 
an in-stock department, carrying in- 
fants’ and children’s turns in both low 
cuts and boots, selling to the retail 
trade exclusively. The factory end 
of their business is carried on by 
Edward L. Jaques, a former superin- 
tendent of the H. E. Guptill Company, 
while the selling and executive end is 
taken care of by George K. Clement, 
an executive in the shoe business. 


New 


READY FOR AFTER EASTER 
TRADE 


No Decrease in Strap Demand Is 
Noted 


The local shoe business continues to 
show improvement. Although largely 
restricted to novelties, the volume of 
business at present compares most 
favorably with that of last year. Pre- 
Easter shopping, say the retail mer- 
chants, has been satisfactory, and, be- 
cause of the early date of Easter this 
vear, considerable business following 
the mile stone in Spring business is 
anticipated. 

No diminution in the demand for 
strapped models is apparent among 
women shoppers. Gray and fawn are 
still popular, but light tan calf in two 
strap models with military or walking 
heels are growing stronger. Many re- 
tail merchants now expect such models 
to replace the usual oxfords. Satins 
also are running well at present, the 
prevailing modes in quilted and plain 
satin coats and hats having stimulated 
the demand for satin footwear for 
street wear. 


Buster Brown at Gimbel’s 


Buster Brown and his dog Tige were 
attractions at the children’s shoe de- 
partment in Gimbel Brothers during 
the first three days this week, March 21, 
22 and 23. The Gimbel store features 
the Buster Brown shoes for children 
made by the Brown Shoe Company of 
St. Louis. 


Ready-Made Line Added by Slater 


Women’s ready-made shoes have been 
added to the custom shoe shop of J. & J. 
Slater at 24 East 57th street. The 
ready-made shoes are carried on the 
ground floor of the two story shop 
which hitherto has been’ devoted ex- 
clusively to custom made footwear. 
About 20 styles were shown at the 


John H. Cross Visits Haverhill 


John H. Cross, president of Mrs. A. 
R. King, Inc., of Philadelphia, was a 
visitor in Haverhill recently and while 
in town he made a complete inspection 
of his factory on Essex Street, which at 
the present time is running at full 
capacity. John Williams, sales mana- 
ger of John H. Cross, Inc., is very 
optimistic regarding white goods for 
Summer. Shortly after Easter he says 
that his concern will start making 
several orders which they now have on 
hand. 


York 


opening which took place on March 15. 
It is planned to continue the ready- 
made department only through the 
Spring season. 


Specific Price Ranges Appear 


Specific price ranges appear to be 
playing a more important part in 
merchandising shoes this Spring than 
for some time past. In the Spring 
showings at thé Regal stores, the prices 
$7.50, $8.50 and $9.50 are stressed. 
The John Ward stores, handling men’s 
shoes exclusively, are calling attention 
to their price range, which runs from $7 
to $11, with an intermediate price of $9. 
It is recalled that the revised prices in 
the Ward store for the Winter season 
were $8, $10 and $12. The Spring 
prices are about $1, all the way 
through, compared to the Winter prices. 
Alexander, the Fifth Avenue store, is 
advertising a price range on new Spring 
shoes for both men and women of from 
$7.50 to $15. 


Black Satins Featured 


Franklin Simon & Company last 
week featured women’s black satin 
strap pumps, with hand-sewed turn 
soles and Louis heels at $12.50 a pair. 
The advertising and window displays 
were linked up with the prevailing 
fashion for black satin hats, coats and 
frocks. Best & Company describe 
their “Lorraine” pump as “neither 
pump nor oxford, but partaking of the 
good qualities of each.’”’ The pump 
comes in a military heel model of brown 
Russia calf with a tan buckskin insert 
on the quarter and a broad strap. The 
shoe, says the company, “features the 
new wide strap of French inspiration. 
It is preferred by many women for 
sports and walking because it combines 
the trim, tailored aspect and wearing 
qualities of the oxford with the light 
weight and cool cut of the pump.” 
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Golden to Have Three New Stores 

Three new stores will be added to the 
chain of the Golden Shoe Stores in this 
city in the near future. At present 
there are 15 Golden stores throughout 
the country with nine of them located 
in New York. One of the new stores 
will be located at 11 Park Row, in a 
one-story building which also runs back 
to 7, 9 and 11 Ann St. Samuel L. 
Golden, president of the company, has 
just taken a 21 year lease on the build- 
ing at an annual rental of about 
$25,000 a year. He will gain possession 
on May l andrebuild. The newstore, 
he asserted, will be the largest shoe store 
in down-town New York. Another 
store will be opened at 116 E. 14th St., 
May 1, in premisés with a 50-foot front- 
age and 110 feet depth making this the 
largest: shoe store in this section. The 
third store will be opened at 1603—1605 
Broadway, one block above the location 
of a present Golden store, which will be 
maintained for the time being. The 
new store will have a 30-foot frontage 
on Broadway. 


Open New York Office 


Brennan & White Shoe Co. of New- 
ark, manufacturers of boys’ shoes, little 
gents’, misses’, children’s and infants’ 
shoes, well known throughout the trade 
as the Steel Shod line, have opened 
offices and sales rooms for the con- 
venience of their New York and visiting 
trade in room 438, Marbridge Building. 
A full sample line is on display there, 
and the offices are always open. 
Business ‘‘Enormous”’ Says One 


Man 


‘‘In the past three weeks business has 
been enormous. In the past ten days 
we have done a bigger business than in 
any ten days for more than a year,” 
said the Eastern Sales Manager of a 
leading New England shoe manufac- 
turer in his sales offices in the Bush 
Terminal Sales Building recently. 
“Things are getting settled. Business 
has gotten down to a basis, people are 
buying merchandise and buying it 
strong. I am speaking of the East, but 
our salesmen now on the road are doing 
very well all over the country. There 
is a tremendous shortage at the present 
time of good shoes. Sizes are badly 
broken. The market is all shot» to 
pieces in sizes. A buyer visiting Boston 
the other day carried his order book for 
four days trying to get certain fill-in 
numbers and he was unable to do so.” 





Kropp Salesmen Out 


The salesmen for the Kropp Shoe 
Company are now out on their respec- 
tive territories with the Fall line. 
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Brockton 


Novelties in Men’s Shoes 


Take it from the Brockton manufac- 
turers of men’s shoes that women’s foot- 
wear is not going to have a monopoly on 
novelty styles. Looking over the new 
samples which are bring prepared in 
men’s shoe factories, and in fact are now 
ready to be shown to the retail shoe 
merchants, one sees actual confirmation 
of the manufacturers’ claims. Snappy 
novelties in low cut patterns in medium 
and dark tan and black leathers are very 
much in evidence. These samples will 
be an important factor in obtaining 
orders, not for delivery three months or 
six months from now, but in five or six 
weeks’ time. Manufacturers recognize 
the changes in buying conditions that 
prevail among merchants and are pre- 
pared to meet these conditions. 


Button Oxfords with Buckle Attach- 
ments 


Conservatism is thrown to the winds 
in getting up these new samples. If re- 
tail merchants demand jazzy styles in 
men’s shoes, Brockton manufacturers 
are ready with the supply. Typical of 
this readiness is a red calf two-button 
oxford, freely perforated as to vamp, 
tip and lace stay, with an accessory 
strap around the top fastened with a 
bright brass buckle. Many changes 
are rung on this strap and buckle idea. 
In the black oxfords there is a lace pat- 
tern which is fastened at the front with 
a small black buckle. These samples 
and many more illustrate the determi- 
nation on the part of the Brockton man- 


' ufacturers to put pep and snap into the 


new styles which their salesmen now 
have in hand. Perforations, saddle 
straps and square drop toe lasts are 
featured in connection with these new 
styles. In a word, Brockton manufac- 
turers of men’s shoes are there with the 
real snappy novelties to match the 
women’s best sellers. 


Lighter Shades Coming to the 
Front 


“While it is not possible,” said a 
veteran Brockton manufacturer of men’s 
shoes, “‘to change men’s style ideas on 
leather colors overnight, yet I can see a 
gradual tendency toward lighter shades 
in men’s footwear. Merchants have 
stuck close to the dark colors for several 
seasons. These are still running strong, 
while there is a great deal of dark 
leather still in the hands of tanners. 
The latter will be gradually worked off, 
and the lighter shades worked in during 
the next few months. We are showing 
these lighter shades in our new samples, 
not too light, but just enough to get 


away from the conservative dark colors 
and give the merchant an opportunity 
for a greater selling range in men’s 
colored footwear. Lighter shades shown 
in the store windows will stimulate the 
purchase of these shoes and, as I said 
before, enable the merchant gradually 
to work into the lighter shades. By 
another season I think the men will be 
ready for yet lighter colors in their 
shoes. In this way the change from 
dark to light will be gradually made. 
This, to my mind, is the only proper way 
to handle the color situation in men’s 
shoes.”’ 


Sport Shoes Play an Important Part 


Although the demand for men’s and 
women’s sport shoes is necessarily 
limited to certain localities, particularly 
in the large centers of population, never- 
theless there is a steadily growing de- 
mand for this so-called sport footwear. 
Brockton manufacturers recognize this 
demand by showing for the Spring and 
Summer season a variety of sport shoes. 
Prime favorites are the white buck, kid 
and canvas with leather trimmings of 
tan or black. These, with the all white 
shoes, will be very popular sellers during 
the next three months. Retailers are 
buying closely to their immediate needs 
and these new samples now in the hands 
of salesmen are for the purpose of 
making sales for the warm weather 
months. Low rubber heels and rubber 
or leather soles prevail in this sport foot- 
wear, which will add _ considerably 
during the next few weeks to Brockton’s 
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factory output in both men’s and 
women’s welts. 


Hand to Mouth Buying by 
Merchants 


The situation in regard to the pur- 
chase of shoes by merchants through- 
out the country is one of hand to mouth 
buying. Merchants are placing orders 
for goods which they will need during 
the next 60 to 90 days. They are not 
yet anticipating their requirements for 
the Fall season. On this point a Brock- 
ton manufacturer said: “I believe that 
merchants have the right dope on the 
situation in buying close to their needs 
as they are doing at the present time. I 
also believe that it is up to the manu- 
facturer to see that the merchant gets 
close co-operation along this line. This 
calls for visits from the salesmen every 
month or at least every 60 days in order 
to keep in touch with the merchant’s re- 
quirements and to take his orders when 
he wants to place them. The wise mer- 
chant will select a reputable line of 
men’s and women’s footwear and buy 
from it according to his needs. It will 
require the service on the part of sales- 
men to enable him to place his orders 
frequently. If he tries to buy every 
line of novelties which is brought to his 
attention he is likely to become con- 
fused and to have a stock which is not 
marketable according to the best ideas 
of merchandising. We have got to 
keep closer to the customers than ever 
and to give them the best selling service 
they have ever had. That is the plan 
which we are pursuing and I believe it 
one to which the merchant will be ready 
to give his hearty co-operation.” 


Boston 


EASTER BUSINESS BIG 
Exceeds That of 1920—Women 
Novelty Shoes Stimulators 

The weather of the past week has 
been an ideai one for trade. With the 
thermometer registering at 80 and 
above, what person in the city or its 
environs could refrain from at Jeast 
thinking strongly of Spring footwear? 

But the great majority, and of the 
majority the ladies took the lead, not 
only thought strongly of Spring foot- 
wear but bought heavily. Men’s 
business showed a decided improve- 
ment—all in all Easter, 1921, business 
in the retail shoe stores and shoe de- 
partments of Boston will go down in 
history as exceeding in volume and in 
dollars and cents that of Easter, 1920. 


Hosiery Matches Shoes 


The windows of the city are all ar- 
rayed in their Easter finery—so are 


interiors, and the shoes and hosiery 
on display are not very long there until 
they are transferred to the feet of the 
public. Never has hosiery been such 
a good match for footwear—in fact it 
matches exactly. For instance a mode 
gray buckskin pump, military heel 
effect, two strap, buckle fastened, and 
trimmed with tan Russia calf, was dis- 
played beside mode silk lace hosiery. 

And not only does hosiery match 
as to color, but it matches also as to 
pattern. As an illustration, a white 
kid one strap slipper, baby French 
heel, button fastened, with black under- 
lay showing through perforations on 
strap, at the throat, and around the 
edge of the shoe, was shown beside a 
white silk stocking with clocks in 
black and white in the exact pattern 
of the perforations on the slipper. A 
similar effect was produced in the 
combination of a black patent leather 
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“The King of Jobs”’ 








Our spot cash 


BARGAINS “= 


UNUSUAL $1.85 | 


instead of $4.00 








Rosenberg Values—The Kind 
That Command The Attention 
Of Live Merchants! 












Made by One of Our Best Manufacturers 
No. 7015—Men’s Tan Grain Work Bluchers, all solid leather, two full 


soles to heel, unlined, extra inside counter pocket, bellows tongue, leather 








pull strap, heavy grain leather innersole, triple stitched uppers, nickel 
hooks and eyelets, each and every shank stamped McElwain. Sizes 6-11, 
UN PE, MINE. & 6 alee cciarw ocncerdicpace eee ci Kwa ene en $1.85 


Made for Export Sold in 24 Pair Case Lots Only 


ALL LEATHER STITCHDOWNS 
Sold in 36 Pair Case Lots of Each Run Only 































No. 706—Infants’ Mahogany Button. Sizes 6 to 8.................0.. cece eee ee $1.25 
No. 1706—Children’s Mahogany Button. Sizes8'to Il................ cece eee ee 1.40 
No. 2706—Misses’ Mahogany Button. Sizes 1114 to2................. cece eens 1.60 
No. 906—Infants’ Mahogany Lace. Sizes 6 to 8............. 00sec cece cece eeeeees $1.25 
No. 1906—Children’s Mahogany Lace. Sizes 814 to Il] ............... 0c cece eee eee 1.40 
No. 2906—Misses’ Mahogany Lace. Sizes 1114 to2................ cece cece ees 1.60 











No. 700—Infants’ Mahogany Button, Smoked Elk Top. Sizes 6 to 8................ $1.25 
No. 1700-—Children’s Mahogany Button, Smoked Elk Top. Sizes 814 to Il.......... 1.40 
No. 2700—Misses’ Mahogany Button, Smoked Elk Top. Sizes 1114to2............ 1.60 
No. 900—Infants’ Mahogany Lace, Smoked Elk Top. Sizes 6 to 8................4 $1.25 
No. 1900—Children’s Mahogany Lace, Smoked Elk Top. Sizes 814 to ll............ 1.40 
No. 2900—Misses’ Mahogany Lace, Smoked Elk Top. Sizes 11144to2.............. 1.60 







No. 903—Infants’ Smoked Elk Lace. Sizes 6 to 8..............ceceececeeeeececees $1.25 
No. 1903—Children’s Smoked Elk Lace. Sizes 814 to I] ....... 0... cece eee eee ee ee 1.40 





No. 2903—Misses’ Smoked Elk Lace. Sizes 1114 to2........... 00. c pec ee eee ee eees 1.60 











Infants’ made with spring heels. Child’s and Misses’ with heels 





F. O. B. Boston - : Terms Net 30 Days 


S. Rosenberg & Son 


140 ESSEX STREET BOSTON, MASS. 
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one strap slipper, with white kid under- 
lay showing through perforations, and 
a black silk stocking clocked with white 
in perforation fashion. 


Dainty Innovations 


In women’s fashions, there are all 
those dainty innovations that delight 
the feminine mind. There are strap 
effects with buttons, strap effects with 
buckles and combinations of different 
leathers of ‘the same shade and con- 
trasting shades. All heights of heel are 
popular, and never were they seemingly 
bought more in accordance for the pur- 
pose intended. The proportion between 
Louis and baby Louis on turn shoes 
seems to be about 50-50. Cuban heels 
are selected in welt styles, also Cuban, 
military, and low one inch walking 
heels. 

These types are much used by 
the college trade. The baby Louis is 
used largely for semi-dress affairs, and 
the Louis 16-8, 18-8 or the new Junior, 
14-8, for full dress affairs. There are 
so many types of women’s shoes this 
year in so many materials, in so great a 
variety of lasts and patterns and with 
so wide a price range that it is no 
wonder that a record Easter business 
has been transacted. 

Nor will this business end with 
Easter; if properly pushed, it should 
extend right through the year. 


In Men’s Styles 


Some stores report that men are 
buying more heavily on the dark brown 
shades of tan, some say that the buying 
seems to be on the new shade of 
tan. 

Some stores say that the plainer styles 
are the volume sellers, other stores 
say that their sales are best for young 
men on the new ball straps, fancy 
patterns, and for middle-aged and 
older men on the plain styles. Shoe 
stores throughout the city are pushing 
the new things for men, and many feel 
that when a man finds out that he can 
get just as comfortable a fit with the 
saddle strap shoe if fitted a little easier, 
and the other good qualifications of 
the new styles, he will be completely 
“converted,” in fact that it is simply 
a matter of educating the men into the 
acceptance and popularity of the new 
patterns and colors. 


Suggestions for Buckles 


Party slippers offer many suggestions 
for buckles, and on black satin, or 
satin of other shades, or on the suedes, 
a plain strip pump, with a rhinestone 
buckle and perhaps an ostrich rosette, 
or a metallic slipper, with rhinestone 
buckle and tulle, is very effective. 
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THE WHOLESALE TRADE 


No Limit to Business if Goods 
Wanted Can Be Obtained 


The wholesale shoe business of Boston 
shows much improvement. Buyers 
have been in town for the past few weeks 
carefully looking over stocks of novel- 
ties in women’s footwear for Easter 
and after-Easter trade. There is no 
limit to the amount of business which 
can be transacted if the goods desired 
can be obtained. Ball straps and per- 
forations are in big demand. Whaole- 
sale merchants are rushing to the fac- 
tories to find the most of them tied up 
to May 1, and about two weeks behind 
on some particular style which was 
ordered late, but nevertheless making 
strenuous efforts to get out a few 
dozens at least on the various patterns 
so as to accommodate all customers. 
Some factories are refusing to take any 
more orders until after May 1, and in 
the meantime have hired extra stitchers 
and perforaters, and have installed ad- 
ditional machinery, as shoes for Spring 
and Summer, 1921, require much ‘de- 
tailed work. 

John F. Travers of J. F. Travers 
Shoe Co., a new wholesale firm at 110 
Summer Street, is an optimist on the 
situation. Mr. Travers reports that 
his firm is selling all the shoes they can 
get in women’s strap suede pumps and 
other novelties, and have been able to 
deliver 75 per cent of their orders on 
novelties. He predicts that by May 
15 the wholesale business will get 
down to a more normal basis and that 
staples will come in for a goodly share 
of attention. He also predicts a good 
year on white shoes. 


RETAIL SALESMEN BUSY 


President Percy E. Thayer Issues 
Two Important Letters 


The Boston Retail Shoe Salesmen’s 
Association, through its president, has 
recently sent a letter to all the state 
presidents which reads in part as 
follows: 4 

The keynote of the N. S. R. A. Con- 
vention at Milwaukee was how to 
make co-partners and co-operators out 
of ordinary shoe salesmen. The shoe 
merchant who answers that question 
properly stands for efficiency. 

An expert insurance manager said 
recently that their company found on 
investigation that 40% of their men 
were doing 90% of the business. After 
thorough training 500 of their men 
now do more than 1,500 did formerly. 

Training for any position in life is 
essential, whether in athletics or busi- 
ness. 

Our Shoe Salesmen’s 
Watchword is SERVICE. 


Association 


Our Creed is loyalty, efficiency, 
honesty, truth, punctuality, reliability, 
honor, integrity, diplomacy. 

These ideals are as good a basis for 
co-operation and co-partnership as you 
can get. 

Why not form associations of this 
kind as junior organizations to the 
parent merchants’ associations? We 
hold our meeting monthly at some 
hotel, at which time we have interesting 
speakers on merchandising, salesman- 
ship, leathers, manufacturing, health, 
etc., and also Round Table talks, dis- 
cussions and debates. These meetings 
are stimulating and instructive. 


Inspiration, enthusiasm, and educa- 
tion are factors‘ that will keep any 
business alive. 

We have the backing of the Mass. 
Retail Shoe Merchants’ Association, 
The “Boot and Shoe Recorder,” The 
Shoe Retailer, The Boston Retail 
Shoe Salesmen’s Institute and many 
educators. 

The Boston Round Table, with 
which many of our members are affili- 
ated, is doing a world of good, training 
men by actual experience in shoe fit- 
ting, shoe selling, anatomy of the foot, 
etc. This is conducted by the Boston 
Retail Shoe Salesmen’s Institute under 
the direction of Arthur L. Evans, and 
is being recognized by educators as a 
step in the right direction in training 
shoe salesmen efficiently. It is the 
untrained men in the store who by poor 
fitting and inexperience gradually drive 
away good customers. ‘ 

Form these associations among your 
salesmen. 

Our Merchants’ Association gives 
the Salesmen’s Association a banquet 
annually. We also have a joint wel- 
fare committee that discusses matters 
pertaining to our mutual interests. 

Our constitution states very em- 
phatically that our purpose is—1l, to 
co-operate with our employers to raise 
the standard of shoe selling and shoe 
fitting to the end that we may serve 
the customer more efficiently. 2, our 
association is not a union, neither does 
it intend to be a union, nor to interfere 
in any store in any way, shape or man- 
ner. 

As a suggestion on how to proceed in 
organizing a Shoe Salesmen’s Associa- 
tion, let me say that a good plan is to 
have some manager or head clerk get 
the representative salesmen of the city 
or county together, invite the leading 
merchant or leather man, manufact- 
urer or banker to talk to them; ap- 
point a committee to formulate plans 
and nominate officers. Have an enter- 
tainment and banquet. Elect officers 

and proceed along educational lines. 

Call on us if you need help. 
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SOMETHING GOOD AT 
A PRICE 


We desire to clean out all oxfords, sandals, made 
by the Ramsey Patented Process that have 
Pigskin Innersoles. 


As all our sandals, shoes and oxfords are now 
being made with solid grain leather insoles, 
we offer all we have in stock, made with pigskin 
insoles, at the following special prices. 


No. 11—Children’s and Misses’ Plug Oxfords, Tan Chrome Uppers, 
Textan Soles. 


5 to 8 814 to II 1114 to 2 2144 to 5% 
80 -90 1.00 1.25 


No. 12—Children’s and Misses’ Barefoot Sandals, Tan Chrome Up- 
pers, Leather Soles. 


5 to 8 814 to II 1114 to 2 2% to 51% 
-80 -90 1.00 1.25 


No. 14—Ladies’ Cherry Chrome Oxfords, Oak eT Rubber Heels. 
1.80 


No. 16—Men’s Cherry Chrome Ventilated Oxfords, Oak Soles, Rub- 
ber Heels 


It will pay you to take advantage of these offerings. All 
of these are made by our Double Stitched Patented Process. 
and all are guaranteed against the outsole loosening up. 


Don’t make any mistake——These are Regular Goods. 


“IT’S IN THE MAKING” 


RAMSEY’S PATENTED PLAY SHOES 
THEY CANNOT RIP 
GOODYEAR DOUBLE “Wn? WELT 


If your jobber does not handle them, write us 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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President Thayer has also sent a letter 
to T. C. Mirkil, Secretary-Commis- 
sioner of the N. S. R. A., in which the 
“creed”? of the association is stated; 
the educational work of the associa- 
tion set forth, and the fact that the 
Boston Retail Shoe Salesmen’s Asso- 
cjation “‘delivers the goods.” The 
letter emphasizes the fact that retail 
shoe salesmen’s associations are needed 
in every state, “junior organizations 
to co-operate and bolster up the parent 
merchants’ association.” The letter 
continues: ““The merchants by making 
co-partners and co-workers of his sales- 
men is not only blocking the union 
parasite, but improving the quality of 
his selling force and the harmony of 
his organization.” 


Value of Advertising 


The Thayer McNeil Company have 
been doing a big business on their 
Plastic shoes and much advertising 
thereon. Recently an ad appeared 
showing a cut of one of these shoes 
and the name ‘‘Plastic,” but by a 
mistake their name was omitted from 
the ad. When the omission was at first 
noted, it was felt that some of the 
value of the ad might be destroyed, 
but never was any larger business trans- 
acted on this line of comfort shoes than 
the response from this ad brought. As 
Charles Holt, manager of the women’s 
shoe department, remarked, “It would 
seem as if the public wished to show 
us that although our name was not 
mentioned, they knew just where to 
come for the Plastic shoe.” 


All Join In 


President Thayer of the Boston 
Retail Shoe Salesmen’s Association 
feels that once a year, either the mer- 
chants, or the round table group of 
the Boston Retail Shoe Salesmen’s 
Institute, or his Association, should 
arrange for a get-together time at which 
all of the retail shoe clerks, men and 
women, not members of any of these 
associations would have a chance to 
hear some good speaker and get the 
new ideas now being spread before 
their association members. 


At the Round Table 


At the Round Table Group meeting 
of the Boston Retail Shoe Salesmen’s 
Association, held March 16, the second 
volume of Correct Shoe Fitting was 
finished; this included a general dis- 
cussion of the volume. y 

This week Wednesday, March 23, 
“Materials in Shoes” was the subject 
studied. i 
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Visitors in Boston 


Visitors in Boston the past week were: 
Henry Black of McDowell & Black 
Shoe Co., Portland, Maine, Eugene 
Pomerlau of F. L. Hersey, Augusta, 
Maine, C. A. Lamey of Lamey & 
Wellahan, Lewiston, Maine, and J. L. 
Patton of Patton & Hall, Schenectady, 
N. Y.; all of these men came up here 
on buying trips. Mr. Lamey was met 
in company with J. F. Travers of the 
J. F. Travers Shoe Co., wholesale shoe 
merchants.‘ He stated that business 
in Lewiston was very good; that his 
store, which sold high-grade lines of 
men’s, women’s and children’s shoes, 
as well as hosiery, enjoyed its full share 
of the general prosperity. ‘‘“Medium 
shades of tan are favorites in my city,” 
said Mr. Lamey. “‘The women are 
buying many strap styles and the men 
want the new saddle strap _ shoes. 
Lewiston and the surrounding country 
form a section where the people like 
novelty styles.”’ 


ORTHOPEDIC BUSINESS GOOD 


Interesting Incident Related by 
H. F. Salisbury 


Business is reported as exceptionally 
good at the store of the H. F. Salis- 
bury Co., Rooms 720, 721 and 722 
Little building. This concern sell 
orthopedic and semi-orthopedic shoes 
and make all their own orthopedic 
appliances. At the present time, they 
sell only men’s and women’s shoes, 
but as soon as they can secure the 
added space, they are going to open 
another room and carry children’s 
orthopedic footwear. An interesting 
incident is related by Mr. Salisbury, 
as follows: 

About a year and a half ago an 
Indiana woman came to Boston suf- 
fering from an annoying foot trouble, 
and was completely cured by the shoes 
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which Mr. Salisbury “prescribed.” 
So pleased was she that last November 
she paid the entire expenses of Mr. 
Salisbury’s trip to Evansville to fit 
out herself and friends—a similar trip 
is to be made by him in the near 
future. 





CHESTER J. PIKE DEAD 


Well-known Rubberand Advertising 
Man 


Funeral services for Chester J. Pike, 
for many years connected with the 
rubber shoe and advertising businesses, 
was held Monday last. He died early 
Saturday morning, March 19: He was 
born in Chelsea, Vt., on November 18, 
1859, and early in‘ his career engaged 
in the retail] shoe business in Spring- 
field and Holyoke. He then became in- 
terested in the wholesale shoe business 
in Boston with Field, Thayer & Co. 

Mr. Pike was connected with the 
Goodyear Metallic Rubber Shoe Co. 
as their Eastern agent. When that 
company was absorbed by the United 
States Rubber Company, he auto- 
matically became connected with the 
United States Rubber Shoe Co., and 
for a certain period was Eastern selling 
agent. , 

In 1902 he was appointed sales- 
manager for the Hood Rubber. Com- 
pany, remaining with that company 
until August, 1906, when he became 
affiliated with the old firm of Haynes- 
Sparrell Co., which in June, 1909, was 
changed over to the Congress Shoe 
and Rubber Co. 

In 1914 he joined the Hoyt Service, 
Inc., advertising agency, and became 
the Boston manager and a director, ia 
which capacity he served until his 
death. He is survived by a widow, a 
son, Chester J. Pike, Jr., and a daugh- 
ter, Mrs. Kersey Coe, now in Yoko- 
homa, Japan. 


Rochester 


NEW STORE OPENED 


Nettleton’s to Be Main Line 
Handled 


Fred M. Wright, long identified with 
the retail shoe business in this city, 
opened up an attractive shoe store at 
9 State Street, Powers Building, this 
week. This will be an exclusive shop 
for men’s fine boots and shoes where 
personal service, skillful fitting and 
store appointments will be in keeping 
with merchandise of undoubted qual- 
ity. Nettletom shoes will be featured 
as the principal line. A secondary 
line, manufactured according to Mr. 
Wright’s specifications and represent- 


ing exceptional value, will also be 


offered. 


Retail Business Good 


Forecasts of a marked strengthening 
of business in the shoe stores before 
Easter have proven accurate. Mer- 
chants here have reported splendid 
business for several days. The high- 


water mark thus far was reached last 
Saturday when the shoe stores were 
bustling with activity, thereby giving 
strong proof that things are once more 
on the up-grade to normalcy. 
In women’s footwear, walking ox- 
(Continued on page 145) 
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CHANDLER’S SHOE NOVELTIES 


SEND FOR STYLE FOLDER—JUST ISSUED 


The new prices will interest you 


RIBBONS—LACES—BUCKLES—STRAPS—BOWS 
Silk Faced Gros-Grain Ribbons 


Black, White, Mahogany, Seal and Cordo- 
van 

No. 2— % inch wide... 9c. to Ile. per yard No. 2— \% inch wide... 7e. to 10c. per yard 

No. 5—1 inch wide... 8c. to 16c. per yard Fe Ne. 5—1 __ inch wide. .74c. to 10c. per yard 

No. 7—1% inch wide. . .10c. to 20c. per yard f No. 7—1% inch wide... 9c. to lle. per yard 

No. 9—1%% inch wide. ..13c. to 25e. per yard a. No. 9—1% inch wide. ..12c. to 15e. per yard 


All Silk Gros-Grain Ribbons 


Black, White, Browns, Grays and All 
Fancy Shades 








DOUBLE FACED SATIN RIBBONS 
FOR OPERA AND BALLET TIES 
Pat. 750—Heavy All Silk, Black, White, 
Brown and Fancy Shades 
No. 3—5-8 inch while, $1.38 per 10 yd. 


TERMS 
Terms on Ribbons 6-10—5% 30 days 
Trade discount of 5% allowed when 
bought in box lots 
All In Stock for Immediate 
Delivery 


piece 
Pat. 730—Silk Faced in Black and 
White only 
No. 3—5-8 inch wide, 10c. per yd. (50-yd. 
piece) 


C. A. BROWNING COMPANY 


Sole Agents for Chandler's Shoe Novelties 
BOSTON 30 FRANKLIN ST. MASS. 


HOMO O OOOO OO 


White Nubuek Trade Winners 


Ready Right Now 
Quality Beyond Question 
Order Now 


Quantity is Limited 
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On the Floor 
Authentic Style 


Sold in 18 or 36 Pairs to 
a width 


AN IDEAL SPRING MODEL 


Style No. 503—Misses’ White Nubuck 
Lace Oxford, 9 Goodyear — iw Heel. 
pwd 11% to 2. Widths C and 


Style No. 504—Children’s Sizes, 84% to i. 
Widths C and D. Spring Heel. Price $2.85 
Style No. 522—Children’s No. 14 Genuine 
Mahogany Calfskin Lace Oxford, Good- 
ear Welt, Sosieg Heel. Sizes 8% to 11. 
Widths C and Pri $2.90 


NO SPRING STOCK IS COMPLETE 
WITHOUT THIS NUMBER 
Style No. 613—Misses’ White eg 


roar Cut Lace Boot, Goodyear Welt, 6-8 
Sizes 114% to 2. Widths Cc we + 


Sie No. 614—Children’s Sizes, 84% to 11. 
Widths C and D. Spring Heel. Price $3.15 


ONE OF THE CLASSIEST SHOES OF 
THE SEASON 


Style No. 500—Growing Girls’ White Nu- 
buck Wing Tip Brogue Oxford, Goodyear 
Sizes 2% to 7. bir 


Welt, 9-8 Heel. 
C and D. Pri 
Style No. 501—Misses 
Widths C and D. 6-8 Heel. 


Terms 5% 10 days F. O. B. Manchester, N. H. 


” Sizes, 114% to 2. 
Price. . $3.50 


Manchester, N. H. 


**From Kinter Garten to Co-Ed”’ 


Manchester Shoe Co. © :: 


Makers of Juvenile Footwear Goodyear Welts Exclusively 
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IN STOCK 


BUSINESS BUILDING BROGUES 
EVENING DJRESS OXFORD 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 


Stock No. 580—Brogue Last. Gallun’s 26 Brogue Ox- 
ford. AA, 7to1l; A and B, 6tol1l; C and D, 5 toll. Brogue Oxford. Rawhide Slip Sole. 


PRICE $6.85 PRICE $7.25 


: 


Stock No. 693—Brown Cordovan Oxford. Rawhide Slip 
Sole. Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; 


C, D, 5 to 11 
PRICE $8.25 


FENWAY LAST 


Patent C.S. Oxford. 3 Bevel Edge. Flexible Sole. Sizes 
and Widths: AA, 6% toll; A, B, 6 to11;C, D,5 toll. 


PRICE $6.50 


These shoes have repeatedly proven an inducement for business and the continued 
patronage of men who are careful in making their footwear purchases. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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| Don’t Lose Sight of | 
| Style No. 103 the Fact That Felt Style No. 142 | 
| Boudoir Slippers Are More Popular Than Ever | 
We have them in all the desired colors and designs. 
Our prices are based on the latest readjustment of values. Get in now while 
| the assortments are complete. | 
| Ask your JOBBER about the “PARISIAN.’’ | 
| PARISIAN FELT SLIPPER CO., Inc. | 
195-197 Chrystie Street, New York, N. Y. 
a Ne 
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THE 
Our Latest Style Booklet Pte Write to Dept. 6 For Latest 


Style Booklet 


Will Soon Be Ready FOR MEN 


Saddle Strap Oxfords 


Are the Business Getters 


WE HAVE THEM 


NOW IN 
STOCK 











UNBRANDED 
No. 84 Ne. 91 No. 85 
Russia Calf Saddle Oxford, “Touraine.” No. 38 Russia Saddle Oxford. Same Russia Calf Saddle Oxford, “Brae Burn.” 
B, C, D; 6-10 Style as No. 84. “Biltmore.” C, D; 6-10 B, C, D; 6-10 
Price $6.85 Price $5.85 $6.85 




















M. A. PACKARD CO., Brockton, Mass. 
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|| Some Dainty Strap Styles _ || 
i! For Early Spring Trade {ff 
These Popular Models Are Selling Strong for 
Delivery After April 15 
Peggy Two-Strap Nouvelle One-Strap \ 
Baby Louis Heel ' 
SEND YOUR 
ORDER NOW 
One-Strap. Made with Single Sole to 
H d ‘ ill Imitate 2 a LXV ‘Heel, a Cov- 
Kid Two-Strap, Broadway Last an It Wl re- ered 1 fok. re 5th 
a ee Babs yoSirs eel Single f l No. 636—Patent Vamp, Black Satin Yr 
i ~~ wee hatin ; ~ ul ~~ celve care u OP +iihsn de esdisased bee deksaodsod 
No. eee is coke Heel 4548 No. 688—Tan Calf! 221220220002 *3:00 
and prompt Widths A to D 
attention 
La Mode One-Strap 
Our catalog will 
be sent to your 
address for 
the asking 
Perforated Two-Strap, Broadwa: Jae. 
Made with Full Covered Louis Heel Goodyear Welt, 1 Cuban | 
Single Sole, 5th Avenue Last No. 765—Black Kid with Dull Cal ' 
agp Ricealiveellamnge Ree tee Cocoa “Calf “ with’ Cocos "Calf 
No. 634—-Brown Kid with Brown Suede PI. on ke 36 0at cbadcowrengecsieed $4.50 1 
WONT bh. dalkn ade ad cecannesccd $5.75 Widths AA to D : 
Widths A to D | 1 
18 Station; Street Boston 20, Mass. 
IB 
i 
> SSS aT TG ap Wa aw a KS 
0 ene ater er men eee senna 
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j The Right Shoe for the Right 7 
: occasion gives pleasure to the 
| customer and profit to the | 
Tl merchant Tl 
U U 
| Men advertise to the world their mental condition by their shoes. UJ 
7 —Elbert Hubbard j 
° SOMETHING NEW IN BUTTONS . 
: R 2 iat SEE THE NECK . 
| ROLL BUTTONS | 
a] Save the button-hole. n 
U | : U 
n . 2 r 

| United Shoe Machinery Corporation | 
fl BOSTON, MASSACHUSETTS rn 
eS) | i= IBC | os © i — F§ FC JBC Se 
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The Old Burt & Packard Line of ‘‘Korrect Shape’? Shoes Made by Field & Flint Co. 

















r Easter! 


END in an order for the 
shoes you need to be made 


on our famous 


Emergency 
Quick Delivery Service 


The shoes will be made and 
shipped to you two weeks 
after we get your order. 

Not only shipped, but made 
made according to your own 
specifications and with your 
own markings. Just send us 
lining number (if of our make) 
or a sample of what you want. 


FIELD & FLINT CO. 


SUCCESSORS TO 


BURT & PACKARD CO. 
MONTELLO STATION . BROCKTON, MASS. 


Right Afte 
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WELT SHOE 


30S. 


KORXOLE 


‘Flexible Innersoles 


Make Flexible Shoes 





| The foundation of a ‘flexible shoe is the soft, pliant 
innersole. 
And Korxole (cork) innersoles—because they are made 


chiefly of soft, cushiony cork—are the ideal innersoles 
for flexible shoes. 






INNERSOLE WELT OUTER SOLE 


ie 
“ate 


Manufacturers will build shoes around Korxole inner- 
soles if specified. Send us the names of the manufac- 
turers from whom you would like to receive sample | 
shoes containing Korxole innersoles. 


Armstrong Cork Company | 
| 132 Liberty Street | 


Ne 
rR 


“The Flexible Cork Innersole 
That’s Built Into the Shoe” 





Lancaster, Pa. | 


| 


| 
| 


[oe =O =, e*s 
bes 


w 


= 
‘s 
= 


@ 


. 
2 


HUT secrete 
rere ti 


~.2,¢2 “« ~ 
Tey q 
Sa > 

N 





530== 





9299 


Ts ~%e 

,? ~ 
AG2* 
» -_ ) 


OSS 


—- <a 
°— 
= 


irr 





















UU UTR LT 


NEW EFFECTS 


These three for delivery 


APRIL 15 


New Last Junior Louis Heel 


3750 Tan Calf Turn, AA-C..............$6.75 
3751 Grey Buck Turn, AA-C............ 6.75 
3752 White Cab. Turn, AA-C 


“che 
ee) - Roth Shoe 


Footwear ‘Speciiities 
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A Trio of Beauties 


These represent styles in demand 
Now. “Jazzy” models that make 
the “boys’’ step lively to get ’em. 
You cannot satisfy your trade to- 
day with “slow music.’ Staple. 
bread and butter styles are giving 
away to these. Don’t forget the 
story of the early bird. Get your 


—S 


T. D. BARRY CO. 


BROCKTON, MASS. 


i 
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At STOCK DEPARTMENT ., STOCK DEPARTMENT 
Ww/T At the Facto ’ New York, Fifth Ave. 
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Quality Turns That Mean Quick Turnovers 


IN STOCK NOW 
Two Real Values That Spell Real Profits 


These Two Styles at 
Following Prices 
2-5 No Heel....... $1.15 
-5\4 Spring Heel... . $1.35 
6-8 Spring Heel... .$1.45 





TERMS 3% 10 DAYS 














“ARCH-FORM” SHOES **Co-operation ““ARCH-FORM” SHOES 


No. 604—Patent Button Dull Top 99 No. 52—Patent Instep Strap 
Plain Too Our Watchword Dome 
CO-OPERATIVE SHOE CO. 
309 Main Street eee ee ee CINCINNATI, O. 
Write for prices of complete lines of growing girls’, 
ARTHUR J. KNABE misses’ and children’s McKays, turns and welts R. W. WELLINGTON 








piinitions | Glass Pedestals for Display 
Of Our Leaders used by the Fine Trade 


Newest | 
Ball Strap | 
2 Buttons | 















Made in all leathers with 
_ Goodyear Wingfoot Rubber 
Heel Attached 














4 oO N 6 ond Sleches 38K / M 12 ig 
| R N S I EE J. R. Palmenberg Sons, Inc. 
} SHOE COMPANY 63-65 W. 36th St., New York 


BOSTON CHICAGO BALTIMORE 




















Haverhill - Mass. l 26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 
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Branded or Unbranded 


—_ oo 





B 542—Brogue Oxford 
P. & V. Tan Lotus. Brogue Last. 1 Inch 
Broad Heel. Full 13 Iron Single Sole. Wide 
Extension Edge. Stitched Aloft. 
Code—Caste. Widths, A to D 


Price $5.75 


B 637—No. 4 Gallun’s Calf Brogue Oxford. Brogue 
Last. 
Code—Custom. Widths, AA to D 


Price $6.75 
N.B. A new supply of this shoe will be on the floor in one week 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 
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YOU GET THE CREDIT---AND THE PROFIT 


The customers give you the credit—when their glove-fitting shoes of 


’ STERLING PATENT KID wear and wear and wear and still retain their 


beautiful finish. 

They give you the credit. You sold them the shoes. So the wonderful 
quality of STERLI NG leathers refiects first of all on you and on your good 
judgment. 

You know when a customer walks out with the first pair of shoes 
made from STERLING PATENT COLT or STERLING PATENT KID 
that customer will be pleased and will return to buy again. 


Sterliig’Golt : Sterling Kid 


BRISTOL PATENT LEATHER CO. BOSTON, MASS. 
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STORE FRONTS 


Kawneer 


HE DIRECTORS of the N.S. R. A. awarded the first 

prize silver cup to the Kawneer Front in the Model 

Shoe Store because of its efficiency, completeness and first 
importance as a sales accessory in a successful store. 


Thousands of shoe retailers have learned by experience the sales- 
pulling power of their Kawneer Show Windows. 


If you plan to build or remodel your store, you should have a 
copy of our Special Book of Designs ror Shoe Store Fronts. 


The Kawneer Company 


NILES, MICHIGAN 
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The new styles which our salesmen are show- 
ing are the most novel and will surely hit your 
trade right. 


See them! Ask for a salesman to call or write 
© 
for samples. 


RNR BeBe BRR BRB Re 


I Cet This It S " Tip F or ae 


At no time in our history has the trade been 
more profuse with compliments regarding our 
shoes than now. 


, : Ng 

The Preston B. Keith Shoe Co. © 
BROCKTON (CAMPELLO STATION), MASS. 4 

New York Office, 299 Broadway, Room 415 ~ Boston Office, 207 Essex Street 

a uteietesaiieeauaiea TAA siti momenta 





Close, velvety nap that will not mat down, 
economical cutting, and uniform shades in 


Black Brown Gray White 


FRED RUEPING LEATHER COMPANY 


FOND DU LAC Metcliched 1086 WISCONSIN 
BRANCHES 

Boston Cincinnati Milwaukee 

New York Chicago San Francisco 


Northampton, England 


se 
St. Louis iY 
Montreal E 
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IN STOCK 


No. 425—Glazed Colt, Stitched 
Imt. Tip Oxford, 14-8 Cuban 
ho ge Heel, Opera D. bist 
Last | Pea ee $2. 


= wo 


No. 452—Glazed Colt, 
Two Strap Sandal, 14-8 

Cuban Wingfoot Heel, 
Opera D. Width Last. 
PODS ccc ndiainetes $2.60 





No. 450—Glazed: Colt 
One Strap Sandal, 14-8 
Cuban Wingfoot Heel, 
Opera D. Width Last. 
| Serer $2.50 


Sizes 
| 21-2t08 






You merchants who want 
a comfort shoe that has 
style as well as quality 
should investigate the 
Home Ease Line. 








Samples sent on request. | 


BRANDAU SHOE COMPANY 


DETROIT . ; MICHIGAN | 

















One Of Our 


EASTER 
Offerings 







TTy 


An especially attractive shoe 
in White Cabretta, White 
Nubuck and popular shades 
of Russia Calf. 


For delivery on order 
after April 15th 


Harrison Lockwood ‘Co. 
Haverhill Mass. 
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THE FEDERAL 
ARCH-LIFT 
STAYS SOLD! 


Nature holds the arch by means of 
suspension and not by rigidity. 


The Federal Arch-Lift, like nature, 
holds the arch by suspension, and is 
guaranteed to give permanent relief. 
Note the illustration above. 


Your Federal Arch-Lift trede is 
your trade always. Not only for 
Federal Arch-Lifts, but for other 
merchandise in your store. 


The Federal Arch-Lift builds good 
will trade for you—for the Arch-Lift 
method is correct—the profits sure. 


No Rubber—No Metal—No Leather! 


Inquiries have been coming in thick 
and fast showing nation-wide interest 
in this wonderful device. Write us for 
information today. 


THE FEDERAL ARCH-LIFT 
MANUFACTURING CO. 


168 Dartmouth St., Boston, Mass. 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivities in the Shoe and Leather Trade 


Failures 


Boston—Vito Deluca, shoes, reported embarrassed. 
Brockton, Mass.—Brown Bros., wholesale shoes, 


seperted pe potleignes into bankruptcy. 

Holyoke, Mass.—G. & G. Shoe Shop, shoes, re- 
ported petitioned into bankruptcy—reported 

receiver appoin’ 
Rebecca Housen (716 Dwight Street), 

‘ ering to compromise at 
20 per cent. Liabilities, $3,900. 

Beverly, Mass.—August Veliani, shoes, etc., re- 
gown meeting of creditors called for March 25. 

eported offering to compromise at 20 per 
cent. 

Haverhill, Mass.—Hervey E. Guptill, shoe manu- 
facturer, reported asking general extension. 

Lynn, .Mass.—Charles Shoe Co., shoe manufac- 
turers, reported Edward M. Winslow ap- 

pointed receiver, with liabilities of $22,000. 
E. Nelson, wholesale shoes, reported meeting 
_.of creditors called for March 25. 

Bridgeport, Conn.—Benjamin oar. shoes, re- 
ported an offer of settlement of 20 per cent 
payable 15 per cent in cash and notes for the 
mening 5 per cent, payable in four months. 
There will be a hearing on the offer on March 
23. Liabilities listed at $7,882; assets $2,300. 

Ansonia, Conn.—S. Sortino (Mrs. Nicholas), shoes, 
etc., reported offering creditors 25 per cent 
settlement. 

Tampa, Fla.—McLaughlin & Weil (The Hub), 
shoes, etc., reported at : ma of creditors, 
creditors were offered a 50 per cent settlement. 
The composition is payable 35 per cent in cash 
and 15 cent in a 90 day endorsed note. 
The liabilities are said to be $50,000, of which 

5,000 is due for merchandise and the re- 
mainder to banks. e assets are said to 
consist of merchandise valued at $30,000. 

Dublin and Statesboro, Ga.—Paller Bros., shoes, 
~~ -» reported involuntary petition in bank- 

tcy has been filed against D. and M. 
Pa ler, trading here under the above style, and 
at Statesboro as the National Dry G Co. 

Vai. Calif—Joseph Mendel (Mendel’s Shoe 

tore), eam, sepertes involuntary petition in 
ptcy . 

Bridgeport, Conn.—Benjamin Shapiro, shoes, et c., 

reported offering to compromise at 20 per cent. 

Wilmington, Del.—James Tuck, shoes, etc., 
reported offering to compromise at 25 per cent. 

Tampa, Fla.—McLaughlin & Weil (The Hub), 
shoes, etc., reported offering to compromise at 
50 per cent. 

Brunswick, Ga.—Sig a shoes, reported pe- 
titioned into bankruptc 

Dublin, Ga.—Paller Bros, ¥ ‘hom, etc., reported 
petitioned into bankruptcy. 

East Moline, Ill.—Powelansky & hee a (P. & 
W. Clothiers), shoes, etc., reported embarrassed. 

Statesboro, Ga. —National Dry Goods Co., shoes, 
etc., reported involuntary petition in a 
ruptcy filed against D. and M. Paller o 
ating here under the above style, and at > 
lin, Ga., under firm name of aller Bros. 

Lake Providence, La.—Corney Gross Co., shoes, 
etc. Previoush reported as offering creditors 
25 per cent settlement, is now reported offering 
sixty per cent, payable 20 per cent cash, 20 

per cent in notes maturing in ‘six months ‘and 
20 per cent in notes maturing in 12 months. 


. 





Hamlet, N. C.—B. M. Austin, shoes, etc., re- 
in financial difficulties and has turned 
stock over to an outside party, to be dis- 
ep Ra 5 arg to be applied to 

the payment of his debts. 
New York—Greenberg —_ Co., wholesale shoes, 
Abraham L. . Greenberg petitioned 

into bankruptc 


Detroit, Mich. —. Maso, shoes, reported mee 
ing of creditors was scheduled for March 2: 22, 


last. 

Rochester, Mich.—Olmstead Co. Co-operative As- 
sociation, shoes, etc., reported petitioned into 
bankruptc 

St. Louis, Mocarl A. Rothe, shoes, reported pe- 
titioned into ba: Pp’ 

Baltimore, Md.—Skandia lothing & Shoe Co., 
shoes, reported Harry Hartig and P. Karlson, 
trading under the above style, have filed a 
voluntary petition in_ba rs. listing 
assets of $2,705 and liabilities of $7. 213 

Liberty, Mo.—A. a. Land (Land Clothing Co.), 
shoes, etc. petitioned into bank- 
ruptcy. Total liabilities are said to be about 
$15,000 and stock invoiced recently by Land 
at $8,500. 

Orange, N. J.—Polakoff Variety Stores, shoes, etc., 
reported petitioned into bankruptcy. 

<= N. C. ee Co., shoes, etc., 

receiver applied for. 

Teshena | N Cc. Fe - ol and Clothing Co., 
oo. ete., r extension. 

ted assets are $17, 019. ot and liabilities, 
sieee 689.53. 

New York City.—Irving Shoe Shop, Irving Bierer, 

p., shoes, r is financially involved, 
admitting that he owes $29,200 and his in- 
ventory showed merchandise of $18,451.60, 
— according 2. his statement, at invoice 

cash $641. book accounts $142.00. 

total "$19, 235.37. _ addition to this he has 
spent $6,000 for fixtures. He claims to have 
made a settlement with some of his largest 
creditors upon a basis of 25 per cent cash and 
25 per cent in notes end by his father-in- 
Jaw, due 5 per cent every two months, and with 
other creditors he is offering a settlement of 
50 cent cash. 

Goldstein (New York City and Brook- 
lyn, N. Y. ), shoes, is in financial diffi- 
culties, and at a meeting of his creditors it ap- 
peared it he has liabilities of $4,000 and 
assets of $1,000 

Nathan Goldstein, | (New York City and 
Brooklyn, H. Bas reported involuntary 
petition in bankruptcy thas been filed by at- 
torneys representing creditors. Liabilities re- 
ported at $4,000; assets, $1,000. 

Utica, N. Y.—Simon Harrison, shoes, etc., re- 
ported. Filed a volun petition in bank- 
ruptcy, listing unsecured liabilities of $5,410 
and assets of $5,295. 

Philadelphia, Pa.—Louis Lempert, ‘shoes, etc., re- 

at a meeting of creditors liabilities were 
stated at $2,300, with assets of $1,000. An 
offer of settlement on basis of 20 per cent was 
made, but no action taken on this offer. 

Nathan Blinchikoff, shoes, reported invol- 
untary petition in ane filed by at- 
torney representing 

Sol Marcus & co Feeney ‘ch Boot Shop), shoes, 
reported invited several of its creditors to a 
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conference at the office of their attorney at 
which conference they are unders to have 

itted a statement showing that they have 
So on bend & Se pons ee ot 
about $25,000 cost prices are owing on 


same in ne Lie ora Sr ty ey 
Ne ae to bank. Mr. 
arcus, who is of the firm 


claims an equity above encumbrances of fully 
$10,000. It is understood that they have 
asked an extension of their creditors for a peri- 
od of four months with the understanding that 
0s Se be ee eee & 
mu as they are a to pay, pro rata to 
creditors. It is understood that a number of 
their largest creditors have already cones | - 
the extension. It is also understood that M 
Marcus, together with his attorney, planned to 
visit Boston and New York creditors to submit 
a statement and at the same time request 4 od 
signature to the four months’ extension. 
cen a number of creditors ny 
manding settlement of their claims which are 
t due. A suit was filed on =, 10th of 
ebruary by the Marmon Shoe Co. for $325, 
which we understand has been paid. It is 
apparent that this concern bought too heavily 
and while only a few months in business find 
themselves in a position where they are unable 
to meet their maturing o! tions, and it 
would therefore seem as oo the extension 
at this time is the onl t can be done 
whereby itors wi fins a fair chance of 
realizing on their accounts in full. 

Chester, Pa.—Joseph Shatkus, shoes, reported at 
a meeting of creditors attorney for Shatkus. 
submitted a statement showing liabilities of 
about $6,500 with assets consisting of stock 
valued at about $4,000 at ori cost value. 
An offer was submitted to settle with creditors 
on a basis of 25 per cent. This offer was not 
acted upon and a committee of creditors was 
. inted consisting of —— of three 

the largest creditors who will make an in- 
wantigntion, examine the stock and report to 
the creditors at a future date. Efforts were 

made to secure a larger offer but Mr. Shatkus’ 
attorney stated that rather than do this he - 
would turn the stock over to the creditors and 
let them dispose of the stock and divide the 
among the itors, paying him his 

300 exemptions. 
a. Le Pa.—D. L. Levine, shoes, reported. 
I. Levine, trading under the above 
po has filed a voluntary petition in bank- 
ruptcy. 

Monongah, W. Va.—Jim Massad, shoes, etc., re- 

petitioned into bankruptcy. 

Ri nd Center, Wis.—Charles Venard, shoes, 
etc., reported offering to compromise at 40 

L so oe. : TS. J h eported 

yne .—T. S. Joye, shoes, etc., r 
is in Retoupeey” and the first meeting of his 
creditors was Scheduled for Bishopville on 


March 25. 
se 4 8S. C.—Miller’s Bargain House, Charles 
iller, Prop'r., shoes, etc., reported through 
he attorney, is ’ offering alae settlement of 


25 pes cout. 
eB: ern may & Co., shoes, etc., re- 
under Dominion bankruptcy 
act, and the business is now under the juris- 
diction of the official assignee. 


The failures, embarrassments, etc., in the shoe, 
leather, and kindred lines inthe United States and 
Canada for the week ending March 19, as compiled 
by the Shoe and Leather Mercantile 

d 47 inst 49 for the precedi 





17 for the corresponding period of 1920. 
failures of the week were as a rule of an unim- 


portant nature. 
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ROCHESTER 

(Concluded from page 129) 
fords in Russia calf, dark brown calf, 
brown kid and black kid; strap slippers 
in the new Spring shade of Russia calf, 
with two single straps, 134 inch walking 
heels and welted soles; and dress pumps 
in gray suede, black satin, black kid, 
brown kid and black kid vamp with 
gray suede quarter in single and double 
strap effects with covered Louis and 
Baby Louis heels have elicited strong 
buying. 

In men’s footwear, low-cuts are in 
demand, with their popularity ever 
increasing. One of the interesting 
developments of the Spring is the 
over-night popularity of the Tony Red 
leather. - Young men have _ taken 
quite a fancy to the Tony Reds, and 
their prominence on the streets testifies 
to the strong appeal which they are 
making. 


Interested in Foreign Trade 
Shoe manufacturers have here evinced 
interest in the announcement of the 
Foreign Trade Committee of the 
Chamber of Commerce, of which Ed- 
ward G. Miner is chairman, that an 
arrangement has been made with the 


Foreign Shipping Service Company, 
Inc., of New York, by which members 
of the Chamber may get foreign-trade 
information without charge, unless 
definite export business results. 


Wholesaler Changes Name 


Jacobson-Verian Company, who have 
been in the- wholesale shoe business 
here for about a year, will hereafter be 
known as the Rochester Juvenile Shoe 
Company. Max Jacobson will con- 
tinue as president, and L. K. Verian 
as secretary-treasurer. 


“The Bridge to Happy Feet’’ 


Under the caption, ‘‘The Bridge to 
Happy Feet,” William A. Pidgeon, Jr., 
whose shoe store is at No. 75-77 State 
Street, is continuing his advertising on 
correct shoe fitting service. He is 
featuring the Arch Preserver Shoe. 





Building Permits Doubled 


An indication of the general pick-up 
in business here is the announcement 
made this week that the number of 
building permits issued this year is just 
double that for the corresponding period 
a ‘year ago. 


Columbus 


Shoe Merchants Elect Officers 


The annual meeting for the election 
of officers of The Columbus Shoe Club 
was held at the Chittenden Hotel last 
Tuesday evening, March 15th. About 
75 of the members sat down to an 
excellent dinner at 6:30 o’clock, which 
is an annual occurrence at the election 
of the club. During the repast the 
club joined in several songs, which were 
led by Pop Hoening of Buckeye Glee 
Club fame. Immediately after the 
dinner the meeting was called to order 
by Vice-president Wm. A. Reichel. 
The following were elected to pilot the 
club through the coming year: Harry 
C. Greiner, of W. J. & C. Greiner, was 
elected president; William A. Schwartz 
was made vice-president; William A. 
(Bill) Hardin of Browning’s, secretary, 
and’ George W. Hackenberg of The 
Boston was re-elected treasurer. The 
time of meetings was changed to bi- 
monthly instead of weekly and to 
evening dinner meetings instead of 
weekly noon-day luncheons. This will 
allow all the members to attend these 
meetings, whereas in the past only part 
of the membership from each establish- 
ment could attend on account of inter- 
fering with the business of the several 
firms. The treasurer’s report showed 
the club in excellent financial condi- 


tion, and the secretary reported a 
greatly increased membership. A vote 
of thanks was extended the retiring 
officers. 

Talks on Styles 


Charles Heath, chairman of National 
Association Style Show Committee, gave 
a very interesting talk on style and 
style changes. He predicted that this 
Summer would be an exceptional white 
season and that strap effects. with 
Baby Louis heels, lace oxfords with 
military heels and sport oxfords would 
be the big sellers. He advised the 
merchants to buy heavily of these 
styles and be ready for the big business 
by the first of June. He-also advised 
them to make a white footwear window 
about that time. He advocated the 
showing of different colors of footwear 
in conjunction with different styles of 
dress material. He predicted that 
pattern effects and tongue colonials 
would be good sellers after Easter. 


Seibert on Selling Shoes 


T. J. Seibert, past president of the 
Ohio Valley Retail Shoe Dealers’ As- 
sociation, spoke on “‘Merchandising a 
Shoe Stock.’ He advocated the mak- 
ing of different departments for the 
different kinds of footwear, such as low 
shoes at their several prices in leathers, 
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suedes, satins, etc.; then it would be an 
easy matter to quickly ascertain as to 
which department was going good. 
He does not advise the keeping of size 
records, as these records are rendered 
useless by the return of footwear for 
exchange or other reasons. “Successful 
management lies in continuous re- 
search as to style changes. There is 
always some underlying reason in 
change of styles,’ he said. “Successful 
merchandising is to know when an 
article is selling good and when to stop 
buying.”’ He advised the merchants to 
study the different fabrics of women’s 
wearing apparel and to show styles of 
footwear that will match the gowns. 
He also stated that in his opinion it 
would be advisable for the merchants 
to buy their needs for about 60 days. 


Address by A. V. Holbrook 


A. V. Holbrook of Holbrook’s Boot- 
ery spoke on the manufacturing of foot- 
wear and advocated the placing of 
future orders to the extent of 60 per 
cent of the dealer’s wants, in order that 
the manufacturer might keep the 
plants busy during the off seasons. He 
advised the merchants that should they 
buy only on 60 day needs, the plants 
would be unable to supply their wants 
when needed mostly. 


To Open Women’s Department 


J. A. Davis who operates a shoe store 
at 1254 West Broad Street will open a 
women’s shoe department in the Queen 
Store at 99 North High Street. This 
is an old established women’s ready-to- 
wear store, and this new department 
should meet with success. Mr. Davis, 
previous to opening his West Broad 
Street store, was connected with the 
Dunlap Shoe Company. 
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CUSHION 
TIRE 


Insure perfect shelf service for 
- - line of mw ay 

tread steps, properly spaced, w 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
place stock without dange: of 
falling. | Cushioned Tixed Trolley 
and Truck Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes One 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 








Henge andl rates for space less than one eighth OSITIONS WANTED—Four conta per word for each ingertion, 
oe - Sante 7 ti 13 times 26 ti 52 ti po i per word for sch inertia. V — 

Msc. s ses ; . ‘ ' $2.5 of this ote twelve, words must be po pe ee ty 
Se 10.00 8.00 7.00 6.00 5.00 address. When advertises, desire replies forwarded direct to thei 
ee 15.00 12.00 10.50 9.00 7.50 and paid for accordingly. Answers to ads must be sent under = 
ere 20.00 16.00 14.00 12.00 10.00 a 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts : 





SALESMEN WANTED 


SALESMEN WANTED 


FOR RENT 





GALESMEN, in all territories, to carry side line 
of popular priced infants’ and children’s turns, 
sizes 1 to 8. Piberal commission. Address C494, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
WANTED D — Salesmen now carrying men’s, 
boys’, misses’ or children’s line, to carry as 
side a if preferred, exclusively—a line of 
women’s high-grade, medium-grade and popular 
priced. Mel ays in imitation welt and imitation 
turn, in staples, semi-novelties and novelties, now 
being produced =e a  satodly modern daylight fac- 
tory, under the best labor conditions. We DE- 
LIVER THE GOODS. Only men who can DE- 
LIVER THE BUSINESS wee od epaiy- Territory 
open for immediate closin and Winter, 
1921, Texas, Tennessee, entucky, Middle —— 





WANTED— Experienced retail shoe man, big 
opportunity with growing concern. If pos- 
A interview desired. State salary ex- 

Forward reference and photos. Eldred’s 
Ouality Shop, Meadville, Pa. 





We want a live-wire. experienced shoe sales- 
tablished New E 1 d and 





man to cover 
Middle Western territory. One of the 
best wholesale in-stock lines in Boston. 
Address C484, care Boot and Shoe Record- 
er, 207 South St., Boston, Mass. 














and Northwest. Reply, giving full r 
ualifications, experience and character 
Box No. 635, Lynchburg, Va. 


WANTED. Saleamen. for Wisconsin, N. and 
S. Carolina, Virginia and West br New 
England States and Ohio ee our line of 2 
turns ~ s.itchdowns. This line consists of 25 
di priced flexible turns, sizes 1 
to 5; 20 samples of spring-heel turns, sizes 4 to 8, 
and 12 samples of stitchdowns, sizes 5 to 2. High- 
est rate of commission paid to those who have an 
established_trade and can produce a volume of 
business. Every style carried in stock and adver- 
tised direct to “the retail trade. Goodger & Milow 
Shoe Co., Inc., Rochester, , 2 


GALESMAN traveling out of Chicago to handle 
popular priced line of men’s dress welts and 
work shoes. Also boys’, youths’, gents’ McKays. 
Straight commission. C485, care Boot 
hoe Recorder, 189 W. Madison St., Chicago, 














WANTED—Shoe salesman, capable of buying 
and selling shoes in combination stock, ladies’, 
men’s and children’s shoes. Must be well qualified 
and have unquestioned recommendations. W. E. 
Jett Mercantile Co., Pratt, Kan. 
WANTED-—Live, experienced salesman, North 

Texas. Mahogany calf men’s in- -stock, ad- 
vertised. Straight commission, 6 per cent. Write 
giving experience. Ogden Shoe Company, Mil- 
waukee, Wis 








Salesmzn to handle a line of high-grade felt 
slippers, with larze following among jobbers 
and department storer. Man that is capable 
of earning big money will find good oppor- 
tunity. Write details. Address K-408, care 
Boot and Stoe Recorder, 127 Duane St., 
New York. 








Attractive proposition for SALESMEN 
to carry MANUFACTURER’S complete 
line popular priced STITCHDOWNS, 
SLIPPERS and LEGGINGS for Jobbers 
and largest Retailers. Apply by letter. 
Mention territory covered. Emil Kauf- 
mann, Inc., Lincoln Ave., 133d St.. New 


York. 








Salesmen in all territories to handle popu- 
lar priced line of Infants’ and Children’s 
Square-edge turns, sizes 1 to 8. Stock 
proposition. One day service. Commis- 
sion 6 per cent. Address C470, care Boot 


and Shoe Recorder, 207 South St., Boston, 














POSITION WANTED 


HOE MAN—Graduate practipedic would like 
position where fitting the foot is essential. Ex- 
pert card writer and window trimmer. Samples 
of cards and windows furnished. Employed. oe 
dress €487, care Boot and Shoe Recorder, 2 
South St., Boston, Mass. 
WANTED Position as traveling salesman in 
Western Pennsylvania by man who has cov- 
ered the territory continually for the a. Cy 
Ladies’ medium-priced welts 
Retesenaes furnished. Address P. 8S. T. — 
Henry, Pittsburgh, Pa. 
D2 YOU WANT a young man, 35, to give you 
high-grade service in shoe fitting? Fifteen 
years’ experience buying and selling ladies’ high- 
grade shoes. Prefer city of 30, or over. d- 
dress Shoe Man, 1530 St., Detroit, Mich. 


GALESMAN— Retail, 10 years’ experience, de- 
sires peiies | in Middle or Western States. A-1 
references. ddress C493, care Boot and Shoe 
Recorder, 189 W. Madison ‘St., Chicago, Ill. 


BUSINESS IS DEAD IN THE WEST INDIES, 
so I’ve returned to engage in the domestic 
field (and exports from — end). m.. the new 
administration many oy business are ex- 
pected, and should you contemplating any, 
would like to be considered in any capacity. on ‘8 
talk the matter over now, and consumma 
rangements when you are ready. Address C495, 
care + and Shoe Recorder, 207 South St., Bos- 
ton, ass. 























LINE WANTED 


MANUFACTURERS —Boston wholesale house 
with established trade desires to nt 
reliable manufacturer of women’s or children’s 
shoes, carrying a sufficient stock on hand to insure 
prompt delivery of orders secured. Address C496, 
care t and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ANTED—Men’s linc fine shoes to carry in 

North and South Dakota, in connection with 
a non-conflicting line. Established trade. Ad- 
dress C497, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


INE WANTED—Resident sal about to 

open sample room in Pittsburgh, Pa., covering 
territory with car, desires a short, strong line of 
either men’s, women’s or children’s shoes for the 
retail trade; strictly commission basis; no advance 
money needed. Al references. Address C486, 
care tt and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


LIVE selling agency wants lines to sell in shoe 
stores and notion departments, New York City 
and metropolitan territory. Address K407, care 

















Boot and Shoe Recorder, 127 Duane St., New 
York. 


FOR RENT 


Spoeenerr. in modern store; new building; 

large Ohio city; good proposition. Address 

con, care Boot and Shoe "Tented, 207 South 
, Boston, Mass. 








FOR SALE 


aa shoe store and lease, Youngstown, 

Ohio, at a in. No trades; cash only. 
Address C489, care it and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE 


Retail Shoe Store in Central Illinois in 
city of 50,000 population, good mfg. town, 
$10,000 stock, 3)4-year lease, at low rent, 
very good location. Must be sold at once. 
Address C490, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 




















BUSINESS OPPORTUNITY 


A= refined Jewish man, 24 years of age, 

id like to invest in good paying retail shoe 
store he sell shoes. Address C488, ae) a and . 
Shoe Recorder, 207 South St., Boston, M ass. i 


OPPORTUNITY 


Unusually Able Organization Operating 
Large General Family Shoe Stores seeking 


the services of a number of men who have 








had real experience and proven sales-pro- 
ducing ability to their credit for managers 
of their retail stores, with greatest chance 


ful devel . Give age, ex- 


for ul develop 
perience and references in first letter. 
Address C492, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 
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Highest Cash Prices Paid 


for eye We also buy your sur- 
or slow sellers. ty, ~ no object. 
pny al ae qe = 
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confidential. Botabit 1890. 


GLAUBERG & CO. 

296 Church St., New York, N. z. 
Ww ie yeni seiing hate, Susniting 
pod ny A Phone Canal 411 































EN 











Mar. 26, 1921 





BOOT AND SHOE RECORDER 





147 





BOOT 


THE RECORDER CREED: Get 
right wearer, in the right fit 
chants. _ chief purpose of 





pPpEve* 


tenneeeoeonees 





AND 


of the Sane allied industries relating to 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered ai the Post Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
BOOTRECO 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


SHOE 


y+ Shoes Sold Righ’ Bight, 3; mot ony “more” > “right”; sold bem ey met tig the 
‘or right at the t profit. This the qnest peel lem o} s' mer- 
Boot and Pp - o tneendl ie to mo hee solve it; for this is basic seetom upon which 


Per copy, 25 cents.. 


Cable Address 


RECORDER 


shoes and leather; their ded a} a and dis 
Canadian, $6.00. 


tribution. 
Foreign, $10.00 








WANTED TO PURCHASE 
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We Buy for Cash 


Maneeeen top bect ae = 
Close-outs. 
NO QUANTITY TOO LARGE 


We also purchase entire stocks 
from retai or manufacturers. 

us particulars of what you 
have for sale. 


Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 


Telephone Canal 9597—9598 
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The NEW YORK EXPORT 
PURCHASING CORPORATION 


515-517 Broadway, New York City, N. Y. 


WILL [stow setters FOR 
BUY  indre'Stocks’ | CASH 





CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a a to investigate 
and make offer upon request 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will A. KR, value for your entire or surplus 


Sonne having a short term to run taken over. 
Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Cana} 








We bu ick and pay highest cash price for 
retail and wholesale sto laparenr other 


‘Guentiey’ no object. 
years our specialty. 
Bank and ile ref 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 








Phone, Stagg 1757 
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WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








Metal Shoe Fitting Stools 
and Floor 


Mirrors 





No. 141 


Write for 


THE CHICAGO 
Cai Prices ~WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 
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are made 
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styles and 
to fit all 
kinds of 
shelving. 


Send for catalog 
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scription and 
prices. 
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Harrison-Lockwood Co., Haverhill, Mass. 
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Harsh & Chapline Shoe Co., Milwaukee, 
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Manchester Shoe Co., Manchester, N.H.. 130 
Marion Shoe Co., Marion, Ind .......... 13 
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Stock Style X2173 
Patent . Stra 


Strapped 


for 


“STRAPS? 


Then look at these — here ey 


Sizes 24 to 8, AA, 


NOW Ready to Ship at Once. Price $5.00 


We are shipping them daily to dealers in 
all parts of the country—many of whom 
have written to tell us how well these nov- 













elties please their customers. 







They will please yours, too, if you don’t 
delay your order. 





Stock Style X1902 





Parker, Holmes & Company 


“The House That Helps’’ 






BOSTON, MASS. 





Atlantic Avenue 







































Stock Style X1925 Stock —_ X2174 
Dull Kid Anklet Patent t, Strap 
pa ump, Hand Pump, McKay 
Fey . Full Louis Stock Style X1923 Sewed, Imt. Turn, 
Dull Kid, Hand Leather Louis Heel. 


Hee! 
aoe 24 to 8, AA, 
A, B, C, D 
Price $5.00 
X1924—Same in 
Patent 


Turned, Full Louis Sizes, 24% 28 to 8, B, 


Heel. 
= 78, 6b “Price $3.75 
Price $5.00 
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M-C McKAYS 
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\ HEN Dame Fashion passes 


her wand over the well-dressed 
women of America, almost magical 
changes take effect in the char- 
acterization of style. 


It is then the problem of shoe man- 
ufacturers to act -in conformity 
with Fashion’s dictates. 


Keeping constantly well-informed 
on the shifting of styles, losing no 
time in drafting patterns, pushing 
ahead samples—are comparatively 
negligible. They are simply part 
of an established code observed by 
manufacturers, great and small. 


Successful manufacturers build 
real merchandising value into their 
shoes. They gauge their product 
by the question: Will it sell? 


When you buy M-C McKAYS you 
may rest assured that every pair 
can pass the salability test—not 
only in the Mitchell-Caunt factory, 
but in your store. 


MITCHELL-CAUNT CO. 


a a a a a a a a a a ae ae he he aes 
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Boston Office Factory 
72 Lincoln Street Lynn, Mass. 
aa a a ee ee ee ee Tela ae ae ee ee ae ce ea ee ee ee 
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TRADE MARK 























Patent Leather Mary Jane— 
McKay ‘ 


Roman Sandal, Patent Leather 
Turn— 





6100—11% tol 2........... $2.35 
G900—4-8..... 0... eee. $2.25 G101— 834 tofll........... 2.10 
IN Ba iadiemiccee 1.90 G1GB— 5 to &.......000- 1.85 
om Mork eho takatn tatatatar Mototatatorutatotorotatntotutaterakt MokokeroXonk we Rarsotatararetint ar sarartaate 














‘The Best Way To Buy Children’s Shoes 


y 
It is a fact that the In Stock department serves merchants in more 
ways than one. Immediate shipment is its prime purpose. Mer- 
chants demand this when ordering. 


In the case of children’s shoes, the In Stock department must contain 
absolutely timely styles. When the season changes the styles must 
| change, but shipment must go on uninterrupted. 


CU oth Matar ator tetera tare tutte 


a a oe a 


Such is the In Stock service of 3W’s LENOX SHOES. All numbers 
on this page will be ready for you after April 15th. Your order 
mailed now means an early shipment. 

















Instep Strap, Patent Leather— 
McKay 





GIGO—1134 to 2........008 $2.50 
GIGI—_ 83K toll.........06 2.25 
Instep Strap, Puseat Leather— GIGS 5 00 Socccscccace 2.00 Patent a Mary Jane— 
Tur 
7030—4 844 to 11 run also in TO5O—4 to 8....... 005000. $1. 80 
fos1—I to GeevseccseeereeSh 50 stock in spring heels re 





Weimer, Wright 8) Watkin Co. 


Manufacturers 


35 S. SECOND ST. . - PHILADELPHIA 




















The Florsheim Lamar 
$6.50 


“THE Florsheim Shoe is now priced 

within the reach of a greater num- 
ber of men. Retailers can substantially 
increase their sales by ordering from 
stock and supplying Florsheim Quality 
Shoes to those who have been buying 
ordinary shoes heretofore. 


One live dealer can obtain exclusive sale in each 
cummunity where we are not already represented. 


THE FLORSHEIM SHOE CO. 


ADAMS AND CLINTON STREETS 
CHICAGO, ILL. 


New Book of 24 Stock 
Styles on Request 


The “Lamar” — 
Style SB-19 
$6.50 
In Stock 


Less than three pairs of a style 
from stock, 20¢ per pair extra. 
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STOCK SHOES 


READY NOW 


SAMPLES 
ON 
REQUEST: 





No. 5 632 No. 8S 630 


Gallun’s 26 Russ. Calf Ox., Brown Cord. Ox., Admiral 

wee lest. Good ~ 4 Last. Widths AA-D. 
ingfoot ubber eel. 1 ae . 

Widths AA-D Code Word—NAT 


Code Word—NEWEST Price $8.00 


Price $7.00 





[ Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


Samira: BROS .SHOE (0 
FINE SHOEMAKERS ~ 


BROCKTON 


MASS. 
U.S-A 











NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Sireet 


Address all communications to Brockton (Campello), Mass. 
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Johnson, Stephens & Shinkle 
Shoe Company 


Manufacturers 
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U.S.A. 


St. Louis 
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The Last 
Word 

In Shoe 
Designs 
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Our New 
Renée 


Model 









TT 


Wonderful Shoes 


——for 


-—29 N 
Wonderful Girls 


DOT 
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The Salleniiee 


Shades Are Most 
In Demand 


SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
HAVANA BROWN No. 10 


LIGHT BROWN No. 8 


' BEAUTY BROWN No. 5 


CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 


WINE No. 6 
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— Makes Better Shoes Still Betfor—~ 






-) Jeherers 


FLOWER CITY~ 


o 


l 





SCHERER'S KID adds 

value to the shoe that’s 
made of it—a value your cus- 
tomer can see. 


There’s no surer way to make 
your shoes prove their worth 
than to clothe them in Scherer’s 


Kid. 


Oscar Scherer & Bro. /nc. 


29 SPRUCE STREET, N. Y. 
FACTORY NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


HE leather is the big factor in retail 
shoe sales. 


il i i ie eae eT ‘ 


nie, th! tO aT mF aW a 


_ ORM CM CMTC Oa 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a good leather when 


they see it. 


HE unmistakable excellence of P & V 
Leathers is as apparent to the layman 
as to the technical man. 


HEY look for your styles to change, but 

rightly expect the quality of your leathers 

to remain the same. Adhere to P & V 

unvarying quality as a safeguard for your 
business good will. 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 





RES EAN ANTE ETE LL le OMA A AIG A ia bes TRS see ARRAN 
ts meg 
Sued eda 





. 


——— rat 4 
ry 


act 














\ 


———— = —— 
TEEN ee 
a al 
( ——— Z 
— 


( 





pril 2, 1921 BOOT AND SHOE RECORDER 





















































































































































































































































— yy =~? 













































































































































































































































































































































































White Nubuck Ball Strap 

















Lace Oxford 























White Neolin Sole 
































Spring Rubber Heel 





























Goodyear Welt, Widths A-D 























Price $5.00 
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| DYoya moun bit —e Dlopelesa aed 
White Leathey. 
Select a White Leather 
That's Right. 
Specify The Whitest White~LEVORS. 


. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE,N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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SHOES OF VALUE — RIGHTLY PRICED 
“PRICE SHOES” of QUESTIONABLE VALUE 

















Which of These Offers Your Business 
Building Answer of Today? 








“SHOES OF VALUE, RIGHTLY PRICED,” “PRICE SHOES” will seriously impair your 


will build permanent customer confidence. prospects for continued business. 








The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 








OUR VALUES offer shoes of real style, real OUR PRICES allow you to profitably place calf 
quality, constructed from none other than leading and kid shoes on the feet of the shoe-wearing 
lines of upper and sole leather and Al materials. public at right prices— 


$6.00 to $7.00 


THE MILFORD SHOE COMPANY 
Factory — Milford, Mass. 


SALESROOMS 
36 Lincoln St. Boston, Mass. - 443 Marbridge Bldg., New York City 


















































We specialize on 
such high stand- 
ard calf and kid 


leathers as 


Sample 5012 CALF 











. |{DUKE LAST 


Gallun’s No. 4 Russia 
Calf, 6 iron grain solid 
inner sole, selected 10 
iron oak  outersole, 


Wingfoot rubber heel. 


Gallun’s 
Lawrence’s 


J. S. Barnet’s 


KID 


Genuine VICI 
made only by 


FOERDERER 
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TILL another example of 
Watson's Authentic Styles 
for Summer. 





Smart in combination, of fine 
leathers and exceedingly attrac- 
tive pattern (note the perfora- 
tions on quarter), this model has 
found purchasers wherever shown. 


Like its predecessors, it represents 
exclusive taste in design, exact- 
itude in fitting. 


Get in touch with Watson. 


atson Shoe Company 
FINE WELTS EXCLUSIVELY 
ACHUSETTS 
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‘The Stetson Se aoe Line 


Correct and Corrective 


SURPRISINGLY large number of our 

population are obliged to wear shoes of 

the arch support or anatomic type. 
Hence the great variety of so called “doctor” 
shoes which are being manufactured. 


Most such shoes have stiff steel shanks and 
ugly “pluggy” lines which most wearers shrink 
from, but accept for lack of something better. 


Two years of study have given us the answer 
to their problem, and today the Stetson Sub- 
urban Line is yours to offer this great and 
waiting market. 


For the first time you can offer your customers 
smart, shapely shoes which give no intimation 
of the wearer’s tender joints or fallen arches. 


The Stetson “Suburban” shoes have instead 
of a heavy stiff steel shank, a plastic, flexible 
arch which permits perfect blood circulation. 


They fit so smoothly and yet so snugly at the 
heel, the two ball points and the arch, that at- 
tractive shaping of the forepart becomes 


possible. 


And there’s one little all important point in 
their designing (which is our secret) that 
furthers and perfects their fit and consequent 
correction of common foot troubles. 


The Stetson Suburban Line is so far in ad- 
vance of the class of shoes which are com- 
monly sold to correct or alleviate foot ills that 
any dealer who sells them will speedily feel 
their effect on his sales. 


THE STETSON SHOE COMPANY, Inc., SOUTH WEYMOUTH (90), MASS. 


BOSTON 


Little Bldg. 
Cor. Tremont and Boylston Sts, 


This picture shows a 
typical Stetson “Sub- 
urban” style. 


Please notice the shape- 
liness of the last as wit- 
nessed by the bottom 
view. 


Made of the finest Black 
or Brown Glazed Kid. 





NEW YORK 


Bush Sales Bldg. 
130 West 42nd Street 





Stetson Suburban Shoes are made in both men’s and women’s styles 
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LOGICAL SHOES 


The Lesson of ‘‘The One Horse Shay” 





Have you heard of the wonderful One Horse For the wheels were just as strong as the thills, 


Shay 


That was built in such a Logical way? And the floor was just as strong as the sills, 


And the panels just as strong as the floor, 


How it went to pieces all at once, 
F And the back crossbar as strong as the fore. 


All at once and nothing first. 
SERIOUSLY 





& 

o 

o 

5 

o 

o 

= Why shouldn’t this principle of construction be applied to the building of shoes? Why select 
5 the best materials for other parts, and then weaken the whole structure by using an inadequate 
= lining? 

= Of course it is impossible to make a shoe that will wear until it goes to pieces “all at once” 
© because the strain of wear is so unequally distributed; but the more nearly this can be accomplished, 
= _ the nearer the approach to the Logical Shoe. 

= No part, except the sole, receives such destructive treatment as the lining. In the great major- 
oO . . . i ee . . . 

= __ity of cases it is first part to go; and it is the one part which can be neither replaced nor repaired. 

= Therefore, instead of being slighted, it should be more seriously considered than any other 
5. Cart. ; 
= We are endeavoring to help Shoe Manufacturers produce Logical Shoes by offering them 
5 

5 

o 

g | 

5 | 
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LOGICAL SHOE LININGS 


which means cloths specially designed to meet a most unusual set of conditions. 


Pounded, twisted, rubbed and stretched with every movement of the foot, is there not need 
for special fitness for thef{purpose? 








FOR bese ese EY 











RIGHT CONSTRUCTION 


“FITNESS TO PURPOSE” PRODUCES FOR SHOE LININGS 
IS THE TRUEST GAUGE USE CLOTHS WHICH ARE 


FOR MEASURING VALUE MAXIMUM EFFICIENCY MADE TO BE SHOE LININGS 


offer a comprehensive group of cloths which meet efficiently every requirement of the shoe manufacturing industry, 
The Beauty and Durability of * ‘Doubletwill” fit it for use in the finest grades of shoes. It occupies a position 
of isolation in these essential features. In a class by itself. 
The simple ruggedness of “Wear Well” linings, in three grades, offers service where service is most needed for 
shoes of all qualities; for no shoe, however cheap, should carry a poor lining. 
“Twindrill” occupies that difficult intermediate position which demands refinement of type at reasonable price, 
combined with the ever-essential ability to resist the assaults of wear. 
If there is one thing more than another which will assist in the production of the Logical Shoe it is the Logical 
Lining. ‘ 
DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
TTT OL@OLIOLI OIL LLL LULU PLU PLL LLL LUE 


tity a a ae ee eee ae. 


SUT eT eMnnren nue lity 














CReDMMwry) rare 








iw 


os 


SOOO NOOO ONO OOOO OU O MOU MNOU ONTO 


[ eV oeye) 











COE M PO OO2MUROPUPOUOPPEP UDP PPOPPUPEDPPOCRBPE APMMUMUPLURUPUPUU PUP PUP UPUUPUPUPUPPPPUPEPPUPPPPBPTERr APM E Tm Mm~rTm 
WO AIM ] 3 ae WOGeee7eoa 2 (ele! 












'SEASONABLE FOOTWEAR 
for GENTLEMEN 
OUR LOSS is YOUR GAIN 


Note the extremely low prices we quote for “Quality” 
shoes made on the South Shore 






VVAgvveweweeie 


2) 









Price 


$4.00 


Stock No. 1519—Koko Russia Kip, Royal 
Last. A, 7 to 11; B, C, D, 6 to 11. 





$4.50 


Stock No. 1518—Koko Russia Calf, Park 
Last. A and B, 6 to 11; C and D, 5 to 11. 
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Price 


$4.00 — 


Stock No. 1500—Black Gun Metal Calf, Park 
Last. C and D, 6 to 10. 


‘Fi ske Shoe & Leather Company 
| 717-719 Atlantic Ave., -Boston, Mass. 


Phone Beach 6023 


$4.00 


Stock No. 7516—White Nubuck ‘‘Neolin”’ 
Sole, ‘“‘Wingfoot” Rubber Heel. A and B, 
7 to 10; C and D, 5 to 10. 
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N the shoe industry the damp fog of fearsome de- 
pression has never been able to withstand the 


bright warm sunlight of actual business! 


This dissipation of pessimistic gloom by lively re- 















newal of commercial activity has been going on in 
Lynn for many weeks. Today Lynn’s shoe manu- 


facturers are, with reason, soundly optimistic. 





Our recent reports, in this space, of good busi- 
ness coming in have been conservative—inten- 
tionally so. ‘These are times for level headedness 


and temperance of speech. 









ALLEN, GOLLER, LEIGHTON Co. BarTLETT-SoMERs Co. 
BurpDett SHOE Co. Cortrer SHOE Co. 
A. Fisner & Son Grecory & Reap Co. 





WHITE BUCK WELTS /] 
for GROWING GIRLS. 
MISSES and 








April 2, 1921 BOOT AND SHOE RECORDER 











SHOE CO. 
‘She Shoes You, 
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f, ly and emphatically that the volume and steadiness 





But Lynn’s shoemakers would be falling short of 


\ 
e 






_their duty to the Trade if they did not now say frank- 






of new orders received for production and delivery 






from now until June 15 indicate a growing and sub- 






stantial improvement in the Industry which is un- 






questionably an indicator of the return to normal. 







The advance is well on its way! We are glad but 


not surprised to have an important share in it! 









P. J. Harney SHOE Co. HENNESSEY, MAxwELL & HENNESSEY 
G. W. Herrick SHorE Co. T. J. Kizty & Company 
Watson SHor Company Wiis, CiarK & Co. 
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temicdis Labi Are Reliable Leathers 





NUBUCK 


REG. U.S. PAT. OFF. 


COOL-CLEANSABLE-CLEAR WHITE 
NUBUCK is the one sure, safe and 


satisfactory answer to the demand for 
white summer footwear 


THE ORIGINAL AND ONLY NUBUCK 


Is Manufactured Exclusively by 


A.C. Lawrence LeatherCompany 
161 South Street ,Boston , Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
ST. LOUIS 
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No. 26—Russia Calf New Wave Bal, Panel 
Stitched, Heavy Single Sole, “Prize” Last. 
Goodyear Wingfoot Rubber Heel 


Cocoa Calf Lace Oxford, Pinked and Perforated, 
Heavy Single Sole, “Fells” Last. 


“Brighton” Last. 

The entire Brennan line is constructed to meet fully the demand of well 
dressed men for quality, comfort, and appearance in their footwear. See 
our complete line of “SHOES FOR YOUNG MEN AND MEN WHO 
KEEP YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 





Patent Colt Plain Toe Dancing Oxford. 
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QUALITY WITHOUT QUALIFICATION 














No. 243213 RD—Norwegian Brogue Bal, Spring S 
Rubber Heel with Sole Leather Base, Heavy Ps ny te = 


ip Sole, Highest Grade,Oak Outer and Inner 


Counter, Sl 
Ge, eC, OGLE... ... 000 sca ceeeceas $6.30 


No. 233213'RD—Boarded] Russia’ Brogue Bal. Construc- 
C, D, 5 tof $5.C@ 


tion same as above. 


A, B, eee 





No. 246213 RD Noewogian Brogue Oxford, Slip Sole, 
Spring 


Step Rubber H 
ther Counters. A, B, C, D, 5 


Two Brogues That Bring Business 


It grows increasingly evident that brogues are established as staples. Many who 
thought them a transient style now realize, from a persistent big demand, that 
it is not only safe to continue to buy them but a sure source of active sales. 


Pennington-Crowell brogues have all 
the characteristic brogue features duly 
emphasized. 


They are exceptionally popular. 


In quality of style, material and 
workmanship they fully satisfy and 
at these prices represent really re- 
markable values. 


Thesé are “all leather’’ shoes, remem- 
ber—appealing particularly to men 
who are understandingly critical. 


YOUR ORDER MADE AND. 


SHIPPED_IN THREE WEEKS. 


Send for samples and prices of the 
line. 


PENNINGTON CROWELL SHOE CO. 


Quality Manufacturers of Men’s Fine Welts 


MANCHESTER $2 


NEW HAMPSHIRE 


SPRING STEP SERVICE 


Upon your next shoe order specify 
SPRING STEP HEELS and rest 
assured that no delay will ensue 
because of the manufacturer's in- 
ability to obtain rubber heels 
promptly. 


SPRING STEPS have been 
stocked in such volume as to guar- 
antee immediate shipment of all 
orders for the coming season. 





There is another phase to SPRING 
STEP SERVICE—the satisfaction 
they give the consumer. 


These heels wear like iron, but the 
comparison stops there, for they 
are of perfect resiliency and in 
every other way measure up to the 
wearer's most exacting demands. 


with Sole 
Ed ccaueuna ees $5.85 


No. 236213 RD—Boarded[Russia Brogue Oxford. C 
struction same as above. A, B,C, D,5toll....... $4.7 
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Leather Base, Sole 
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SNAPPY STYLES 
FOR 
SNAPPY MEN 


No. 310X 
IN STOCK 
UNBRANDED or MARION 


Ball Strap Oxford, 
Mahogany Grain, 
Orange Stitching. 
Full of snap. AtoD.. 














WESTERN QUALITY.** EASTERN STYLE 
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SHOE COMPANY 


Creators of Snappy Styles for Snappy Men 
MARION INDIANA 
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FIFTY YEARS PRODUCING HONEST LEATHERS 
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PATENT ORONA 
COLT ried 
KID va 

S JODIE S i MADE BY . yey 


D MFG.© 











AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES~SPLITS 
BAG LEATHER. 














SHEEP SKINS CHROME SOLE COTTON FINDINGS | 





1129 SOUTH STREET, BOSTON, MASS. 
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No one has yet discovered a road to 
Satisfaction without passing through 
the gate of Quality. 


™ 
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Re 
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Armstrong Shoes long ago passed 
through the gate and are still jour- 
neying happily along the high road 
of Success. 


Why not travel with them? 


D. Armstrong & Co. Ine. 


Rochester NY. 
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No. 1 Coco Tan 
Calf. . $6.75 
Gallun’ $ ie 4 Az- 
tec Tan Calf.. $6.90 
Gallun’s No. 4 Nor- 
wegian Calf. .$6.90 
No. 1 Black Cor- 
dovan.. . . $7.65 


Tue five styles 


Be i Tun: fone herein shown can be 


1 Coco Tan : 
ees = «$6.50 made in any leather 


Gallun’s No. 26 , P J 

Aztec Tan Calf, and in either plain 
$6.65 

or combination 

colors for May Ist 

and later deliveries. 


These styles repre- 


; ag age Calf, ; 
o. 108.... .$6.90 
No. 1 Coco Tan sent only a few o 


: 
es ae the novelties now 2 
5 
E 


appearing in our 
new fall line of 
samples which our 
sales organization 


No. 1 Coco Tan now have. 
. -$6.05 


No. 1 Coco Tan 
.30 


No. 21 Tan Luxor 


rer CT 


SHOE CO. 
CHICAGO 


Women’s Ball Strap Oxfords 
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ROS Shoe 


“MAKES LIFE'S WALK EASY” 
‘TRADE -MAPY 
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SADDLE STRAPS IN STOCK 
Everybody wants them—We have them ready to ship 
MEN’S CROSSETT SHOE j WOMEN’S CROSSETT SHOE 
(Branded and Unbranded) (Branded and Unbranded) 


. B182—Medi B Calf, Saddle Strap Oxford, No. B248—Dark Brown Calf Saddle Strap Oxford (as 
ig Pie reo ng ies er P . .$6.75 illustrated above), Co-Ed Last. AA-D. ice. . $6.25 
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f , . No. B249—Medium Brown Calf Saddle Strap Sandal, 
No. B192—Medium Brown Calf, Saddle Strap Bal, One Button Strap, Fifth Ave. Last. AA-D. " 
Prado Last. A-D. Rh so WW ek ove Cte ota é NES a" a: eae Se gr 
MEN’S AUGUSTAN SHOE 
(Branded and Unbranded) 
No. B1115—Tony Red Calf Saddle Strap Oxford. 
es ee. Bs IN nbc 009 a 60 cen sses $5.00 
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No. B1125—Tony Red Calf Saddle Strap Bal, Prado 
BG SE, GER Ss a.éeecs—200s cobras seuss $5.25 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


Chicago Branch Boston Salesroom 


N York Sal San Fr i Sal 
606. Marbridge Bldg. "463 Pacific Bldg. 19 South Wells St. 58 Lincoln St. 
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WORKERS UNION 








UNION AMP 











Factory _) 


The link between your store and 
a great buying organization --- 


Is it a ‘missing link’’ in your sales-appeal? 





The hundreds of Union Men and Union Women in your 
town are completely converted to the idea of Union 
goods for Union People—when they buy they look for 
the little stamp that means “OK” to them. The Union 
Stamp is thus the link between the great Union buying 
public and the store that carries it. 


On shoes, the official Union stamp is that shown above. 
Is it a missing link in- your store? Get it on your 
shoes and notice what a difference it makes in your 
sales-volume—what a veritable link it is between you 


. and the great Union trade. 





246 Summer Street 
Collis Lovely, Gen’l President 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


Boston, Mass. 
Chas. L. Baine, Gen’l Sec’y-Treas. 
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Spring Days spell Spring 
Wardrobes, and no Outfit is 
complete these days without 
a new pair of slippers and 










\ 


" Onyx” 


We keep in close touch with 
the needs of the Shoe Dealer 


~ 

las 
(dhe fp 
Days AN 
VU.s. ¥ 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors 


BROADWAY AT 24TH STREET, NEW YORK 


CHICAGO PHILADELPHIA BOSTON BUFFALO SAN FRANCISCO 


Hosiery 
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Play Oxfords 


BAREFOOT SANDALS 





= 
_ 





—— a a a 
a a ae fee ae ae es 


~ —— a a ae aes 
INO Oe eee oe oeoe 
va 


























A LIVE SELLER 

IN MAHOGANY LOTUS Prepare Now to Meet 
Two full overweight flexible soles insure 

splendid service. Sells at a price that attracts 


trade. A play oxford that gives real wear and th e E arly D eman d 


IM icin ninnnsabibaastseukeet $1.20 
NS eer yer ere eee 1.35 
WABI GHD. «5 isi cones cacecksaes 1.50 Be on the job when the first call for Barefoot 


WTS—2}6 00 7... serves eee reece es 1.85 Sandals and Play Oxfords comes by placing an 
order today. 





The little sales producers shown here enable you 
to sell at moderate prices—as such merchandise 
must often sell—yet they have high quality and 
durability seldom found at such low prices. 


Get the early sales! It is far better to have com- 
plete stocks when the season opens, sell out early, 
make your profit and have your money to put into 
other stocks than to stock after the season is on 


oP EP ee 


and have your profits tied up in broken lines left 
unsold on your shelves. ‘ 
i A postal brings our catalog, listing a complete 
} line of Play Oxfords, Barefoot Sandals and Low 
F Cuts. 
t 
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” Best Mahogany Lotus. Looped buckles. 
Two full overweight bend soles. A barefoot 
qoes that wears as well as any high grade 
shoe. 


“An, 
= 
HERE’S QUALITY AND SALABILITY 
AT ATTRACTIVE PRICES 


Be a 
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i NE SERENE TEAC 1.45 
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, sein canciaacaa Nn in ak ia - Sinsheimer Bro. & Co., 211-15 W. Monroe St. 
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Less Than 12 Pairs, 10c a Pair Extra 


No.3— English 
Last. In Stock 
Soon: _ Widths 








omens 
2%-10 
Net 30 








No. 1— Round 
Toe. In Stock 
Now: Widths 
Ato E. Sizes 
5 to 12. In 
Case Lots. 
$4.60 


OP NOTCH Construction is one 

Stanworth feature. The Quality 
Shoemaking, Fine Fit and Attractive 
Style is above criticism. The price is 
below competition. Send for a sample 
case—return them at our expense if 
not completely satisfied. 


SALESMEN—Attractive _ territories 
for side line men are still open. Most- 
ly west of Mississippi River. No 
store too good to handle this line of 
strictly Dress shoes. Some men who 
have recently started are selling from 
$500 upwards a day. Only men who 
have the confidence of the best trade 
will be accepted. Inquire. 


ar AN WORT 


SHOEMAKERS 


MARION INDIANA 
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rs easy to say—this is a Vici Kid 
shoe but that doesn’t always mean 


that it is made of VICI KID. 


No other house than ours makes or ever has 
made VICI KID. Weare responsible for 
upholding the qualities and betterments that 





IS ONLY ONE VICI 


KID" 








i 
ER 
sd 


the originator of VICI—Robert H. 


Foerderer—gave to the world. 


We must and will maintain Vici 
Quality and improve it if possible. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia Pennsylvania 





D| THERE NEVER HAS BEEN ANY OTHER 
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Endorsed 
by the 
National Board 

of the 


. @ GA. 


This is the Modified Educator for women that is sweeping the 
country—Never has a shoe taken like this one—Dealers, 
women’s organizations, colleges, nurses, every woman, in 
fact, who values her feet and who has had the privilege of 
seeing the shoe is enthusiastic about it. : 


In stock in Black Kid, Brown Kid and Russia Calf, AAA t 
EF, 21% to 9. : 


The Rice & Hutchins New York Company 
The Rice & Hutchins Chicago Company 
The Rice & Hutchins Baltimore Company 
The Rice & Hutchins St. Louis Shoe Co. 
The Rice & Hutchins Cincinnati Company 
The Rice & Hutchins Atlanta Company 
The Rice & Hutchins Cleveland Company 

Joseph I. Meany & Co., Inc. 

The Atlas Shoe Company 


Re 


; Rice & Hutchins, Inc. 
10 High St., Boston, U.S. A. 


BE: 














